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MAKERS OF HIGHEST GRADE PAINTS, VARNISHES, COLORS, LACQUERS 


HY struggle against odds 

with unknown merchan- 
dise—when the greatest con- 
sumer acceptance, easier sales 
and bigger profits await you in a 
complete line of paints under the 
name that is on the tongues of 
millions—ROGERS?P A name 
that puts your paint stock out in 
front with the advertised win- 
ners! No name in paint history 


has scored so great a success. 
ROGERS over your complete 
paint stock means — accepted 
leadership, unquestioned quality, 
speeded turnover and increased 
profits. And back of the name 
is a dealer proposition designed 
to give you the maximum profits 
from minimum investment. Get 
the facts now. Write us at once 
for full details. 


DETROIT WHITE LEAD WORKS, Detroit, Michigan 


> | 
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ib ee president of one of the largest wholesale houses in this country re- 
cently said:— 


“Scattered buying was costing us money. We are now cutting down our - 
lines. Except in certain specialty lines, we no longer buy from a manufac- 
turer unless we ean give him over $5000.00 worth of business a year.” 


Twist Drills are not specialties. They are unfortunately narrow profit items. 
To get even that narrow profit requires careful stock control and every econ- 
omy in buying and handling. 


You can save many of the hidden costs in buying, such as lost time in inter- 
viewing salesmen, extra orders to make out, extra accounts on your books, 
extra invoices to check and pay, and extra receiving department expense, if 
you will buy your drills at-the same time you buy your screwplates, your taps 
and your dies. 


@TD Drills are second to none in quality, and they have the big advan- 
tage of being part of a broad line—one on which you can profitably con- 
centrate. 
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SHOVELS: SPADES: SCOOPS 
At good supp ly houses everywhere 
AMES SHOVEL AND TOOL CO. 


- + Ames Bldg., Boston 


Owners of Oliver Ames & Sons Corp., North Easton, Mass. Est. 1774 
Makers of Old Glory, Liberty and Victory Brands. 
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Remington’s 
for the 


Hardware Store 





Remington 
Model A 436 


PERFECTING 
PROTECTION 


Robert Fulton could not have built the Leviathan, and 
James Watt, the inventor of the steam engine, could not 
imagine the Twentieth Century Limited in his wildest 
dreams. The inventor is a pioneer in the field of ideas. 
He pushes back the frontier of knowledge and others hold 
and improve the ground that he has gained. 


It remained for Remington to perfect cash registers; to 
add the modern improvements that merchants have 
wanted but could not get before; the new and exclusive 
The New Remington features that make the handling of store transactions easier, 
Check Printer quicker, and more accurate; that give the merchant greater 
Model B No. 241 control over his business. 


Remingtons are made in many styles and sizes to fit many 
kinds of business; but on every Remington there are valu- 
able improvements that are found on no other machine. 


We all recognize the service performed by Robert Fulton 





No Handle to Turn— and James Watt, but we prefer the transportation of today 
to that which they first made possible. This is but com- 
No Motor to Buy mon sense; and it is the same logical reasoning that makes 
“ the alert merchant of today turn to Remington Cash 
Registers. 


A demonstration will prove the superiority of Remington 
Cash Registers. It will not obligate you to ask for one. 
Sales and Service Offices are in more than 200 of the prin- 
cipal cities of the United States and in Montreal, Toronto, 
Windsor, and Vancouver, Canada. 


Remington Cash Register Company, Inc. 
Factory and General Sales Office, Ilion, New York 
Subsidiary of Remington Arms Company, Inc. 

Makers of Remington Firearms, Ammunition, Cutlery and Service Machines 


Remington, Cash Registers | 


“THE ONLY WAY TO GET ALL THE REMINGTON FEATURES IS TO BUY A REMINGTON” 
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We Welcome 


Mr. T. A. Lee, of Lee & Burnside, 
Collinsville, Okla., is one of the 
Mid-Western members of the Diss- 
ton 25-Year Club. He has been 


selling Disston Saws for 32 years. 

Any dealer, in whose store Diss- 
ton Saws have been retailed for 25 
years or more, is eligible to join the 
Disston 25-Year Club. Write for 
application blank. 





Disston No. 38 Thin-blade 
Finishing Trowel 


JUST SHOW THIS 


TROWEL TO 
PLASTERERS 


When plaster was stiff and heavy, 
it took a heavy trowel to key it to 
the lath. 

But today, with improved plaster, 
there is no longer any need for 
weight, and plasterers are turning 
to the modern thin-blade, finishing 
trowel developed by Disston. 

Flexible! They can’* get that 
“paint-brush” sweep which speeds 
their work. A flat blade—not con- 
cave. That Disston Steel blade is 
made flat and it stays flat. No 
allowance has to be made for bend- 
ing in usé. 

Tell your customers it will out- 
last any trowel they ever had. For 
the blade is made of Disston Saw 
Steel, hard, tough and strong. 

This is the trowel that you can 
sell today. Ask your jobber about 
No. 28 (with straight handle), or 
No. 38 (with special shaped handle 
which gives more knuckle room for 
over-head work) Disston Thin 
Blade, Flexible Finishing Trowels. 





| 
| 





| 












A NEW AND BETTER SAW FILE— 
AND A FREE DISPLAY FIXTURE 


Carpenters will be looking for the 
new Disston Special Extra-Slim 
Blunt Saw File on your counter— 
in this display. 


Our advertising in all the leading 
carpenter publications is telling how 
it speeds their saw filing, adds skill 
to their hands, and does a better job. 


The cut is different. Improves the 
bite; yet it cuts smoothly and lasts 
for a long time. 


Extra-slim, so that the user can 
see just where and how the file is 
cutting. 





REAR OF DISPLAY 


The display holds one file of each size 
on the front. The balance of the stock 
is held in the rear of display. Saves 
your time! Speeds your sales! 


: St. & No. : 


Blunt,—so that the unskilled man 
can file with a level, uniform stroke. 
There is no taper and the file “finds 
its bearing” against the sides of the 
teeth more quickly. Less effort re- 
quired to use. 


Made of Disston Steel,—hard, 
tough and strong. It will outlast 
two ordinary files. 


Get This File Unit 


Now offered for the first time in 
a compact unit containing the color- 
ful, permanent counter display, and 
the following, well-assorted file 
stock: 


3 dozen 6-in. 
4 dozen 7-in. 


You pay only 


¥Y dozen 5-in. 
2 dozen 514-in. 


The stand is free. 
for the files. 


Ask your jobber or mail us the 
coupon for complete information. 


Henry Disston & Sons, Inc., Dept. 1 


Philadelphia, U. S. A. 


Please send me, without obliga- : 


; tion, information upon your new file | 
: unit containing six dozen assorted ! 
: files and free display stand and stock 
: container. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 
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“self-lubricating” axle bear- 
ing— guaranteed for the life 
of the barrow—means long- 
er life and easier wheeling. 


No oil service ever needed — 
permanent lubrication sup- 
plied. Rolls as smoothly when 
it is old as when it is new. 


The Sterling, wheel and axle 
assemblies are scientifically 
made to reduce wheeling ef- 
fort and withstand hard service. 
Pre-lubricated fibre bearin?s 
in each end of the hub. The 
hub is wrought steel. Axle 
shaft is round, cold rolled steel, 
in place of the ordinary com- 
mon bolt and is locked to mal- 
leable brackets by means of 
split pins—cannot turn or bind. 
The spokes are riveted and 
shouldered to the tire and cast 
to the hub. The tread of the 
tire is smooth. The Sterling 
wheel has “10 spokes” instead 
of the usual 8, this shortens 
the distance between spokes 
and strengthens the tire. This 
unusual wheel and axle assem- 
bly—on all Sterling barrows 
— means more capacity loads 
per man per day and results in 














SPECIAL STERLING FEATURES more real profit for your trade. 
Self-lubricating, bearings Selected maple handles It is both ethical and profitable to sell 
10-spoke wheel Special tubular steel handles what is asked for. We have @ very 
Malleable iron brackets Handles clamped — not bolted attractive dealer proposition— good 
Smooth wheel face Top of tray reinforced discounts— good profit — extra heavy 
Wrought steel hub Channel steel legs national advertising. Write for facts 
Riveted and cast to hub spokes Riveted le braces today. Prompt service from factory 
Fixed rolled steel axle Extra le} shoes ‘ or branch warehouses at Chicago, 
“V" front tray braces Wrought iron handle tips New York, Kemer > 
All parts interchangeable Cleveland, Detroit, St. 


STER INC WHEFIRARPRAU COMPANY : 
LIV NWILLLUALUW IU UVTI 2 


Milwaukee — —s ee Wisconsin 





; 


CRESS: 
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Improved DeLuxe 
Models for 1928 


Heavy Copper 
Nickel Plated Inside and Out 


HE modern housewife has grown crit- 

ical concerning washing machines. She 
has learned from experience—she has 
studied the subject and discussed it thor- 
oughly with her friends and neighbors. 
More and more women are demanding 
higher standards of material and work- 
manship—greater washing efficiency. 


Dexter DeLuxe Models measure up to the most 
exalted ideals of these washer-wise women. They 
have everything. Beauty—the glistening of nick- 
eled copper against a background of gem-like green. 
Stamina—the kind that insures many years of 
satisfactory results. Performance—such washing 
results as you have never seen. 


Outstanding Quality Features 


1—Cast Aluminum Agulators 4—Improved metal wringers— 
produce a washing action of as- with large cushion rolls, right 
tonishing speed and thorough- hand control, quick action safe- 
ness, yet very easy on clothes. ty release, nickeled drain board. 

2—Thick copper tubs—heavily 5—Self-oiling bearings—no oil- 
nickel plated, inside and out. can lubrication. Made oversize 
Large capacity, self-draining. to insure long wear. 

3—Castaluminumsteamproof %—Udylitedsteelchassis—beau- 
po cade yor will not tifully finished in EmeraldDuco. 
rust, warp, bend. They fit per- 7—Westinghouse motors— 
fectly, forever. smooth, quiet, powerful. 


To progressive dealers, the Dexter nickeled copper line 
offers a real opportunity for increased washer sales and 
profits. Our effective sales assistance brings you in the 
prospects. Write today for full information and discounts. 


Distributed from 


Rochestex Peoria Omaha Los Angeles 
Harrisburg Madison St. Louis San Francisco 
Columbus Minneapolis Kansas City Spokane 


The Dexter Company 
Fairfield lowa 


DEXT 
































Wiyy MODEL NA-35 
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Double Tub 
Model NA-35E 


The speediest washer ever built. ‘‘Cuts washing 
time in two.” The Dexter Double Tub and its 
better washing plan gives the quickest, most con- 
venient route from hamper to line. It will pay 
you to feature and push the sale of this handsome 
double tub machine. 


For homes without 
electricity, these mo- 
dels are equipped with 
dependable Dexter 
Gasmotor with pedal 
starter. 









| 


oo 





poet 
| oextes 


Single Tub Model NA-5E 


Washes a tubful of soiled clothes beautifully 
clean and white in 5 minutes or less. An out- 
standing value. Durably built for a lifetime of 
satisfactory service. 


— et 
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There’s a Year ‘round Demand for 
this All-Around Netting 


U. S. Poultry Fence, because of its wide 
variety of uses, is in demand the year ’round. 


Its patented design and superior construc- 
tion makes it universally favored for every pur- 
pose, be it for poultry parks, tennis courts, “ 
pigeon pens, rabbit hutches, animal cages, dog For Poultry Farms 
kennels, trellises, baseball back-stops, stucco 
reinforcement, machinery guards, or the hun- 
dred or more other uses to which it can be put. 





This bigger, broader market means increased 
sales for U. S. Poultry Fence dealers. It 
means year ’round profits--more rapid turnover. 






“A 





e 





There is a constantly growing demand 
everywhere for this better poultry netting. 
If you have not been getting your share of 
this profitable business, now is the time to start. 
Be sure to specify U. S. Poultry Fence, not 
just “poultry netting!” It’costs no more. - 


¢* + ¢ 


FREE! A miniature sample roll of U. S. 
Poultry Fence will be sent to dealers on re- 
quest. Write today to 


Indiana Steel & Wire Co., 


Dept. HA Muncie, Indiana 






For Stucco Reinforcement 
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The above picture shows the 
perfect action of the Copper- 
Clad’s Twin Flue feature. It 
shows the wide distribution of 
heat and flame, the perfect com- 
bustion of fuel, smoke and gases 
in the fire pot and the combus- 
tion chamber. The result is in- 
tense heat. 





This is Copper-Clad’s Twin 
Flue Super-Heater with doors 
open showing the cheerful glow 
of the fire and the beautiful radi- 
ating grill at the bottom. It gives 
you all the cheerfulness of the 
old-fashioned fire-place and 
quick, radiating heat from the 
entire front of the heater. 





Copper-Clad’s Twin Flue 
Super-Heater will heat more 
rooms with less fuel than any 
other type of circulating heater. 








SuPeR-HEATER 














The World’s Greatest 


Circulating Heater 


To adequately satisfy the imperative present- 
day demand for style and beauty an entirely new 
type of circulating heater was needed. Copper- 
Clad has met that need with its Twin Flue Super- 
Heater. It embodies all the beauty of a very 
expensive music cabinet and in addition, the more 

essential features of high efficiency and better 


fuel economy. 


Send in This Coupon Today 
for Further Information— 


Apl-H. A 


COPPER-CLAD MALLEABLE RANGE CO. 
Saint Louis, U. S. A. 


Please send catalog and price list, also infor- 
mation concerning exclusive agency. 


| Name 


. | Address 
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HIGH-SPEED 


No. 1—DIRECT ACTION 
No. 2— CLARK JEWEL 
No. 3— NEW PROCESS 
No. 4— QUICK MEAL 
No. 5—DANGLER 
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ERE are a lot of good oil cook stoves being sold today. 
Some are better than others. Just how, then, are your cus- 
tomers going to know which are “better”? There’s one certain 
way—if you handle oil cook stoves equipped with the Lorain 
High Speed Oil Burner your customers will know they’re as fine 
and efficient oil cook stoves as can be purchased anywhere. 


And if you sell stoves equipped with 
the Lorain Burner your selling job is 
simplified greatly. Lorain has so many 
outstanding features that they are 
bound to impress your customers— 
provided they are properly explained. 


The Lorain High Speed Oil Burner 
lights quicker, heats quicker, and cooks 
quicker. And it does not get out of order. 


The Lorain Burner generates a most 
intense heat which comes into direct, 
wide-spread contact with the cooking 
utensil, eliminating loss of heat and 
making for economical operation. 


The Lorain Burner is most simply 
designed. So simple is it that any 
woman can take it apart and put it to- 
gether again within a very short space 
of time. 


The Lorain Wick, made especially for 
the Lorain Burner, gives more burning 
hours than any other wick. Any 


Lorain Wick can be replaced or cleaned 
(seldom necessary, however) without 
using tools of any kind. ‘“Rewicking 
ease” is a big feature of Lorain. 


Free repair service “after the sale’ is 
never necessary with the Lorain. It 
stays in efficient workable condition all 
the time. Thus your original profits 
are kept intact and not “sliced into” 
by expenditure of your time and labor 
attempting to make an inefficient oil 
stove efficient or fishing out “frozen” 
wicks. 


Five famous makes of oil cook stoves 
equipped with the Lorain Burner are 
shown here in various models—al- 
though any of the five makes can be 
had in all popular sizes and models. 
Order a few samples. Place them on 
your floor. Demonstrate the famous 
Lorain Burner. You’ll make boosters 
out of prospects and customers out of 
skeptics. Write today for catalogs, 
prices and other interesting data. 


Many famous makes of Oil Cook Stoves are now equipped 
with Lorain High Speed Oil Burners including: 


NEW PROCESS, QUICK MEAL, DANGLER, 
CLARK JEWEL, DIRECT ACTION. 


AMERICAN STOVE COMPANY 


St. Louis, Mo. 


That’s All Your Customers Need 


to Know about Oil Cook Stoves! 
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sales sis Riverside 


perttinues to be the sensation of the great 


mt we merchant reports remarkable gains in volume 


id worthwhile increases in profits—with the Fireplace 
R alone ge ore pry enemas Sanaa ma 


In any competition the featurés of the Fireplace Naitiinis 
Se tinier and and finish—its large feed door—its great heat- 
and moderate price—assure the retailer the bulk 

the alice business in his community. 


Write or wire for details of the Riverside Franchise. They 
are interesting, if you are interested in the growth and pros- 
perity of your stove business this year. 


. Rock Island Stove Company 
Rock Island, Il. 


ADIONA 
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AYS Tom, “Will you lend me your 
wheelbarrow? I’ve got a little job,” 
etc., etc. 

This sort of thing is costing you money. 
Why should this Tom person borrow a 
wheelbarrow all the time instead of buy- 
ing one of his own? 


Probably not one householder out of 


five in your community has a good wheel- 
barrow to work*with, Your market not 
only is not saturaged: itisn’t even scratched. 


Sell General “No.: 100” to the home 
owner as an indispensable modern con- 
venience. Youcan do this because General 
“No. 100” has a new, powerful appeal. 
It’s balanced—it’s light—it’s strong—it’s 
good looking. It’s a3 cubic foot steel leg, 
steel tray barrow. The minute you see 
it, you'll realize how much better it is 
than the barrows you have been used to. 


Sell this new General ‘No. 100” to all 


GEN AL 





“ase 
y 
f 


‘, 


Whe 


end me your 
heelbarrow 


the “Toms” in your territory. You'll find a 
huge replacement market wide open to you. 
And all the while you'll be whacking out a 
neat profit for yourself. 


Stock plenty of ‘General No. 100's” 


for spring and summer. 


\ GENERAL WHEELBARROW COMPANY 


Headquarters for 
Wheelbarrows, Concrete Carts, Steel Mortar Boxes, 
Scrapers, Salamanders 


3140 E. 65th Street Cleveland, Ohio 


names of General distributors from which we can secure it. 
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(ncentrate 


pp vie your buying. Make it more profitable by choosing a 
Si strong concerns like MILLERS FALLS, who make the No. 248 


tools you need, and give the cooperation you require. Automatic Drill 






Save your energy for the real job of selling. You are wasting it 
when you spread orders too thin. Profits begir. with the buying. 
Every penny, every minute saved adds to the margin on which 
you must do business. 








Economy in buying — without sacrifice of quality — 
dictates sure success in selling. MILLERS FALLS, with 
60 years of service, and ten major lines of 
good tools, solicits your business on that basis. 


MILLERS FALLS 
AUTOMATIC TOOLS 


Typifying the inbred 
quality of the ten major 
lines of MILLERS FAL 
Tools. 


Spiral and ratchet screw 
drivers; automatic drills 
with brand new features 
—each one a standard of 
comparison for all other 
tools. 


The kind of tools good 
workmen want to own — 
the kind you want to sell. 
For they sell easily and 
rofitably with sure satis- 
action. 
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No. 63 
Ratchet Screw 
No. 62 Driver 
Spiral Ratchet 





Screw Driver 


MILLERS FALLS 
TOOL 


The complete MILLERS FALLS 
Catalog gladly sent on request. 


. MILLERS FALLS 7 


COUNTER 
DISPLAYS 


Substantial and attractive 
No. 81 display stands are a part 
Automatic Drill of MILLERS FALLS ser- 

vice. Only 3 are illustrated. 
There is one for each of 
our ten major lines. 



















a 
a | 






No. 700 





"a9 oJ 





Jae 


a ut raAU a soavee } SOLS wna 
“2 Ratchet 


i oh af <b An OE ot ha —s © 


OE EE LBP VE 


AUTOMATIC ORILLS 





HARDWARE AGE for APRIL 12, 1928 


Motorist demand for these Better Black 
Chains in the McKay Red Band Bag keeps 
rolling up profits for the McKay Dealer. 


UNITED STATES CHAIN & FORGING COMPANY, UNION TRUST BUILDING, PITTSBURGH, PA. 
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This handy little 
box containing five 
Dill Valve Insides 
retails for 25 cents. 


These are the three 
attractive metal dis- 
play stands for your 
counter. They auto- 
matically sell Dill 
Valve Insides, Dill 
Valve Caps and 
Dil Instant-Ons in 
handy little boxes. 
Small investment. 
~~ turnover. 
teady profits. 
Order y your Job- 
ber or Tire Branch 
today and start 
these silent salesmen 
working for you. 


INSTANT-ON 


On or Off eA 


4 \ 
» oat, 
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DILL INSTANT ON 


Here is a 


Quick Profit 


ILL VALVE INSIDES — and other Dill 
products—have attained a sales volume 
among tire manufacturers—and an accep- 
tance with the motoring public — that 
is conclusive evidence of their quality. 


America’s leading tire makers use Dill 
Valve Insides. 

Sales over dealers’ counters have built up 
a huge national retail business, continually 
growing — and backed by consistent na- 
tional advertising. - 

Success has come as the result of sheer merit. 


Each part of a Dill Valve Inside is as finely 
finished and fitted as the parts of a watch. 
The sensitive spring is enclosed in dust-proof 
armor—an important Dill feature. And ev 
Dill Valve Inside is carefully inspect 
With a very small initial investment, you can 
sate advantage of Dill success—and profit by 


wing public demand for Dill proaem 
Woke van Pober or Tire Branch Co. today. 


THE DILL MANUFACTURING COMPANY 
Cleveland, Obio 


Manufactured in ererrdg the Dill Manu- 
facturing Company, Limited, Toronto, Ont. 


DILL 


STANDARD TIRE VALVES AND VALVE mre 
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Every WORKING PART of the -new Walworth 
Master Stillson has been improved, giving this superb tool 
tremendously increased strength, toughness, and durability. 
The basic design, originated by Dan Stillson in Walworth 


THE JAW 
By the most modern scientific heat treatment the strength of the 
jaw has been greatly increased. New production methods insure 
a uniformity in the quality of this forged steel jaw which insures 
that every Master Stillson is identical. 


THE BAR 
Tests which wrecked all other types of wrenches which we could 
find on the market left the bar of the Master Stillson unharmed. 
The toughness and strength built into the steel are such as to resist 
overloads which bent or broke the best handles we were able to 
produce under our former manufacturing practices. 


THE TEETH 
New hardening processes, scientifically developed and auto- 
matically controlled, give to the teeth of the Master Stillson 





shops in 1869, is unchanged. The Master Stillson is no heavier; 
it retains the fine balance and working ease characteristic of the 
Genuine Walworth Stillson. Yet, the Master Stillson is upwards 
of 50 per cent stronger. 


a gripping and holding power far superior to even the old Walworth Stillson. 
Moreover, a slight change in the design of the teeth adds to their strength, so 
that the Master Stillson survives shocks and excess loads which shear off 
or break the teeth of imitation Stillsons. 


THE NUT 
Improvements in the Master Stillson enable it to withstand tests of far 
greater severity than ever before were attempted. We had to improve the 
quality of the nut to bring it up to the standard of the other parts. 


NEW DRESS 
To make the Master Stillson easily recognized, we have adopted 
a red lacquered dress for both steel and wood handles. Our 
trade mark — the word Stillson in a diamond — identifies 
as genuine the red handled Walworth Master Stillson. 























1800 LBS. LOAD ON THE HANDLE 


OR WEEKS, in public exhibitions, the superiority of the 
new Walworth Master Stillson has been demonstrated 
in this test. A 14-inch Master Stillson grips a solid steel 
rounded bar. A knife-edge contact brings to bear upon the 
handle of the Stillson, one-half inch from the efd, a load 
approximately 7}4 times the weight of the man suspended 
on the end of a 72-inch length of pipe. In this case the load 
is approximately 1800 pounds. 


No other wrench of the Stillson type has been able to sur- 
vive an identical test. | 


WALWORTH 


Distributors in Principal Cities of the World 
General Sales Offices: 51 E. 42nd St., New York 


WALWORTH INTERNATIONAL Co., WALWORTH Co., LIMITED, 
Foreign Representative 10 Cathcart St., Montreal 
44 Whitehall St., New York 
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There is a Touch of Tomorrow 
in Foster Supertensil Cap Screws 


At Foster we think today in terms of to- 
morrow; all the arts and sciences of ma- 
terials, of metallurgy and an indomitable 
will to make a better product go in full meas- 
ure into Foster Supertensil cap screws. 


The result is a cap screw with a tensile 
strength of 100,000 pounds per square inch 
— a cap screw more than capable of stand- 
ing the extraordinary stresses and strains 


that are demanded of today’s cap screws; a 
cap screw in which there is now and always 
will be a bit of tomorrow. 


Ask Foster about your cap screw require- 
ments (bolts and nuts, too), with a full 
measure of confidence that will get good 
products, interested personal executive at- 
tention and a complete satisfaction with 
your entire transaction. 


Samples and prices on request. 


THE FOSTER BOLT & NUT MFG. COMPANY 


CLEVELAND 


Union Ave. and East 72nd St. 
Telephone Broadway 0840 


FOSTER 


Suipertensi 


CHICAGO 
6249 to 6265 West 65th St. 
Telephone Hemlock 4484 


Cap Screws 
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BRIGHTON Cans and Pails 


For your customers who 
want better than the aver- 
age at a competitive price. 


Ideal for the special sale. 








Specialization for 29 years, in the 
manufacture of cans, has won for 
us a position of leadership in the 
industry. You can profit from this 
experience and prestige by linking 
your reputation with ours. 


Write for details of WITT Dealer 


Cooperation and widespread ad- 


The 
WITT Line 


includes Ash, 
Hoisting, Roller 
and Oily Waste 
Cans and Garbage 
Pails in a _ wide 
range of sizes—to 
meet every require- 
ment. 











The WITT CORNICE CO., 2114 Winchell Ave., Cincinnati, O. 
Can Specialists Since 1899 
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Ready for work 
in a 
minute and a half! 
—and that’s only 
part of the story 


It’s pretty likely that the man who buys a fire- 
pot can be a good customer for all kinds of items 
you sell. So it’s mighty good business to be sure 
he’s pleased with the fire-pot he buys. 

That’s what you do when you sell him a 
Clayton & Lambert. First thing he’ll notice is how 
husky it is—yet how much lighter than other kinds. 
Unscrew the filler plug and he can smell gasoline 
fumes—showing him that the fire-pot has already 
been lit and tested. Then he’ll know the fire-pot he’s 
getting is absolutely right. It has to be when it leaves 
our factory. 

That red rim around the base will catch his eye. 
And you probably won’t have to tell him what a 
great protection it is to prevent denting the tank and 
making it leak; but no harm in 
calling it to his attention. 


When he gets it out on the job is gROTECTIOy,, 


CLAYTON 
& 


LAMBERT 


MANUFACTURING CO. 


Detroit, MICHIGAN 


of soldering coppers and melt a pot of metal at the same time 


This is the Clayton & Lambert No. 70 fire-pot with tinner’s 
hood. Produces a working flame in ninety seconds. Flame con- 
trolled as easily as a lamp. The burner orifice cannot be enlarged 
by tightening the needle valve. No chance of ruining the fire-pot 
that way—that’s an exclusive C & L feature. Will heat a pair 






3 ey nS. RT On ee ce Rein peal des 
; fo 
bi va 


the time he’ll really know you’ve helped him to a 
mighty good buy. It'll give him a hot, working flame 
in a minute and a half! In any weather. And he 
can control that flame any way he wants to—set it 
high, low or medium just like a lamp. He can save a 
lot of fuel that way. Another thing—he can use it on 
inside jobs without antfoying anyone, for it’s smoke- 
less, noiseless and odorless! 
That’s a pretty good line-up to offer a customer, 
isn’t itP Bound to please him, and bring him back to 
you for more supplies. In cas¢ you’re not already 
handling Clayton & Lambert fire-pots—blow- 
torches, too—ask your jobber to show you the 
line, especially these two popular numbers. 


This is the Clayton & Lambert 
No. 60 fire-pot with plumber’s 
shield. Tank capacity one gal- 
lon of gasoline, the same as the 
No. 70. Burns six hours full 
capacity without refilling. Same 
performance as the No. 70, but 
equipped with detachable 
plumber’s shield, 


EE, ce EE. eee 
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FOR PAINT DEALERS 








S. A. 
Ship one Royal Spray attachment for which i 
enclosed check for $3.70 (sample price). 


THE P. A. GEIER COMPANY 


540-560 East 105th St., 
Cleveland, Ohio, U. 











A Vacuum Cleaner 


that SELLS PAINT 


The Royal Spray At- 
tachment for vacuum 
cleaners gives you an 
everlasting profit because 
it stimulates the continu- 
ous purchase of lacquer, 
paint and all insecticides. 








- Heme seal 
<< obaints 3 nd Sprays 
“x2 Every thing 
“~ooBasity 


This laborless sprayer, which 
operates from air pressure 
furnished by an _ ordinary 
household electric cleaner, is a 
thoroughly practical device 
which has been endorsed by 
every paint expert who has 
seen it. Built to outlast the 
cleaner it is used with. Sells 
at the popular price of $4.95 
and allows the retailer be- 
tween 50% and 65% markup 
according to quantity pur- 
chased. 


This Is Just Another Popular Achievement by the 


Manufacturer of the Most Versatile Elec- 
tric Cleaner in the World 


EGAL 


THE merchant who prides himself 
upon selling VALUE will investi- 
gate Regal—the cleaner that “does 
everything.” It is that rare combina- 
tion of popular price, generous dealer 
margin and unquestionable quality 
which gives satisfaction to both buyer 
and seller. 


MAIL THE COUPON 


THE P. A. GEIER CO. 


540-560 East 105th Street, Cleveland, Ohio, U. S. A. 
Manufactured in Canada by 


CONTINENTAL ELECTRIC CO., LTD. 
505-511 King St. East, Toronto 
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ILLIONS of Schrader Valve 

Insides are giving satisfac- 
tory service throughout the 
world. Ever since the early 
bicycle days, the Schrader Valve 
Inside has held air in tires so 
well that millions of users have 
hardly given it a thought. They 
have depended on its reliable 
service as a matter of course. 


Thus it was through sheer 
merit that the Schrader Valve 


A. SCHRADER’S SON, Inc., 





Miions o 
Schrader Valve Insides 


and every one made with watch-like precision 





mo 


Inside won world-wide popular- 
ity. Today, with every improve- 
ment to meet the increasing 
demands of service, the Schrader 
Valve Inside is still recognized 
as the most efficient device for 
holding air in tires. 


It is a scientifically construct- 
ed mechanism made with 
watch-like precision according 
to sound, proven principles of 
air control. 


BROOKLYN, Chicago, Toronto, London 





TIRE 
VALVES 





Chrader aici: 


Makers of Pneumatic Valves Since 1844. 
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—At the Edge 
Where Wear is Greatest 


This Shovel as protected 


H™ is a general purpose shovel for the merchant next door, for 
the home owner, for the farmer, for the street cleaning de- 
partment, or for any ordinary shoveling job. 


Wood's general purpose shovel is easily handled and it is durable. 
The edge that scrapes along the sidewalk or pavement, that runs up 
against loose stones in the yard, or that hits the nails when material 
is removed from wood floors, is doubly protected. 


The blade measures 114%"x 14 4" and is made of carbon steel, tested for 
uniformity. It is heat treated for extra hardness from the middle of the 
blade down to the edge, thus making the edge highly resistant to wear. 


This shovel may be obtained with standard “D” handle, or with straight 
four foot handle, flattened at the sides to keep the shovel from turning 
in the hands. Handles are made of northern ash and remain free from 


slivers even after long use. 


You can sell a lot of Wood’s general eae shovels. Ask your 
wholesaler’s salesmen for prices or write direct to us for the name of 
your nearest distributor. 


THE WOOD SHOVEL AND TOOL COMPANY 


PIQUA, OHIO 


Manufacturers of the well known WOOD, STUART and PIQUA brands of shovels, scoops and spades 
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PERFECT f z Cry a Known 
an nown as 
TEMPER NQ THE BEST 


THE ORIGINAL 


‘UNDERAILL AATCA 










CHICAGO PATTERN 
Milled Head 


No. 40. 9 rows. 81 points 


—~—=* 


FRUIT BOX HATCHET 
Milled Head 


No. 65. 12 rows. 144 points 
No. 75. 16 rows. 256 points 





CALIFORNIA PATTERN 
(with nail-slot) 
Milled Head 


These hatchets have been on the market for over 70 years. 

First. made by the UNDERHILL EDGE TOOL CO., Nashua, N. H., which company was 
acquired by us. 

Forged from a NEW STEEL of CHROME-VANADIUM analysis recently developed and 
made EXCLUSIVELY FOR US. 


They are TOUGHER and STRONGER than any thin blade hatchets heretofore produced. 
The heads are MILLED and hardened—TOUGH. Will not break nor batter down. 





No. 60-S. 12 rows. 144 points 
No. 70-S. 16 rows. 256 points 


Kelly Axe & Tool Co.,Inc., | Charleston, W. Va., U.S. A. 
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‘There will be a great 


demand next winter for the perfect anti-freeze 





next winter. Be ready for this profitable business 


with a stock of Eveready Prestone. See your job- 


ber now and get your order in early. 


Eveready Prestone is exactly what motorists 
have long been looking for—a thoroughly depend- 
able anti-freeze that won’t boil off, evaporate, be- 
come gummy, or leave deposits in the cooling sys- 
tem. It is the only product on the market that meets 
every specification made by the U. S. Bureau of 
Standards for “an ideal anti-freeze.” It has the 
endorsement of automobile manufacturers and 
motor fleet operators, and the many thousands of 
winter drivers who used it last winter. 
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-¢ Anti Freeze 
The Perfect 4" 
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“\HOUSANDS of motorists used Eveready Pres- 
| tone last winter and found it to be the one per- 
fect anti-freeze. Those users and thousands more 
will buy it at the first approach of cold weather 










EVEREADY 
PRESTONE 


(ETHYLENE GLYCOL) 


For the preparation of anti-freeze solutions 
as covered by U. S. Patent 1213368 





One supply of Eveready Prestone lasts the motor- 
ist all winter. It proves to be the most economical 
anti-freeze for every motorist to use because of its 
permanent protection, its perfect safety and its free- 
dom from harmful effects. 

Every car should have the cooling system serviced 
to guard against mechanical leakage before Ever- 
eady Prestone is put in the radiator. Suggest this to 
your customers as a standard cold weather precau- 
tion, like changing transmission grease. It is a safe- 
guard that assures a satisfied customer and means 
extra business for you. 

Get your order for Eveready Prestone in early 
and be ready for business when consumer advertis- 
ing brings in customers next winter. 

Manufactured for 
NATIONAL CARBON COMPANY, Inc. 


e 


New York ce 

Chicago 
By Carspipe AND CARBON CHEMICALS CORPORATION 
Units of Union Carbide and Carbon Corporation 


San Francisco 


Atlanta Kansas City 





OP A IORE OYE 
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No. 35 Folding Arm Chair 














TRADE MARK REG 


Racine, Wis. 


Special Introductory Deal 


TO INTRODUCE NEW NUMBERS 


“GoLD MEDAL 











This chair free to Dealers purchasing the 13 piece Assortment 
illustrated below at the Regular Dealer Price of $29.33 F.O.B. 
(Weight crated approximately 200 pounds). 


FOLDING 














FURNITURE 


“The Recognized Standard 








£ 
The Famous No. 1 Folding Cot 


ws Wee 


1:0. 5 Stool 





No. 6 Chair New No. 40 


Companion Chair 





No. 202 Badger Cot 





These 13 Pieces 
Cost You Only 


$2,933 52:2 


Racine 


The No. 35 Chair given FREE and 
Retailing at $4.50 is packed with them 




















No. 3 Chair 
No. 705 
Roll poe ‘Table Junior Stool 


No. 115B Utility Chair 





No.35G Chair 


No 12F kec.iiag Chair (green lacquer) 


in addition get FREE, 
“Gold Medal”’ chair. 
tail value $4.50). 





New No. 41G 
Folding Rocker 
( green Lacquer) 


profit of 15%. 


ERE is an opportunity 
to get 13 of the fastest 
moving numbers in the 
entire “Gold Medal” Line 
at the regular price and 


a 


(Re- 


Remember, in addition to 
making the usual generous 
margin, the $4.50 Free chair 
represents: an additional 


These items areall “‘staples”’ 
in the “Gold Medal” line. 
, This ‘Special Introductory 
Deal” applies only on or- 
ders for this complete as- 


sortment crated. 
NOW for best results. 


No. 11 
Reclining Chair 


(Use the Coupon) 
This Offer is Good Only to June 15 


Gold Medal C. F. Mfg. Company, 
1706 Packard Ave., Racine, Wis. 


We wish to take advantage of your Special Introductory 
Deal. Please send this assortment including the Free No. 35 
Folding Arm Chair via Freight [J Express ( at once. 


We understand that this assortment will be billed at $29.33 
F.0.B. Racine, Wis. Please bill this direct. 
Please bill this through jobber listed below 


Firm Name ................ 


SSIES Spatariee= eam Ae ee te TE A Gres paireics 


ee 
eae Ne emcee eee eee 


Order 
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High Velocity 


The long range game getter 





Target 
Bulk or dense powder in all standard 


load combinations 





Victor 
Top notch quality at a popular price 


ev mvitanoe 





Pisa 














The illustration above shows one reason 

“why”—Peters Wadding is made from 

genuine hair felt. It has no equal in 

the way it controls the powder gases, 

resulting in game-getting patterns at 
lightning speed. 


“Our Sportsmen 
are Strong for ‘Peters Shells, 


... We ‘Sell’ Their Finer Construction” 


W: were talking to the head of one of the coun- 
try’s largest hardware stores. “Real sportsmen 
are always interested in the ammunition they use. So 
it’s easy to keep them sold on our merchandise. We 
have thousands of regular customers, and growing 
every year. 


“Instead of merely selling a ‘box of shells’ we point 
out to each customer exactly why we handle a par- 
ticular brand in preference to others. We know how 
the quality of Peters ammunition compares with 
other brands. That’s why we handle it exclusively 


? 


The old-fashioned hardware man who did nothing 
more than “wait on” his customers is sinking into 
oblivion. And in his place is the wide-awake, keen- 
minded dealer who stocks the best merchandise on 
the market, and points out to each and every cus- 
tomer the plus-value he is offering. 


Write us or ask your jobber fpr Peters display mate- 
rial and the complete story of Peters Ammunition. 


THE PETERS CARTRIDGE CO. 
Dept. D-22 


Cincinnati, Ohio 


New York ®) Los Angeles 


ERS 
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They Lead 
the Parade! 


uU RACE CYCLES 
if O * COASTER WAGONS 





No. 12 
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e AUTOMOBILES 
AEROPLANES 
E eatul VELOCIPEDES 


BABY BIKES 
SCOOTERS 

TOT BIKES 

TOY TRUCKS 

DOLL CARRIAGES 
AND THE 

SUNSHINE PLAY LINE 


Neo. 897 


Aeroplane 
A Big Seller 





GOOD JOBBERS EVERYWHERE 
CARRY THE BLUE STREAK LINE 








New Catalog Now Ready! 


No. 182 


he TOLEDOMETALWHEEL C0.JoledjQ 


Distinctive Children’s Vehicles Since 1887 
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. American Kitchenkooks 
are listed as standard by 

. the Underwriters’ Labora- 
tories, established and 
} maintained by the National 
| Board of Fire Underwriters. 


Sell by ‘Demonstration 


NO WOMAN who has seen Kitchenkook in operation—who 
has seen its attractive appearance, its convenience, its quick easy 
lighting, its hot, clean blue flame—can be satisfied with less 
efhcient service than Kitchenkook brings her. 

No stronger recommendation, no better selling argument can be 
made for Kitchenkook than its own performance. Thousands of 
successful Kitchenkook dealers know this and each year their 
Kitchenkook sales grow larger. That is why in large attractive 
advertisements like the one shown here, and appearing in a big list 
of leading publications, we urge folks to ask their Kitchenkook 
dealer for demonstration. You too will find this method an effective 
and a profitable way to sell Kitchenkooks. 


~ 7 “s 


TO DEALERS IN OPEN TERRITORY 
; ‘ The Kitchenkook sales plan assures the Kitchenkook 
American Gas Machine Company, Inc. dealer of a good profit on every Kitchenkook he sells. 
Factories —ALBERT LEA, MINNESOTA We shall be g! to explain it in detail to progressive 


Branches—78 Reape Street, New Yoax, N. Y. 4242 Hows Street, Oactanp Cau. — 9 ae ms comers where there is no 





La 
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STYLE and COLOR 
Sell Goods Today 


The New 1928 White Line 


“KIDDIE” 
VEHICLES 


No. 156 No. 53 
ee is outstanding in style and Sotg: Seated 


color. Big improvements 
and exclusive features 
are also included. 














New low priced num- 
bers of real merit have 
been added and they 
carry the famous 
“KIDDIE KAR” mark . 
(on both pedal and non- 
pedal types). 


No increase in prices. 





Ask for new circular in | 


No. 1655 No. 114 
Spring Cushioned full colors. New Low Priced Model 


H. C. WHITE COMPANY 


“KIDDIE” Vehicles and Juvenile Furniture 
North Bennington, Vt. New York Sales Office: 200 Fifth Ave. 
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Specifications 


Permo end plates in attractive 
green, red, brown or black (option- 
al); nickeled silver spool flanges 
and brass hub; solid brass one-piece 
reel seat, pillars and worm cover, 
nickel plated; precision-cut gears 
and worm; everlast phosphor bronze 
bearings and special Meisselbach 
pawl. A quality reel made under 
the very best of quantity production 
conditions and methods. 



















Level Wind 


very leading sportsmen’s magazine will carry the bull’s-eye, focusing every attention on the 
new Meisselbach No. 100—the buy of the season in a quadruple multiplier, only $5.00. Advertised 
also in other leading national periodicals. 
Well named, well advertised, well made—it will pay you well in prestige and profit to get behind 
it at once. a 
The big push begins in mid-April, with nearly Or write to us for sample, discounts and printed speci- 
40 years of Missle leadership in reel making ne fications, with Complete Catalog of Meisselbach Fishing 








back of it. Order at once, from any reliable Jobber. Reels of Quality 


The A. F. Meisselbach Mfg. Co. Division of The General Industries Co. 
2836 Taylor St., Elyria, Ohio 


Representatives: South, Louis Williams & Co., Nashville, Tenn.; Pacific Coast, Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


The PEAK of ACTION! 


















“Sunny Andy” 


FUN 















Size Overall 








14” Long 
534” High FAIR 
314" Wide No. 65 












Send for 

Booklet IIA 

for Information 

on Wolverine 
Toy Family 






Another WOLVERINE Hit! 


The newest and one of the most striking of all the Wolverine Toy 
Family’s achievements! A popular-priced, speedy-action toy that is the 
greatest value in its field! . . . “Sunny Andy” Fun Fair No. 65. . 

Six bright figures move rapidly up and down on the seesaw, backward and 
forward on the swings. All beneath a gay hued fair-tent! The action is absolutely 

fascinating; automatically induced by tiny steel marbles dropping from an opening 
at the top. Through a new device, the marbles assemble themselves back of the scene 
into a barrel. By simply reversing the barrel the figures are kept moving constantly. 

. . Write now for full details. 

Handsome Profits in the Wolverine Summer Line of Pails, Sprinkler Cans and Sand Sets 


WOLVERINE SUPPLY & MFG. CO. 


FACTORY General Sales Offices: 200 FIFTH AVENUE. 
PITTSBURGH, PA. NEW YORK CITY, Room 406—Gramercy 3453 
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Chicago Toy Fair 


See the big, complete Gen- 
dron line at the Palmer 
House, Rooms 785 and 786. 


Gendron Dealer Helps 
Paint books for the chil- 


dren. 

Retail folders. 

Window trim. 

Complete cut and mat ser- 
vice for newspaper adver- 
tising. 


New 1928 Catalog 


Have you received your 
copy yet? Thousands of 
dealers are using them as a 
guide to the latest and best 
in wheel goods. Your copy 
awaits your request. 








~ Coming 


to your city for 


Children’s Day. 


June 16th 


The “Spirit of St. Louis” is the 
spirit of Children’s Day this year 


OUNG America is alive to the latest and best, and their keen 

eyes will be quick to grasp the faithful reproduction of the 
“Spirit of St. Louis” after which this new “Pioneer” is patterned and 
named. 


Its graceful, speedy lines, its bright aluminum finish, its big balloon 
type tires, make it the envy of every red blooded boy or girl. Even 
you grown-ups will wish you were childrea again when you see this 
enticing number on your sales floor. Get your orders in early for 
this big sales attractor—June 16th is not far off. 


Sample planes are 
ready for a_ quick 
“Get-away” upon re- 
ceipt of your request. 


THE GENDRON WHEEL CO. 
Toledo, Ohio 
New York Office: 7 E. 17th St. 


3 60 @ ° 99 
“™ “Pioneer Line 


‘ ra “a ny 


i i Vehicles for Children 
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i, Goes after year, so many dealers tell 
us of the continued popularity of 
the Stevens “Favorite” Single Shot 
Rifle, that we never cease to be enthu- 
siastic over its qualities. It is the ideal 
rifle for men and boys —as its balance 
and quick action make it suited to 
combined hunting and target shooting. 












The “Favorite” is an all-year-’round 
seller. It is a good foundation for any 
display; having its constant following; 
drawing in steady business; returning 


good profits. 


SPECIFICATIONS 

No. 17—Single shot, lever action, 
automatic ejector in .22 caliber— 
enn extractor in other calibers. 
ound barrel. For .22 Lr, .25 r-f, 
or .32 l.r-f. cartridges. Take-down 
frame. Walnut stock and forearm; 
shotgun butt. ing rear and 
blade front sights. Weight 414 Ibs. 
Retail Price, $9.25 
No. 27—Octagon barrel. For .22 
Lr., .25 e-f, or .32 L.t-f., cartridges. 
Retail Price, $9.80 
No. 20—Smooth bore round bar- 

rel. For .22 and .32 cartridges. 
Retail Price, $9.25 


Now is the time to re-stock on 
“Favorites.” See your jobber’s 
salesman—or write: 


J. STEVENS ARMS COMPANY 
Dept. 656 


Owned and operated by SAVAGE ARMS CORPORATION 
Largest manufacturer of Sporting Arms in the world 


avorite”’ 
for half a century! 





Non-Magnetic, Die-Cast Housings 
Give Dorfan Engines More 
Speed and Power 


Dorfan makes the only engine in existence with a two- 
piece non-magnetic die-cast housing. That is why Dorfan 
develops more speed and power with less voltage. 

Any boy old enough to read can take a Dorfan engine 
apart for study or repairs and put it together again. 

Every Dorfan Electric Train Set includes one of these 
patented ‘‘Take-Apart” engines as regular equipment. 

These are real selling features! 

We will cheerfully send, for your inspection and com- 
parison, any Dorfan engine you desire. Write today. 


THE DORFAN COMPANY 
137 Jackson Street, Newark, N. J. 


Dorfams 


“TAKE APART” ENGINES 
ELECTRIC TRAINS 





Over 5 


00,000 Sets This Year 


Will be the sales 
record judged 
by the immedi- 
% Mepic, Med! ate and future 
ee > Vie. \/ al orders booked 
; a up to now. 
Any Retailer 


ae 






“Spirit of St. Louis” . 
Aeroplane can easily sell 


Construction Set at least 2 dozen 
of Lindy’s Aeroplane Copstruction Sets a week right now. 
It means a good profit and “pick-up” business for you. 

Ask Your Wholesaler Today. Sets Retail From 
If he doesn’t carry it, write us and we will $1 to $5 
give you name of nearest one who does. Build from 5 to 250 
Full Line at Chicago Toy Fair, 722 Morrison models. 


METALCRAFT CORP., 4215-25 Clayton Ave., St. Louis, Mo. 

















STEVENS 


Chicopee Falls, Mass. 








It saves time and trouble for you and your cus- 
tomer to sell Hercules Steam-distilled Wood Tur- 
pentine in handy cans—5-gallon, 1-gallon and 1- 
quart sizes. 


HERCULES POWDER.COMPANY 
UNCORPORATED) 
956 Market Street 
Wilmington Delaware 
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‘Here is the key to t 
Wheel Go ods Bua a 


in Your communi Ww) 





oe: new Catalog of Joy-Toy 
Wheel Goods is now off the 
press and ready for distribution. 
You’ve seen wheel goods catalogs 
before—but never one that has 
contained so many new numbers. 

























The Joy-Toy line for 1928 is 
without question the finest line of 
Children’s Vehicles ever offered. 
New models—new features—new 
ideas—every one a sure-fire seller 
—every one a profit maker for 
you. 


Joy-Toy dealers are due to make 
real money this year and your 
next move is to send for your copy 
of this new Joy-Toy Catalog, if 
you have not already received 
one. It is truly the key to the 
Wheel Goods Business in your 
community—the source of supply 
that means bigger, better business 
in wheel goods for 1928. 


Joy-Toy Vehicles will be on ex- 
hibit during the Toy Fair in Chi- 
cago, April 16th to 28th, both at 
our permanent display room at 
921 American Furniture Mart, as 
well as Room 706, Palmer House. 


Drop in and 
see them 
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Needed Regardless 
What Ammunition 
Your Customers Buy 


No Rust In a Clean Gun 


your customers who shoot all need Hoppe’s Nitro Powder Solvent No. 9. The 
only rust-free gun bore is the clean one. They must clean their guns to see that 


rust doesn’t start. Hoppe’s No. 9 is the standard cleaner and rust preventive. 


Hoppe’s No. 9, Lubricating Oil and Gun Grease are advertised regularly in all leading 
magazines for sportsmen. Known everywhere for highest dependability, recommended 
by the experts. Packed in attractive free counter display cases. 


FRANK A. HOPPE, INC., 2314-H North 8th Street, Philadelphia, Pa. 











Order from your Jobber. 
Write direct to us for a 
supply of Hoppe’s “‘Guide 
for Gun Owners”--F REE. 





IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 


THESE FEATURES 
ARE ORIGINAL 


No other manufacturer of miniature railroads has them. 
Steam Type Locomotive (in 0 and 2% Ga.). 
Train Circus. 

21 Yo” Cars. 

Snake Track Pull. 

Automatic Reverse, that starts, stops and 
reverses without turning off the current. 

Ives Originates, Others May Imitate, But Cannot 
Duplicate. 

The Ives Miniature Train Line was the hit of the New 
York Toy Fair. 


THE IVES MANUFACTURING 
CORPORATION 








BRIDGEPORT, CONN. 


New York: 151 Chambers St. Chicago: 108 W. Lake St. 
200 Fifth Avenue, New York, N. Y. 766 Mission St., San Francisco, Cal. 


San Francisco: 717 Market St. 

















ae 


Sell WINCHESTER 
Ammunition 
Sor WINCHESTER 


Guns = They 
are made foreach “a 


WINCHESTER REPEATING ARMS co. 
W HAVEN, CONN., U.S 








KEEP YOUR LAWN MOWER SHARP 











Tell this to your customers and make 
an extra profit. The BERGHMAN 
LAWN MOWER SHARPENER is 
designed to sharpen all types of 
mowers and guaranteed to do so 
correctly. Full nickel plated steel 
body, forged bolt and wing nut, oil 
tempered springs and an abrasive 
stone of the highest quality make the 
BERGHMAN a sharpener your cus- 
tomers will be glad to buy and to 
recommend. Nationally advertised in 
Better Homes & Gardens and in de- 
mand everywhere. Retails for $1.00. 






Send for sample order of one dozen in attractive display 
box and start selling now. 


New York Representative Berghman Company 
D. M. Feder, 5737 W. Chicago Ave. 
132 Clymer St., Brooklyn, N. Y. Chicago, Ill. 




















HE man getting off the street car is a 
good customer but he needs one of The 
Green Line Armored Tool Cases. Green Cases 
are compactly designed, with ample capacity 
to hold all the tools a carpenter carries. Help 
your customers out of the bad habit of carry- 
ing unwieldy makeshift tool boxes. Sell them 
the durable Green Case. 
Our catalog tells the whole story. Write today. — 
No. 90-32 —A full size, carpenter 


GREEN-CASE, Inc. suit case chest. Has full length 
Racine, Wisconsin he wong, * tray, level and saw 
Eastern Office rackets. Will accommodate square. 


89-91 W; Street ” 
nit, Margen Stvet— Size 16° x 6%" x37 














Chieago Office 
Surpless Dunn & Co. 
34 No. Clinton St. 
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‘Times 


UNDREDS of retail hard- 
ware men like Mr. Glenn 
know that Mansfield has 
brought them 


as a Business 
Builder for 
Hardware 
Merchants 


decreasing the dealers’ margin. 
Thousands of motorists know 
the greater mileage that this 
plan has brought about. 





increased prof- 





its and a grow- ‘ 


ing business. 


And there are 
very definite 
reasons why 
this is the case. 





more roa 
’ customer 
Costly branches, 


service depots and 
warehouses are 
eliminated from 
the Mansfield 
merchandising 


Mansfi 








., been in the 
hardware 
business 

10 years 


V 
.-- and for more profits, 


I heartily recommend 


above all others.’’ 


GLENN BROTHERS HDWE. CoO. 
Chickamauga, Ga. 


Mansfield dealers 
know that the 
business they de- 
velop belongs to 
them. Never has 
Mansfield set up 
competition with 
its dealers. Neither 
are there any arbi- 
trary rulings for 
dealers. 


‘I have 


d-miles, and 
satisfaction, 


eld Tires 


There is a good 
substantial profit 
on each sale. That’s 


PROPRIETOR 














scheme. Mansfield 
deals directly through hardware 
wholesalers and effects great 
savings. These are put into 
the making of better 
Mansfield Tires with- 
out increasing the 
retail price or 


) * 
MANSFI: 
i ees T O 


CORDS HEAVY 


PALLOON 









why Mansfield 
dealers don’t change. 
You will find the Mansfield 
proposition to your liking. 
Write for complete 
information. 


THE MANSFIELD TIRE 
& RUBBER COMPANY 
Mepsfield, Ohio, U. S. A. 


TIRES 


merRwy €& 


TRUCK CORDS 


Oo V 


D.U.-F.¥ 


RDS 


al 


c 
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Sporting Goods Manufacturers: 
Is Your Advertising 












GOING OVER? 


Sporting goods are sold by many hardware 
dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 
profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 


hardware dealer through the paper he relies 
on for buying information—Hardware Age. 





| 
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How Do You Measure 
the Value of a Gun? 


EALERS measure the value and worth 
of any gun by its over-the-counter 












sales! 









Well, that’s the proper measure for the 


FULTON GUN 









It’s a low priced, fast mov- 
ing, good profit leader. It 
attracts people into your 
store, and sells not only it- 
self, but accessories as well. 







Shooters are coming to 
know the Fulton for its 
structural excellence, for its 
hard-hitting and accurate 
patterning. The Fulton ac- 
tually outranks its price in 
sheer all-around worth. 













Specifications: 26, 28, 30 and 32-inch 
barrels, bored to 12, 16 and 20 gauge. 
Box frame. Two triggers. Well-finished 
walnut stock and hand-checkered half- 
pistol grip. 











Order now for Fall deliv- 
ery, or if you are not familiar 
with the Fulton Gun, write 
for prices and complete de- 
tails of dealer relations. Ask 
for catalog D86. 








HUNTER ARMS COMPAN® 


FuaTrTron NN € Yor K 
McDonald & Linforth, Pacific Coast Representatives 
Call Building, San Francisco, Calif. 
Export Office: 50 Church Street, New York City 




















Here’s a 
Beautiful 


Seller! 


—one of the sea- 
son’s “Best sellers’’ 

















No. 35 Chair of our 


Peerless Folding 





Furniture 


Now it’s Folding Furniture time—for camp, garden, 
lawn, country club, motor boat, front porch, sun parlor, 
etc. Consider the PEERLESS line—that is—peerless. It 
comprises cots, tables, stools, and chairs of almost ‘57 
varieties.” 

Particularly consider No. 35 Chair—as illustrated, with 
or without fringe. MOST serviceable! Selected hard- 
wood frame, varnished or in colors: Chinese Red, French 
Blue, Jade Green and Orange. With canvas color, olive 
drab or striped patterns—blue and gray, green and gray, 
red and gray. Can be folded in two ways. Shipping 
weight, 1314 pounds each. They sell on sight. Have a 
variety on display. Let us send samples or assortment. 


Another Jim-Dandy! 


Another choice seller is our No. 11 Peerless Reclining Chair. 
Adjustable to four positions. Folds flat. With footrest and arms, 
with arms but not foot rest and without either. Fancy stripe 
cover. You can sell ’em in droves this summer! 





Manufacturers of that famous Warehouses in principal cities. 
TUCKER’WAY all wood Fold- Write us. 
ing Chair. 


Send for Sample Chair—Prices, Ete. 


Let us send sample of either or both chairs described, also 
catalog and price lists. This is a real line. It is not only easy 
to sell but stays sold. Ascertain! 


TUCKER DUCK & RUBBER CO. 


Manufacturers 


Fort Smith, Arkansas 








Send This for 
Sample Chair 


Catalog and 
prices 





Tucker Duck & Rubber Co. 
Fort Smith, Arkansas 


Send No. 35 Peerless. 
(Also No. 11) 


Goce ccc ceccccececcecceccece 
8 D8 





= 2 ictaitickinnaiinctig 
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Pp orters 
bring them in 
for keeps ed ‘ 









N the “off season,” the dyed-in- 

the-wool hunter loves to browse 
around rifles. Startle him into a 
real fall hunger by displaying the 
new 1928 line of Savage Sporters. 
He'll find a Sporter in most any 
caliber he wants. With a special 
charcoal blue finish throughout; 
and with new models at aston- 
ishingly low prices, the Sporters 
promise to be even better 
profit-builders than before. 


- SPECIFICATIONS 


Model 23-B Sporter—.25-20 caliber. 
Repeating bolt action rifle. 1-piece 
stock and forearm of American Wal- 
nut. Full pistol grip. Five-shot detach- 
able box magazine. New charcoal blue 
finish. Weight 6 Ibs. 

Retail Price: $22.50 


At the first opportunity look over 
this new Savage Sporter 1928 line. 


SAVAGE 


SAVAGE ARMS CORPORATION 


Owners and Operators of 
J. STEVENS ARMS CO. and PAGE-LEWIS ARMS CO. 
Dept. 572 Utica, N. Y. 








Largest manufacturer of Sporting Arms in the world 





Good House ™ 
to Deal With— 

A Good Wrench 
To Sell / 


The makers of TRIMO 
Wrenches have proved to 
two generations of hard- 
ware men that selling 
TRIMOS means dealing with 
a straight house and hand- 
ling a high grade product. 





Push the TRIMO line. It 


means agreeable business re- 
lations, satisfied customers. 


When Your Customers Want A 
Pipe Wrench, Sell Them A 


TRIMO 


TRIMONT MEG. CO., Inc. 
Roxbury (Boston), Mass. 


For Forty Years The Leading 
Wrench Makers of America 




















HARDWARE AGE for APRIL 12, 1928 a 





FON 


» —-% \ nid ; Are you prepared to 

ENTRANCE DOOR HANDLES c ‘ il) handle the Hardware 

AND INSIDE TRIM Business in your 
Cast Brass and Bronze locality? 


Have you an ade- 
quate stock of En- 
trance Door Handles 
and Miscellaneous 
Hardware to supply 

wants of your 


Let our representa- 
tive help you. to select 
an assortment of 
Russwin Distinctive 
Hardware to suit the 
type of buildings in 
your community. 


RUSSELL & ERWIN 
MFG. COMPANY 


The American Hardware 
420 conte Lock Knob and Turn Knob. 430 Corp'n, Successor 
Niantic oronado Inside trim for Handles illustrated. NEW BRITAIN. CONN. 

t New York Chicago Londen 




















































paste, 
Sheet metal serves increasingly the engineer- Sheets, Special inte Tin and Terne Plates 
ing, railway, industrial, and general construc- for every known purpose—and with highest 
tion fields. This Company is the largest and quality standards rigidly maintained. Sold by 
oldest manufacturer of Black and Galvanized leading metal merchants. Send for booklets. 
WU MMMM \ MUM MMMM /|/| | (||| (ttt 
mn ean CA 
BN paren ah a 
Fone 
oe = AV WHE ET 
stf yi 
<— ‘eL Froducts 
Boers as See STE EE EL 
Gav gate 
Core ates Sia AMERICAN SHEET AND TIN PLATE COMPANY 





General Offices: Frick Building, Pittsburgh, Pa. 


DISTRICT SALES OFFICES:—CuicaGco, CINCINNATI Export Representatives—U. S. SrreEL Propucts Co., New York City 
DENVER, DeTROIT, NEW ORLEANS, New YORK Pacific Coast Representatives — U. S. STEEL Propucts Co. 
PHILADELPHIA, PITTSBURGH, ST. LouIS San Francisco, Los Angeles, Portland, Seattle, Honolulu 
ec ~CONTRIBUTOR TO. 
SHEET STEEL 


TRADE EXTENSION COMMITTEE 


Tes i pistes 
Brack 
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PEE EV EEE EUEE ET EEE TEESE VEE ET ETETTTETT TTT 


ABCOC 


SPRUCE LADDERS > LADDE 















Our New Victor Step 
Ladder for home use is 
in a class by itself. 


We manufacture strictly 
Spruce Ladders. 


Spruce properly AIR 
DRIED is superior to any 
other material for ladder 
construction. 


Our line includes Ladders 
for every purpose. We 
pay the freight. 





W. W. Babcock Co. 
Bath, N. a Extension Trestle 


2224444444482 52455245442284244424522222242 





Common 
Extension Painter’s Trestle 











The Days of Real Service are Here— 


One of the great arts in conversation— 
and one of the golden qualities in A-P 
door hardware is—silence. 


In A-P “11-89” you sell silence and ser- 
vice and satisfaction. Silence startlingly 
quiet; service long lasting; satisfaction 
that sells whole neighborhoods when 
once “11-89” gets started. 


Doors won’t sag or stick or jam; they 
stay closed or open—just where they’re 
put—when they ride on A-P “11-89” 
hangers—the first choice with many thou- 
sands of architects, contractors, builders 
and car owners. 


Hardware dealers should have A-P Cat- 

alog No. 95 showing this and other hang- 

ers along with all kinds of building hard- a re 99 
ware. Write for it on your letterhead. a= 


ALLITH-PROUTY COMPANY The favorite Round-a-Corner garage door hanger. 


famous A-P high carbon steel round track which, win “tube 





DANV. ILLE, ILLINOIS. cated roller bearing hanger wheels, forms an easy running, 
round-a-corner door, free from all side friction. Made to fit 
Manufacturers of openings with any number of doors. Sells in various com- 
Garage Door Hardware Spring Hinges Overhead Carriers binations and costs no more than ordinary flat track type. 
Rolling Ladders Fire Door Hardware Door Hangers 














Allith-Prouty 
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Ten Years is a Long Time 


RING the war there must have been a 
lot of houses put up in your part of the 
| country. Certainly there were lots of 
1 people looking for homes then—not the 
homes they hoped to have, but often just places to 
house the family. Glad to get anything. 

You know how it was. Rents were ’way up. Old 
houses were at a premium. People could sell new 
ones as fast as they could put 





Good Buildings Deserve Good Hardware 


chant you carry practically everything needed to 
make repairs to homes. Here’s a big market waiting 
for someone to ask them to do some needed repairs. 
They’re asked to buy radios, new cars, washing 
machines, brushes—lots of things. Salesmen are 
calling on them to sell luxuries—and doing it. 
Have these people got money? Well, Will Rogers 
says the poor family in America today is the one 
that has only one car. And 
when you get right down to 





them up. And. there were lots 
and lots of them put up, too. 
They couldn’t be well con- 
structed houses. Material was 
dear—when you could get it. 
Labor was scarce—and high- 
priced. Fine residences were not 
needed. Houses had to be built 
for a certain market and they 
had to be put up quickly. 


The result is history. It’s 
surprising how well some of 
those war-time houses were 
built. But not all—not all, by 
a long shot. The fact is that all 
over the United States there 
are really nice homes; built 
when almost anything got by, 
that are now about ten years 
old. Ten years’ wear and tear will show on any 
house, but on some of those war-time homes it will 
not only show, it will come close to wrecking them. 

Interest and payments on principal may have 
caused repairs to be postponed. The type of con- 
struction in many cases was far from the best. May- 
be only one coat of paint was used, maybe other 
things were skimped. Don’t these houses offer a 
market for the things the hardware man sells? We 
believe they do—a big market. 

Maybe the owners won’t come into your store 
and ask the price of a new hardware outfit—it will 
be an unusual one who does. But what’s the matter 
with going to see the owners of those houses and 
finding out at first hand how their war-time houses 
are standing up? It’s an even bet you will find some 
job to be done that will help keep the house a com- 
fortable home. It may be paint, it may be hard- 
ware that’s needed. As a progressive hardware mer- 














it, you can’t laugh that off. 








The clothing people are hot 
after their share of that money. 
So are the department stores. 
So is practically every line of 
business catering to the pub- 
lic. Are you, as an individual 
merchant, getting your share? 
To get it, you’ve got to ask 
for it—not wait for it. 


Getting down to cases, take 
the matter of hardware. Many 
of these war-time houses were 
poorly equipped with hard- 
ware. Steel lock sets are rust- 
ing on many doors. Low grade 
latches are not working. Poor 
butts, probably put on in too 
much of a hurry, are causing trouble. Anything 
can happen in the way of annoyance if a ten-year- 
old house had cheap hardware equipment at the 
start. Look over such houses when you get a 
chance. Tell the owners of the advantages of put- 
ting in Good Hardware-Corbin—now that the 
cheap stuff plainly shows its lack of worth. 

After all, the idea of “rehardwaring” a house 
may not be so wild. Give a thought to those war- 
time houses. 

And give a thought to Good Hardware—Corbin. 
This picture, for instance, shows one design of 
Corbin hardware—a design that will dress up an 
old house and give it real hardware service at the 
same time. 

Corbin makes many designs—all complete in 
every item needed to equip a house from cellar to 
attic. All are authentic. All are Good Hardware- 
Corbin. 





P. & F. CORBIN "Susie 
+ + 1849 ~=CONNECTICUT 


The American Hardware Corporation, Successor 


New York 


Chicago 


Philadelphia 
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Drawknife 


Pipe 
Wrench 




















Bit 


No.25 














Hunter's 
Hatchet 





No.3 







Chisel 









Screw 
Driver 





You can assure your customers that if “‘it’s a 
Pexto’’ you have sold them a tool that is of highest 
quality, fully guaranteed as to workmanship and 
material and a tool that is designed to do properly 
the work for which it is intended. 


Take advantage of concentrating your purchases 
on this line. It will pay in the long run—as there 
are many little savings here and there such as freight 
allowance, bookkeeping, stock taking, ordering, pric- 
ing, etc.—all these little savings added together will 
give you extra profits. Multiply your purchasing 
power by concentration with safety—an ideal com- 


bination. 


The Pexto line covers a great variety of mechanic's 
hand tools, and if you do not have our No. 26T 
Catalog on your desk or in your file we would be 
glad to furnish you with one. 


Let's get better acquainted. 


The Peck, Stow & Wilcox Company 
SOUTHINGTON, CONN,, U. S. A. 


Worth While Cools 
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Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 


Screen Cloth and Poultry Netting. 


Wickwire Bronze is made from Full Gauge Wire 
in 14, 16 and 18 mesh, in even widths 18” to 48”. 
100 lineal ft. to the roll. 
Your Jobber will supply you. 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 


Costs more than Steel ~_— ——— — 
Wire Cloth Cortland Black Enameled 
But— : Cortland Gray-Wick 
returns the difference in White Metal Finish 
service Wickwire Premier 














50 
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, ae | \ at 
ee) ‘A 
A 
mean 


tpproved | 


by the keenest 
buying "ae in the country 


MAKE AN ORDER 
BRING ANOTHER 


When our rivets are once used you can 
count on repeat orders. Outstanding 
quality makes a real appeal. A good 
workman will not forfeit pride in his 
work. Our rivets drive easily, clinch 
smoothly and are not brittle. Are you 
using the kind that we make? 


KATP 


TUBULAR RIVET & STUD 
=~ teccwne COMPANY 


Me severr 
Postal T. patio: ph Building 
San 


Francisco, California BOSTON 


iS 



















HARDWARE AGE for APRIL 12, 1928 














This most complete line—simplifies buying 


Customer preference 


What is it? 


What is this intangible thing called customer 
preference? Does it really mean something or is it | 
merely an advertising catch-word? i 











Try this: Offer a choice to your next customer 
for barrel bolts; one a Stanley bolt and one a bolt 
of unknown manufacture. Tell him, “This is a 
Stanley bolt. It is made by the Stanley Works, H 
who have been making high quality hardware 
for eighty years.’’ Then tell him what you can 
about the other bolt. 


Which one will he choose? 











THE STANLEY WORKS - NEW BRITAIN, CONN. 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 









[STANLEY J 


(sw) 
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HIS is the nationally adver- 
tised and fastest selling Capper 
on the market. Why? Because it 





















iy High her is makes a friend out of every Cus- 
ar est an 7 ° 
Canada. tomer and provides profit and quick 





turnover for every Dealer. 


You can stand right back of the 
Everedy Capper, Model 101-S, in 
every way. The Never-Stretch 
Post guarantees every bottle being 
sealed with even pressure—right 
and tight. No “comebacks” for you 
and no leakage, spoiling and dis- 
appointments for your customers. 
Equipped with the New, Double, 
Spring-Handle lift. The Auto- 
matic Spring Handle Stop posi- 
tively keeps gear true yet need 
not be touched to change gear. 
New, extra-large, rubber pad- 
ded base. Large handful of 
handle. Seals perfectly all 
bottles up to one quart. All steel construction. Heavily nick- 
eled. Now only $1.25. Other models $1.00 and $1.15. 













































Display, Demonstrate and Sell the New Everedy Bottle Capper, 
Model 101-S.—Easy, Quick Sales.—Generous Profit. 


Write for catalogue 


FREDERICK, MARYLAND 


Endorsed by millions of users as the standard 





& qi» 








m® THE EVEREDY CO. 





EVEREDY CAPPER 
$425 = with the 


Never-Stretch 
Post 


THREE 
FAST SELLERS 
ALL EVEREDY 

QUALITY 














EVEREDY 
STRAINER SET (No. 300) 


Strains and filters home-made bev- 
erages better and faster. Avoids 
spilling. Fits any size vessel or 
crock. Consists of Stand, Strainer 
Bag and Filter Bag. Complete in 
individual display carton, $1.25. 


New! 
is 






EVEREDY 
Double Duty 
Capper 
(No: 222) 


All steel. Heavily 
nickeled. The only 
double-duty capper 
with double, 
J spring-lift handle. 
— Double-posted and 
double - geared. Greater Leverage. 
Caps 12 oz. to or: aoe é teal 

, $2.00. 





Pye 


EVEREDY 
SYPHON 











A fast seller because it filters and 
— at — same time and does 

Consists of Metallic 
Ay a. oa Cloth Disc, Stretcher 
Ring and Hose saa Complete 
(except hose), $1.00 
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F. & N. is one of the great names 
of the lawn mower market. F.&N. 
and Timken are names that 
assure the mechanical excellence 
and the public acceptance of lawn 
mowers that you stock. 










F. & N. adopted Timken Bearings 
to give you mowers protected 
from the wear of friction, shock 
and side-thrust. That means many 
extra years of easy, beautiful 


mowing, with least lubrication 
F. €9 N. Mowers and attention. 


Your customers understand that 
and when you say “Equipped with 
Timken Bearings”. Handle 
Timken-equipped appliances for 
easier, quicker sales, and to cut 
down your service troubles. 
















THE TIMKEN ROLLER BEARING CO. 
Sc A BR Ft @._.H, O H I O 









Sa ey ee SS Ie 


TES TE 





TIMKEN 


Tapered 
ROLLER BEARINGS 
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Here its a New 


Source of Profit 


From Fence Sales 











Pifisburgh Protective Fence 


HE use of industrial or protective types 

of fence for enclosing factories, parks, 
athletic fields, play grounds, tennis courts, 
estates, country clubs, swimming pools, park- 
ing lots and cemeteries is becoming so general 
that it represents a tremendous new market 
for fence materials. 


Here is a new and superior type of fence 
developed expressly for the purposes. Made 
with upright wires spaced only two inches on 
centers, and horizontal wires spaced either 
two, four or six inches on centers. Wires at 
all contact points inseparably welded by 
electricity. Made of copper bearing steel and 
extra heavily zinc coated. 


Scientific tension curves placed in the line 
wires permit the fence to stretch up firm at 








all points and allow for contraction and expan- 
sion due to changes in temperature. Available 
with heavily galvanized seamless tubular steel 
posts, heavy gates, and fittings for plain tops, 
top rails and barbed wire extension tops. 


Write for complete information about Pitts- 
burgh Protective Fence. It is a fence that will 
prove of interest to merchants, architects, 
contractors, engineers and property owners. 


(Pittsburgh Steel Co} 


Pittsburgh \P; Pennsylvania 


CHICAGO 
SAN FRANCISCO 








DETROIT 
DALLAS 


NEW YORK 
MEMPHIS 
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A trade secret 
that ae 


Setting wise to 





They all say; = 
” the 8 an San about Tac- 


AC-EZY is a big seller because it fills a public want. It does the 

work; it’s cheap; and anybody can apply it! » » » Tac-Ezy is the 
“Ford” of Weatherstrip—the new Ford! Inexpensive though it is, 
there’s nothing flimsy or doubtful about it. The material is heavy 
spring bronze, best we can buy. Both edges are hemmed, for added 
stiffness. All the tack-holes are punched clear through. Stout copper 
tacks and simple directions are furnished. 


Dad, or the boy, or “Ma” herself can tack it on! It makes the open- 
ings draught-tight and dirt-tight. Anyone who tries it on a single 
window will soon come back for more. Tac-Ezy has dozens of uses 

around the house. And it’s so easy to put on! 


For entrance doors, communicating doors, sound-proof 
bathroom doors, ice-box doors, French doors and base- Pa 
ment doors. For double-hung} windows, casement win- )-* 
dows, dormer windows, basement windows—for all ,- 
these—Tac-Ezy is just the thing! vn 

- Coupon 


7 


Eight million families are getting the story of 

Tac-Ezy Weatherstrip now through our |-” 

national advertising. A big demand is ,-” | 

being created right in your own .-7 ., Y% Special Introductory 
eing 8 ' y 7’ Offer on Tac-Ezy Weatherstrip. 

home town. Our special I ntro- 7 

ductory Offer will put you,” 

in a position to fill it. x 


Please send details of 











Tac-Ezy advertising, appear- \ ing in these and other J ust sen d th e 


wise deers rough the U. S.are being reached trout i” Coupon!“ T® GENERAL WEATHERSTRIP CO. 


trade-papers and by direct mail. /“ 5114 Penrose Street « » « St. Louis, Mo. 
7 


4 
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‘The ATKINS Big 
Selling Idea 





USE IT 
THIS 
SPRING 
BOOST 
YOUR 
PROFITS 


Atkins offers you for this year and every year more than 
a quality product at a great value. We offer you a busi- 
ness building service to your store and business which, if 
you will use it, means success and profits on saw sales. 


The above picture represents the interest manifested by 
carpenters and other saw users in Atkins SILVER 
STEEL Saws in the store of the High Hardware Com- 
pany, Ft. Worth, Texas. 


Can you afford to overlook this evidence of the 
popularity of ATKINS SILVER STEEL 
SAWS? WRITE FOR DETAILS. 


Tune in on station WFBM,, In- 
dianapolis, Thursdays, 10:30 to 


: P. M. Central Time, and " 
eg Atking | SILVER STEEL Ask Us About the Demonstration Plan 








E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 


Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Portland 


Atlanta Minneapolis 
Chicago Paris, France New Orleans Vancouver, B. C. San Francisco 
Memphis New York Seattle 


Machine Knife Factory: 
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In This Issue 


ARDWARE AGE pre- 
q sents with this issue its 

latest feature — eight 
pages devoted to the toy and 
sporting goods departments of 
the hardware store. Once a 
month these important depart- 
ments will receive this special 
attention. Watch for these 
helpful articles. They will be 
worth while. 
Guy Hubbart shows you in this 
number how to take care of 
your newspaper advertising to 
the best advantage. Bert Jowitt 
has another of his practical ar- 
ticles on show card writing. 
These are but a few of the good 
things in store for you. 


Read What They Say 
, About Us 


Your publication has been a great 
help to us during the years we have 
been in business and is faithfully 
read every week. In addition to 
trade information, etc., it has been 
a great help in suggesting ideas for 
our new store which we have just 
finished making. We have sixteen 
display tables and over 100 feet of 
Warren display and shelving. In 
fact we have a very much changed 
store and one that we feel is going 
to be a great money-maker from 
the standpoint of selling from dis- 
play. 

Yours truly, 
THE GeorGE HARDWARE Co. 


Grinnell, Towa. 


Find it enjoyable and very instruc- 
tive. I do not possibly see how 
anyone connected with the hardware 
business could be without it. 

(Signed) J. Forrest KNAppP. 
Thomasville, Ga. 









































Master Craftsmen 
in the art of 
making fine hinges 
and forged Iron 


Hardware, Andirons 


and Lanterns 





From among designs by the thousands 
and Periods expressing many varying types 
of craftsmanship, McKinney has created 
fireplace equipment of surpassing beauty. 
Certain of the andirons and fire tools are 
in forged iron, others in brass with genu- 
ine English Antique finish, still others in 
combination of the two metals and finishes. 
The three illustrated are: Braddock, No. 
16203 (left), Standish, No. 16202 (center) 
and Plymouth, No. 16213 (right). 
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PAGE OF CREATIONS 
BY MCKINNEY 




















gpa sert Hardware has been 
well designated as The Jewelry 
of the Home. The reason is easy to 
find as you glance over this page of 
McKinney Creations. 


The illustrations are reproduced from 
a full-page advertisement appearing in 
the April issue of House and Garden 
Magazine. They are planned to present 
McKinney products not as a plain 
hardware, but as what they really are— 
creations in metal which any home 
owner is proud to incorporate in 
his home. 


4 
o 
An alliance with McKinney Creations 
gives you first claim to the interest of 
any prospective hardware 











purchaser. McKinney Mfg.Co. 
Pittsburgh, 
Pa. Branches 
in principal 
cities. 











McKinney hinge stra 
finest examples of 


are motivated from the 
orged iron craftsmanship. 





Illustrating the beauty of shape 
and rugged strength of Forged 
Iron Hardware by McKinney. Ic 
has a texture of great charm and 
individuality. The pieces shown 
are a drop ring handle, three differ- 
ent knockers and (lower left), a 
forged iron escutcheon with An- 
tique Hand Hammered Brass knob. 





These McKinney Lanterns are 
based on designs which have 
won the favor of generations. 
_There are two smaller sizes. 
All are rust-proofed and pro- 
vided with genuine crackle 
glass. Either a chain or bracket 
arm can be supplied. Depart- 
ment, ‘hectic and hardware 
stores carry them. 





McKinney Mfg. Co., Pittsburgh, Pa. 
Please send me, without obligation, the items I have 





Every piece is rust-proofed. The Swedish Iron 
finish catches the dull glint of light like the 
reflected gleam from a suit of ancient armor. 
Designs shown, from top to bottom, are: Heart, 
Warwick, Etruscan, Alhambra. . . The three handle 
sets at right are the Heart, Curley Lock and 
Warwick in order 














checked. 

0 Catalog of Forged Iron Hardware. 
04 plates showing details of lanterns. 
0) Catalog of Fireplace Equipment. 
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TRADE WINDS 


By {lew S. Soule 
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HAT did you pay for your necktie? 
W Now we are not particularly interested 

in neckties, but we can remember, not so 
many years ago, when 25 to 50 cents was a good 
price for a tie; a dollar was our limit. We don’t 
know, but we are willing to wager that the aver- 
age hardware man is no longer content to wear a 
25 or a 50 cent tie. 


Neckties have been scientifically “traded up.” 
In other words, the neckwear manufacturers, aided 
by the wholesalers and haberdashers, have gradu- 
ally, but surely, weaned men away from “cheap- 
ness” as the main incentive in buying ties. 


This last season has seen neckties sold at un- 
precedented prices. Ten dollar ties in Easter win- 
dows were a common sight. The $10 neckties were 
not lonesome either. Even the lowly men’s gar- 
ters retailed at two dollars, and more. Cheap 
neckties and cheap garters have not been selling 
well. The “demand” is for the better grades. 


Who caused the demand—the general public? 
No. The demand is the result of systematic “trad- 
ing up”; of educating men to a point where they 
want a certain quality which they did not want a 


few years ago. Modern men want good neckties 
more than they want the money which represents 
the difference in price between good ties and cheap 
ones. 


And yet—in the hardware field there are thou- 
sands of merchants obsessed with a fear of price; 
obsessed with the idea that their customers want 
only one thing—low prices. 


Is it logical to believe that men who want and 
are willing to pay for high grade, high priced neck- 
ties, are unalterably opposed to good quality and 
reasonable prices for tools or other hardware? 


But, you say, vanity controls the purchase of a 
necktie. To some extent it does, but isn’t there 
a pride of possession in the ownership of a good 
hammer, a fine pocket knife or a modern kitchen 
range? Vanity isn’t confined to neckties or gar- 
ters. It isn’t confined to wearing apparel. If you 
doubt it, watch the expression on some friend’s 
face as he shows youthis radio, or his work shop. 


Isn’t it just possible that necktie vanity has been 
cultivated for profit, while hardware vanity has 
been allowed to grow weeds? 


Of course, it may be that the present tendency 
indicates a natural masculine yearning for neck- 
ties. At the same time it may reflect a better method 
of selling on the part of the haberdasher. 


Think it over. 
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ELP Customers Recognize 
~ YOUR ADS 
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— 5 Everyday Valves Val 


Step Ladders 
Fire sturdy ctep ladde: 
ad rq a heavy rod unde: 
every su> to insure 
rtrengtb. 

4 ft. ladder: 99 
Sft ladders $1.28 
6 ft. ladders $1.59 

Other lengths at equally 

fow prices. 








age 








Lunch Box Sets 
With genuine i 
temperature teste 

Ascerican made bottle. 
Priccd, ecmplete $1.63 
[el 
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“Quality at Reasonable Cost 








Turnock Hardware Company 








123 Seat Ma $6 

















Layout and display fit size of space 

in this advertisement; sales policy 

and items fit the purpose—to build 

confidence in the merchant and the 
goods that he sells. 








Skillful use of type, layout and cuts gives 

physical identity—Special use of words 

and ideas put individual touch to copy 
—Six ways to be different 


By Guy Hubbart 


AKE the ads of five competitor stores and cut the 

store signature or nameplate off. Lay the ads on 

a counter and put five of vour own—also with the 
signatures removed—beside those of the competing 
stores. 

How much difference is there between the ads? 

And is the difference favorable to your store or to the 
other stores? Could you recognize your own ad, at a 
quick glance, if you unexpectedly saw it in a strange 
newspaper ? 

Or, a better question: Would your regular customers, 
people who prefer to buy of you, quickly spot your ad 
among the others ? 

This is worth thinking about if you take your adver- 
tising seriously—if you expect it to do what it is in- 
tended to do. Your ad is an individual message about 
the store and your goods, and because of this is worth 
any effort that will give it individuality, make it look 
different, identify it with your store! 


Six Ways to Be Different 


Here are six suggestions 
that may be useful to mer- 
chants who watch advertis- 
ing closely. 

1. If possible, use an ex- 
clusive font of type, either 
in the heads or body matter, 
in both if possible. Of 
course, smaller newspapers 
in smaller cities cannot al- 
ways help out on this, due 
to limited printing facili- 
ties, but the larger papers 
usually can, and will help. 
They know it’s an advan- 

tage to themselves as well as to the advertiser to have 
individual type. 

2. Try to develop a layout method that gives you a 
good readable front. There is no patent on layout but 
a store can so consistently use certain methods that after 
a while layout alone identifies the ads. Here again the 
smaller store can ask help of the newspaper, if no expe- 
rienced ad man is available. 

3. Even the shape of space can be juggled so as to 
become the mark of a specific store. Some stores, most 
of them, run to rectangular shapes like three columns 
wide, 12 in. deep. Others go in for fat, square areas, 
others for narrow strips, two columns, 8 in. deep. But 
few hardware stores stick to any particular shape. 

4. Style of writing copy is one of the surest ways of 
identifying your copy. Other stores can imitate layout 
and other mechanical details but they cannot easily imi- 
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tate style of writing, particulariy if copy has ideas in it. 
Certain words, phrases and sentences, if used consis- 
tently, soon become the individual sign of the store using 
them. 

5. Special devices, such as stars, clover leaves, squares, 
made of a row of spaced slugs, can be placed in corners 
of the ad or at the end of item descriptions so regularly 
that they become identifying marks. 

6. Slogans and catch phrases, such as “Did You Bry 
It Here?” “The Best Values for the Money,” “Ask Her 
Where She Got 





Anyway, do anything and everything that will give the 
single ads character and identity—each ad you run with 
all you ever ran. 

It is just as important that readers recognize your 
store’s ads ‘as it is that customers recognize the front 
door of your store. It is fairly easy for a $20 customer 
to read an item in Brown’s ad and go to Green’s store 
by mistake to buy the items. During the year that may 
happen a hundred times, maybe two hundred. If so, 
the loss in sales is more than the cost of space for a 
hundred small ads. 





Hers?” are powerful 
helps if used consis- 
tently. The last one, 
for example, could 
regularly be placed at 
the head of the house- 
wares part of the ad. 
And why should a 
hardware merchant go 
to any trouble to iden- 
tify his advertising? 


The Surest Way to 
Reduce Cost of 
Newspaper Advertising 


USE SPACE CONSISTENTLY 


In this connection 
read the box in the 
center of this page. 
It states a fact arrived 
at after twenty-five 
years of checking re- 
turns from newspaper 
advertising in relation 
to cost on sales volume. 


Here Is a Real Ad 


There are a score of The advertisement 
reasons. Here they i- : Poe of the Turnock Hard- 
are condensed into One of the effects of consistent advertising ware Co., Elkhart, 
one: in the same newspaper is this: In a short Ind., has the elements 

Hardware items of a real hardware 


look much alike both 
in stock and in ads 
and are quite a little 
alike. A cut of a 
hammer or an ice pick 
in one ad looks about 
like the cuts of the 


11me regular readers of the paper begin to ad. It 
consider each advertisement as a regular 
part of the newspaper, not to the extent of 
confusing the ad with news but to the ex- 
tent of viewing it as a feature of the makeup. 


is carefully 
laid out for easy read- 
ing, each set of items 
is illustrated with a 
well-made, clearly reg- 
istered cut, and be- 
sides timely items it 


elites Teak: tn ithe When this happens to the advertising of a has 4 cline. 
ads. So whatever is hardware store (or any other kind of a re- building idea in both 
done to individualize the main caption— 


a store’s ads he'ps to 
sell goods for the store 
publishing the ad. 
Besides the six 
points outlined above 
—display, type, lay- 
out, shape of space, 





; tail store) the selling power of space and 
circulation increases at least 85% 
tion to weekly or monthly sales volume. 


“Turnock’s Everyday 
Values’’— and in the 
general write-up, set 
in 2 in. of space. 
Read it: “It is our aim 
to supply you with 
hardware for your 
everyday needs. Good 


in rela- 


GUY HUBBART. 








copy and slogans— 
there are other devices 
useful in putting store identity into the ads. 

Making it a point to include in every ad published 
what might be called an “outside” item, one not ordi- 
narily associated with strictly hardware lines, is a good 
device. Baskets, for example, while carried by most 
stores, are not always considered hardware. Anyhow, 
suppose a good full line of baskets is carried. If twenty 
ads are run in a given period, put a basket item in every 
one of them. There is no season for baskets; people 
use them all the time; always need another one. The 
point is not that a great many basket sales will be made 
from the ad, but that always having a basket item in 
with the regular selection gives the ad a special identity. 
Women will say, “Oh, yes; that’s the store that always 
features baskets,” when women are telling each other 
where they bought this and that. Cutlery can be used 
the same way, although it is always carried by hardware 
stores. Make it a point to set the special item in a char- 


acteristic way—different type from the regular items— 
italic, maybe. Box it with light rule or some such device. 
After a while it will give your ads character and in- 
creased sales power. 

These are hints merely. Anybody can think up others 
and better ones. 





‘ dependable articles, 
the best the market affords at the lowest possible price at 
all times.” There is a real sales thought in the words 
“Everyday Values.” This term reflects the store’s effort 
to do something the public yearns for always and does 
not always get—real values, dependable goods. Once the 
public is assured that a merchant sincerely wants to be 
of real service in exchange for the public’s money, that 
merchant is on the way to leadership in his line and in 
his community. 

To the write-up might be added these words: “And 
this is what we mean by ‘everyday values’—goods you 
are glad you bought.” 

Everyday values—just as good one day as another, is 
the beginning of confidence, the only basis of good will. 

And this applies just as forcibly to the smaller hard- 
ware merchant as it does to his largest competitor in the 
local field. People cannot have good will for a store 
until they have bought goods there, liked them, recog- 
nized the value for the money and appreciated the ser- 
vice that went with every purchase. 

To put it another way, a customer’s good will depends 
on his ability to associate his satisfaction in what he 
bought with where he bought it. Consistent advertising 
helps him. 
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“UP NORTH” 


By Saunders Norvell 


EVERAL 

years ago I[ 

was invited 
by Sir William 
Schooling to have 
luncheon with him 
at his home in 
Highgate, Lon- 
don. And _ then, 
Sir William 
showed me how 
he and his assis- 
tants were work- 
ing, in their great 
task of writing 
the history of the 
Hudson Bay 
Company. Up- 
stairs in his large 
house were rooms with temporary wooden shelves, like 
the shelves in a store—built all around the room. On 
these shelves were hundreds of curious, bound books. In 
the center of the room were long tables where Sir 
William’s secretaries sat studying these odd books and 
making notes from them. On another floor were stenog- 
raphers engaged in writing pages of the history from the 
notes made by the secretaries. 

The curious volumes I saw on the shelves were the 
logs of ships and the diaries of the managers of trading 
posts of the Hudson Bay Company. These logs and 
diaries dated back to the seventeenth century and had 
been kept continuously from that time until the present. 

The Hudson Bay Company owned their own ships. 
Of course their captains kept the ships’ logs. At the 
end of every year these logs were turned over to the 
historian of the Hudson Bay Company who kept them 
in the company’s archives in London. Every outpost 
in the far northern territory of the Hudson Bay Com- 
pany also kept its daily diary of just what happened— 
an exact account of all the buying, selling and trading 
that was done with the Indians. At the end of every 
year, these diaries were also sent to London to be care- 
fully kept in the historical department of the company. 

I looked over many of these diaries, the ink faded and 
the pages yellow with age. All sorts of things were 
written about in these diaries: expense accounts, money 
received and money paid out, the price of furs, remarks 
on the weather, long periods when the trading post was 
buried under snow. What long lonesome days they 
must have been for these traders buried far away in 
the northern wilderness! Then at certain places, the 
diaries were very thrilling. There were accounts of 
battles with the Indians. Death stalked among the little 
colony of trappers. Expeditions went ovt into the un- 
known, snow-covered country on snowshoes or with 
sleds and never returned—their story will never be told. 

Now of course, in writing a history of the Hudson 
Bay Company, much in these books was of such a routine 
nature that it would not be interesting. Therefore Sir 
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William and his 
secretaries read 
these books and 
picked out what 
we would call— 
the high lights— 
in other words, 
the interesting 
events, or the 
events that would 
carry on the story 
that Sir William 
was writing of the 
development of 
the Hudson Bay 
Company. 

This company, 
at one time, owned 
a very large part 
of Canada. The company had a fee to the country 
direct from the King of England—their sovereign rights 
placed them superior to the Dominion of Canada. For 
a long time there were negotiations between the Hudson 
Bay Company and the Dominion of Canada for a settle- 
ment of the situation. As matters stood, there was 
actually a government inside of a government. The 
Hudson Bay Company, by reason of its charter direct 
from the English King, had an authority precedent and 
superior to that of the Canadian Government! All this, 
however, was satisfactorily ironed out. For a certain 
consideration—I have forgotten the exact amount—the 
Hudson Bay Company gave up a large part of its rights 
to the Canadian Government. As I remember, they 
settled down to a somewhat limited territory compared 
with the original grant. They acknowledged the superi- 
ority of the Canadian Government, and since then every- 
body+has been happy. « 

As I handled some of these musty records in the 
Town of London, I was again reminded that TIME 
CONTRACTS are very dangerous things. Always 
hesitate when you sign a TIME CONTRACT. Old 
man TIME is a curious individual. He is freakish; 
he is humorous. Sometimes, he is tragic. We never 
know just what he will decide to do, and when we get 
him with us, in a TIME CONTRACT, sometimes he 
likes to have fun with human beings—just to show 
that handling the hourglass and the scythe is his own 
peculiar prerogative, and that ordinary human beings had 
better confine their transactions to the formula “suffi- 
cient unto the day is the evil thereof.” Even our laws 
recognize this fact, as you will quickly find out if you 
attempt to make out a will passing your money on 
beyond the third generation. This is monkeying with 
TIME, and in most or all estates, it cannot be done— 
it is against public interest as it would lead to the entail- 
ing of estates. 

Then too, our lawyers realized, long ago, that the 
less the dead hand had to do with the living, the better. 
Therefore, you will find in a great many legal situations 
that laws have been drawn controlling the handling of 
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the affairs of the living by the hands of the dead. 

I thought about all these things when I handled these 
old diaries and these old log books, and when I thought 
of the TIME CONTRACT that was drawn up between 
the King of England and the Hudson Bay Company, I 
was again reminded that it is a part of wisdom to keep 
away, just as far as possible, from long TIME CON- 
TRACTS. 

Now the best families in Canada are looking forward 
with great interest to the coming out of this History 
of the Hudson Bay Company, because many of the 
revered ancestors of some of the best and richest families 
in Canada were post traders and trappers in the service 
of this company. Of course, I know that when one is 
traveling over the good Canadian roads in a Rolls Royce 
car, wrapped in sables—just after having a permanent 
wave—one is a little inclined, as one snuggles down 
into her furs, to forget that her ancestor—way back in 
the early days—got his start in the world trading beads 
to the Indians for the same kind of furs that his fair 
descendant is now wearing—but why bring that up? 

* * * 


Mr. J. C. Heath has just returned from an extensive 
trip to the Northwest. He has submitted to an inter- 
view about his journey in my office, and I am sure his 
story will be of interest to our readers. Mr. Heath 
being duly sworn avers, deposes and gives forth the 
following statement : 

“The attached photograph of a hardware salesman 
with his team of ‘huskies’ covering the interior. points 
of Alaska ‘mushing’ for orders will undoubtedly be of 
interest to the hardware and sporting goods salesman 
who covers his territory in an up-to-date automobile. 
traveling over good roads and who enjoys three good 
meals a day at a modern hotel which serves him with a 
room and bath at night. (No salesman in these degen- 
erate days would ever think of turning in an expense 
account with a room without bath! I have heard that 
they even ask for a radio in every room!) 

“The interior Alaska towns are small and far apart, 
and a driver with his team of dogs must provide not 
only his own food, but the daily ration of fish for each 
one of his dogs. (I wonder how he keeps within his 
expense account ?) 

“Interior points of Alaska are closed to water naviga- 
tion for seven or eight months of each year. From the 
time of the ‘big freeze’ to the breaking of the ice on the 
Yukon along in May, the only means of transportation, 
until recently, was by means of dog sled. During the 
past few years, the mail is carried by companies who 
operate aeroplanes to a few of the important points, and 
on these routes carry one or two passengers. 

“The jobbers working the territory can cover the sea- 
port towns by steamer in Southwestern and Southeastern 
Alaska for twelve months in the year. To reach their 
customers in the interior, Seattle Hardware Company 
for many years sent Jack Moulton to some of the interior 
points equipped with a sled and team of dogs. This 
method of traveling is most hazardous owing to the 

.extreme cold and due to the fact that during the winter 
months there is only a few hours of daylight. However, 
being first on the ground, the salesman is rewarded with 
large stock orders, and the merchant has plenty of time 
to go through the catalog with the salesman—who care- 
fully selects merchandise that he will require to be 
shipped to him on the first steamer from Seattle that 
connects with the inland waterways on the opening of 
navigation. : 

“Along the Yukon River, the merchant is in most 
cases a trader. He handles but little actual cash. He 


establishes a credit system with the native trader and 
barters and trades arms and ammunition and other 
necessities for furs. The native makes his own clothes 
of furs, also his boats from the hides of animals. His 
principal requirements are food first, arms and ammuni- 
tion second, and miscellaneous items for his family. 
Therefore, he has credit at the store and he in turn 
must be industrious at hunting and trapping in order to 
keep his credit balance even. 

“The merchant or trader in turn depends largely upon 
the winter catch of furs which he ships to Seattle and 
the hardware jobber often waits for his payment until 
the furs have been sold. 

“With the aeroplane carrying the government mail 
to the important points in interior Alaska, the day of the 
salesman with the dog sled is passing. Mail can reach 
Seattle in less than two weeks from most points, so the 
salesman now covering the interior points waits for the 
opening of navigation. 

“Salesmen of a hardware and grocery jobber gener- 
ally go together and arrange with the owner of a gaso- 
line motor boat to take them down the Yukon River— 
a trip of some 1500 miles. The owner generally acts 
as captain-engineer and cook. The towns or trading 
posts being far apart and with about twenty hours of 
daylight in the summer months, the trip is one free from 
the hazards and hardships of ‘mushing’ during the 
winter months. I know many hardware salesmen work- 
ing in the inland states would enjoy ‘swapping’ territories 
for this summer trip. 

“This trip is outfitted from Nenana on the Tanana 
River and several towns are covered on this river until 
the Yukon River is reached, at the town of Tanana. Then 
the long pull down the Yukon, a river with the hazards of 
a swift tide and driftwood during the early summer. This 
trip on the Yukon takes several weeks, as ample time is 
given at each town or trading post, until the last call 
is made at St. Michaels on Norton Sound, which joins 
the Bering Sea. Here the trip is made by steamer across 
the Norton Sound to Nome and the return to Seattle 
by the outside passage.” 

* * + 

“Trader Horn, in his most unusual and interesting 
book which is now being widely read in this country, 
recites his early life in trading merchandise for ivory 
and rubber with the natives in the interior of the West 
Coast of Africa. Selling by barter or trade still is an 
important item in the commerce of the world, although 
on a more equitable basis for buyer and seller than some 
fifty years ago in Africa.” : 

“Speaking of barter and trade, recalls the experience 
of an ammunition salesman only a few years ago, cov- 
ering the dry farming section of Narney County in 
Oregon—a county as large as several Eastern States— 
with a population of less than one person to the square 
mile. At that time, jack rabbits were getting to be a 
great menace to the crops the dry farmers were nursing 
along—so a bounty of 10 cents for a pair of jack rabbit 
ears was offered by the county. About this time the 
salesman was writing up some good sized orders at each 
place he visited, as everybody who could handle a rifle 
or shotgun was shooting ‘jacks.’ In buying a supply 
of gasoline for a long trip, he found he was short of 
cash and asked the only storekeeper in town to cash a 
company check. To his surprise the dealer told him he 
didn’t have enough cash on hand, but said, ‘I can give 
you half cash and half jack rabbits’ ears, and inasmuch 
as you are going to Burns, Oregon, you can “cash in” on 
the jack rabbits’ ears at the county clerk’s office.’ Which 
he did—so both were happy.” 














HARDWARE AGE for APRIL 12, 1928 





More Letters About 


Says Mr. Alverson: 


“The extreme liberality which 
most tool manufacturers evi- 


dence in interpreting their guarantees, prompts unjust claims. 


Personally, I believe in a guarantee, but I 
also believe that any article, upon which 
claim is made, should be carefully in- 
spected and replacement made only when 
Too often the manufac- 
turer fears to reject a claim thinking he 
will dissatisfy the jobber and through 


the case merits. 


him the retailer. 


“Tf the jobber and 


site direction.” 


Returns 85% Abused 


wel guarantee on tools which 
was necessary for the Ameri- 
can manufacturers to offer when 
they first started in making tools 
against the English and French 
makers, who formerly had the busi- 
ness in this country, has been very 
much abused. We find that about 
15 per cent of the tools returned are 
defective, and about 85 per cent have 
been abused or worn out. Of course, 
the seat of the trouble is with the 
retailer to whom the tool is first 
presented. 

“As a general proposition, the re- 
tailer is not posted on tools, and 
cannot tell whether 
or not a tool is de- 
fective, therefore, 
to satisfy his cus- 
tomer, he takes the 
tool back, gives 
him a new one, and 
returns the old tool 
to the jobber. The 
jobber accepts the 
tool, and while he 
may complain 
about the imposi- 
tion, he eventually 
credits his customer, as it is the 
policy to do so. 

“A great many manufacturers 
realize that the retailers and jobbers 
are imposed upon, and give full 
credit for the tools returned, but 
there are some manufacturers who 
live up strictly to the rule of credit- 





Cc. J. PRENTISS 


retailer would 
realize that they lose the profit on a legiti- 
mate sale whenever an unwarranted re- 
placement is made, I feel certain their 
sympathies would be inclined in the oppo- 








A. E. ALVERSON 


Secretary, Greenlee Tool Co., Rockford, 
Ill., vice-president American Hardware 
Manufacturers Association and chairman 
of the Atlantic City convention group 
which discussed the guarantee of tools 
and other important problems of the 
manufacturers and distributors of tools 











ing only such goods as are defective. 
The consequence is the jobber loses 
the difference. Every jobber in this 
country absorbs a certain percentage 
of losses on this basis every year, 
which of course is added to the cost 
of doing business. 

“The manufacturers of tools in the 
United States have improved the 
quality and workmanship to such an 
extent, that at the present time the 
return of tools is a very small item 
compared with twenty-five years ago. 
If all tools were used for what they 
are made, and all users were honest, 
we would have no troubles in this 
line.” 

(Signed) C. J. PRENTISS, 
Vice-President. 
Van Camp Hardware & Iron Co., 
Indianapolis, Ind. 


Guarantee Badly Abused 


Tt 3 WE are sure that the guaran- 

tee problem is very badly 
abused. But it’s much easier to sell 
guaranteed tools, and cutlery, also, 
and we find that we can get much 
better prices.” 

DAVIS HARDWARE COMPANY, 
Columbia, Ky. 


Guarantee Brings Better 
Margins 


66 TN reply, would say that we find 
it is almost necessary to carry 
both. Tools that we warrant uncon- 
ditionally, and get a better price, and 
others which we do not guarantee at 
all, and which we sell at a small mar- 
gin. We find that if we do not have 
both that we lose sales, but if we 
have both we nearly always sell the 
guaranteed goods at a better mar- 
gin.” 
(Signed) FRANK L. WILLISON, 
Climax, Mich. 





Explain Y our Guarantee 


66 E are in 

a section 
where we sell a 
great many tools 
to piano factories 
and freight car 
shops as well as 
carpenters, and 
we found years 
ago that there 
was a great abuse 
of all small tools 
and our customers 
invariably ex- 
pected us to re- 
place tools which 
were abused, as 
they seemed to 
think that a guar- 
antee meant replacement for any 
cause “whatsoever. 

“We have eliminated nine-tenths 
of our replacements by telling our 
customer when the tool is sold just 
what it will be replaced for and im- 
pressing the fact upon him, for in- 
stance in the case of a scored head 
hatchet, that we will not replace the 
hatchet on account of the scoring 
smoothing down if it is used to drive 
bolts or on a cold chisel; we explain 
that the scoring is tempered to drive 
nails and will only be replaced for 
this cause if the scoring smooths, 
down while being used for this pur- 
pose. 

“Our experience has taught us the 
little abuses and causes of unjust 
claims and we talk about these things 
when the tool is sold and now we 
have very few complaints.” 

(Signed) C. M. CARPENTER, 
Carpenter Hardware Co., 
East Rochester, N. Y. 





C. M. CARPENTER 
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lool Guarantees 


Would You Replace This Tool? 


S. WILSON, Decatur & Hopkins Co., Boston, 
Mass., sent this axe to us as an example of an 
* unjust claim for replacement. 


the claim. Read his letter: 

“We recently wrote you re- 
garding guarantee on small 
tools, and we now have a con- 
crete case to call to your at- 
tention. 

“We are sending you, un- 
der separate cover, an axe 
which was returned to a 
dealer by a man who expected 
to get a new axe without 
charge. You will note upon 
examination that this axe was 
used as a wedge, and after 
considerable pounding the axe 
gave way in the eye, which 
was the natural result of such 
misuse. The owner of the 
axe, wishing to get further 
service, drilled two holes 
through the side of the axe 
and inserted a stove bolt to 
hold it together. Evidently, 
this worked for awhile, but 


afterward a large piece became broken on the bit, and 
the owner then returned the axe to the dealer, expect- 
ing that this last break would entitle him to a new axe. 


Have Little Trouble 


ae E have 
never 
been very 
strong on small 
tool guarantees. 
In fact, in sell- 
ing a customer 
a small tool of 
recognized 
standard qual- 
ity, we tell them 
that it is the 
best quality we 
can buy, but we 
do not stress 
guarantees too 
pe : strong. We tell 
VEACH C. REDD them, of course, 
that should the tool show defects in 
material or workmanship, it will be 
replaced, provided it does not show 
abuse. 
“Handling it in this way, the cus- 
tomer takes better care of the tool, 





. He did not allow 








send them in. 
learning of your treatment of this vital subject of tool 


guarantees. 


and consequently we have very little 

trouble along this line. We feel that 

the most of the trouble resulting 

from tool guarantees is directly 

chargeable to the dealers them- 

selves.” 

(Signed) VEACH C. REDD, 

Cynthiana, Ky. 


Suggests Greater Care 


wh ome is no question but 
what the guarantee that gen- 
erally follows the sale of nearly all 
small tools is a hardship and, in a 
measure, an unnecessary expense to 
the manufacturer, wholesaler and 
retailer. The abuse of this guaran- 
tee rests almost entirely with the re- 
tail merchant. With every sale, he 
impresses the purchaser that it is 
guaranteed, the result being that the 
guarantee is at all times in the minds 
of the user. A certain portion of 
these goods will be returned. The re- 


The break in itself shows every indication of being a 
very fine piece of steel, and was not caused through de- 
fective material or improper workmanship, and we do 


not believe that it is possible 
to make a better axe, and, 
naturally, we did not make a 
replacement to our dealer.” 





Look At This Axe! 


OU probably have often 

had an experience similar 
to that described by Mr. Wil- 
son, who was certainly justi- 
fied in refusing to grant the 
replacement claim on this axe. 
The picture shows clearly the 
abusive treatment given this 
tool, far beyond what might 
be termed a reasonable ser- 
vice. This is an unretouched 
photograph. 

Write and tell us about your 
specific experiences with un- 
just claims for tool replace- 
ments. If you have any hor- 
rible examples such as this, 
Other readers will be interested in 


tailer accepts same without even in- 
vestigating. He, 
in turn, returns 
them to _ the 
wholesale dealer 
and eventually 
the manufac- 
turer receives 
them, and in or- 
der to have all 
dealings pleas- 
ant and harmo- 
nious, the manu- 
facturer replaces 
them to the 
wholesaler and 
the wholesaler 
to the retailer. 
“If the manu- 
facturer and wholesaler can _per- 
suade the retailer to use greater care 
in the use of the word guarantee, 
and see that he does not replace an 
article until he is positive there has 
(Continued on page 108) 





A. H. NICHOLS 
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Suow Carp Warne 


for the Beginner 


By JosePH BERTRAM JOWITT 


HIS week we have the 

second installment of the 

Egyptian alphabet exe- 
cuted by the outlining method. 
The queer looking hieroglyph- 
ics at the right of the plate 
are not intended for Greek or Chinese letters, but are 
all of the most important practice strokes used in form- 
ing these Egyptian letters, H, I, J, K, L, M, N. 

The beginner should practice these strokes many times 
over in the order they are shown here before attempting 
to copy any of the letters above. About the hardest 
thing to do in learning show card writing is to make 
ovals, circles and perfectly straight up and down lines. 
The whole thing 
in a nutshell is to 
make the brush do 
just what you 
want it to do, and 
this can only be 
brought about by 
practice. In other 
words, if letters 
are formed in sec- 
tions or strokes, 
why not practice 
the strokes. 

The only proper 
way to practice 
these single 
strokes is with a 
fine-pointed brush, 
or one which has 
been trained to do 
outlining. This 
may be done by 
working the brush 
backward and for- 
ward on a piece of 
paper each time 


Egyptian 











Second Article on the 


after it has been dipped in the 

showcard ink, shaping it to a 

point. Always place the brush 

Alphabet away to dry after using with 
the hairs pressed out in a flat 
chisel edge position. 

That some acquire the knack of lettering more readily 
than others is not on account of their having any inborn 
artistic ability, but due to their foresight and willingness 
to persist in PRACTICING. These simple lessons are 
designed to help those who are least qualified to learn 
from printed instructions. The show windows are the 
eyes of every retail shop and anyone who has the ability 
to tastefully display merchandise or trim windows pos- 
sesses the ability to learn showcard writing also. 

The student should be careful not to overdo the color 
schethe in lettering, shadifig, or fancy borders. All colors 
used should harmonize with the background. 

This Gothic type comes in very handy where much 
reading matter is required on a showcard, as each letter 
may be extended or condensed to fit in a given space. 
As shown on the alphabet plates there are several styles 
for nearly every letter. 

Again may I impress the very important fact that the 
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bone should rest 





beginner should 
practice the ex- 
ercise _ strokes 
shown at the 
bottom of alpha- 
bet plate before 
attempting to copy any of the letters. “The brush should 
be held as you would a lead pencil, only the handle should 
be held in more of an upright position with the fingers 
placed further down. This position permits the student 
to keep the brush under perfect control and prevents the 
hand from shaking. 

The beginner should never attempt to do lettering of 
any kind without first drawing the top and bottom guide 
lines the height each line of lettering should be. The 
next important thing is to draw a liberal marginal line 
all around card and all lettering should be kept well 
within this boundary line. 

Legibility is one of the big.features of this alphabet. 
There is no plainer, more easily read or more quickly 
learned alphabet known to the professional showcard 
writer and it is generally used where speed and legibility 
is essential. It offers the beginner an unusual amount 
of liberties and as long as it is a Gothic type who can 
say whether it is true to any set form or rule? 

In learning showcard writing those who hesitate are 
lost. It is a difficult proposition to make any headway 
with a series of short, stubby little strokes. Go at it 
BOLDLY—try not to stop when in the middle of a hori- 
zontal or upright stroke. If you break a stroke and 
attempt to pick it up again you will find it is much more 
difficult to keep it plumb. Practice alone will overcome 
irregular or crooked lines. 

When practicing do not attempt to make large letters 
first. The beginner will make much better progress 
and speed on letters say from 2 to 4 inches in height. 
Letters of this size will permit the resting of the hand 
on the card while making all strokes. Hold the brush as 
you would a pencil or pen—between the first two fingers 
and thumb—fingers well down on the brush handle. In 
this position the hand will be on a level with the arm. 
The tip or first joint of the little finger and the wrist- 
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on the card. The 
illustrated show- 
card is in great 
demand — today 
and all progres- 
sive showcard writers keep a scrapbook handy and when- 
ever they see a “likely picture” they cut it out and pre- 
serve it for future need. Try and cut out each picture 
in silhouette and when pasted on card it will have the 
appearance of being painted there by hand. 

It is very important that the beginner should under- 
stand the proper selection of Red Sable showcard 
brushes. It is not necessary to purchase more than four 
brushes—No. 4, No. 6, No. 10, No. 12. 

It will be noted in the examples of showcards pre- 
sented with this article that we have used illustrative 
cuts from the advertising pages of Harpware AGE. 
These are very easy to utilize and are most effective in 
making the cards stand out. 

By using these illustrations and the trademarks of the 
various products sold in the hardware store the show- 
card writer is relieved of the necessity of lengthy de- 
scriptions and gets the benefit of the selling power of 
the pictures, which have been produced at great expense 
to the advertiser. 

The alphabet described here is suitable for use in this 
way because it is devoid of any confusing or fancy char- 
acteristics, thereby allowing the illustration to have its 
share of the attention. 

A word about color will not come amiss at this time. 
During the warmer months cool and refreshing colors 


should be favored. e 
These are the va- 





rious shades and 
tints of blues and 
greens. You will 
find them appro- 
priate and helpful 
in the display of 
most lines that 
are featured dur- 
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Team Work and Better Merchandising 


An address by C. J. Whipple, President of Hibbard-Spencer- 
Bartlett & Co., Chicago, before the Panhandle Hardware and 
Implement Association of Texas, Amarillo, Texas, April 10, 1928 


ciate your invitation to attend this convention and 

to address this meeting. Heretofore, my knowl- 
edge of the Panhandle has been from a long range, to 
say the least, and when, in a few days, I return to the 
Windy City by the lake, 
I am confident that I 
will take back with me 
a little closer understand- 
ing and a more intelli- 
gent knowledge of some 
of the problems that con- 
front you merchants in 
this part of the country 
and may I hope that I 
will leave something of 
the same sort with you? 
sy that I mean that 
speaking from the whole- 
saler’s standpoint, your 
problems are our prob- 
lems and that when we 
discuss a subject such as 
“Better Merchandising,” 
we have a unity as well 
as a community of in- 
terests. 

Those of us who have 
money invested in either 
the wholesale or inde- 
pendent retail business 
have watched with more 
than ordinary interest (in 
some cases, I might say, 
with alarm) the very 
rapid growth in recent 
years of the mail order 
houses and the chain re- 
tail stores. Good roads 
are also bringing about 
changes in distribution 
and even in the smallest 
towns, bring the dealer 
in direct competition not 
only with the hardware 
dealer of the larger community but with the chain retail 
stores as well. Our system of distribution has been 
built up gradually over a period of more than 200 years. 
Some economists feel that it is now on trial and that, 
perhaps, in the future the mail order house and the chain 
store will drive the present day retailer out of business 
because of their more efficient methods and the saving to 
a consumer. Right now it is up to the independent hard- 
ware dealer to justify his existence and to prove to the 
public that there is a need for his services in our scheme 
of distribution. 

Years ago when Henry Ford announced his $5 per 
day minimum wage most manufacturers thought him 


Wt cae of all, I wish to tell you how much I appre- 





C. J. WHIPPLE 


crazy, but there is not a successful manufacturer of 
motor cars today who has not copied Ford’s principles. 
Ford revolutionized manufacturing. Other manufac- 
turers, not only of motor cars but in other lines as well, 
were quick to copy his methods. 

Now have we not a 
similar situation in the 
retail hardware business? 
Can’t we take this job 
in just the way that the 
other manufacturers did? 

The mail order houses 
have become artists in 
the description of their 
merchandise and in cre- 
ating a desire to buy in 
the minds of the con- 
sumer. The chain stores 
have utilized the power 
of display. They have 
simplified retail selling 
and, in a sense, have op- 
ened up a new field to all 
retail merchants. They 
have been exceedingly 
clever in creating the im- 
pression in the minds of 
their customers that ev- 
ery item they offer is a 
splendid value. 

About a year ago I 
had a very careful check- 
up on the hardware sold 
by the chain stores in 
Chicago. I sent repre- 
sentatives to the various 
stores to select and bring 
in samples of every item 
of hardware. Then I 
had our buyers identify 
each item with the near- 
est thing we carried and 
report to me our actual 
cost and our usual selling 
price. On about two- 
thirds of the items the retail dealer could buy in the 
usual way, paying the ordinary wholesale price and 
marking the goods at*his customary profit margin and 
sell them at the same retail price. Of the remainder, 
about one-half could be sold at a profit if bought by the 
retailer in large quantities. The balance (or about one- 
sixth of the total) were either special items, seconds or 
imported goods that, perhaps, vary from time to time, 
but were sold at extremely low prices and represented 
excellent values. On such goods we could not put the 
dealer in shape to meet the prices. That means the retail 
dealer could meet five-sixths of the prices and to offset 

(Continued on page 104) 
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Color in the merchandise displayed in this window was a potent attractive force 








Meredith Keeps Track of His Window Results 


Pennsylvania hardware man says accurate memorandum shows 
window displays were responsible for sales made three months 
after merchandise appeared 


just where his windows are responsible for sales, 

* no matter if they are made after the window dis- 
play has been removed. 

Windows of this store are dressed on an average of 
every week or ten days. If they are doing good work 
and results seem to justify they are left in for the latter 
period, but ordinarily they are renewed each week. An 
accurate record is kept of sales and it shows that some of 
them have resulted from displays that appeared in the 
windows as far back as three months. The impression 
of these displays was so great that even though the cus- 
tomer was not in the market for the items at the time 
he remembered them when he eventually did need them. 

Mr. Meredith is also a keen student of merchandising 
inside the store as well as in the window. He ties up the 
window and store displays in such a way that they pro- 
duce most gratifying results. He counsels hardware 
men to use the same kind of pep that they display in 
dressing windows when it comes to arranging the stock 
in the store. 

When the stock is arranged for scientific merchandis- 
ing the greatest possible incentive is given to salesman- 


J L. MEREDITH, JR., West Chester, Pa., knows 


ship on the part of the staff, so that the combined force 
and benefit of windows, store arrangement and keen 
salesmanship is felt. The net result is greater volume, 
greater profits and progress. 

Then, too, Meredith practises the gentle art of sug- 
gestion and many a second and third sale is effected. 
Nine times out of ten is the ratio that he gives as his 
experience in suggesting the purchase of related articles. 
If a dog owner asks for a dog collar, an interested sales 
person also points out the satisfaction of owning a good 
dog chain or leash. A lady asks for a can of furniture 
or floor polish, thereby giving the alert attendant the 
cue that possibly she may need a good polishing mop or 
some other related item. 

Too much stress cannot be laid upon this matter of 
getting the customer interested in items related to those 
tor which he is asking. It is a principle of modern sell- 
mg that is bringing enormous returns to many large 
concerns. The retail hardware merchant should study 
his stock carefully for opportunities for displaying it so 
that these related articles will present themselves to the 
customer favorably. 
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Should:Women be Employed 
to Sell Hardware? 





OES the size of a town or the 
D size of a store govern the 
answer to this question? Do 
the people of some towns object to 
having a woman sell them their hard- 
ware needs? Or is the employment 
of a saleslady particularly for house- 
hold hardware, china, glassware and 
electrical goods a decided asset to the 
modern hardware store Do you 
think the general run of consumers 
have a definite preference in the mat- 
ter? Have you ever tried to de- 
termine the feelings of your cus- 
tomers on this point, or do you base 
your reaction and answer to the ques- 
tion on a hunch? If the people of 
your town will appreciate a woman in 
your store, you should hire one. On 
the other hand, if they object you 
should not. 
The Editor of HARpwareE AGE re- 


your town 


them in. 





What Is Your Opin- 
ion on This 
Subject ? 


Do you think the size of 
the town makes a differ- 
ence? Have you investi- 
gated this problem to find 
out how the people of 


women selling hardware. 
Please write your ideas 
on this subject and send 


To this question the Editor replied 
offering his observation on the ex- 
periences of many other merchants 
from all parts of the country. He 
also suggested that this particular 
merchant definitely determine if the 
majority of his customers really 
objected. 

A second letter from this same 
reader received a month later is 
equally interesting. He writes this 
time as follows: 


“Replying to your letter of March 
26, you sure can reproduce the ques- 
tion ‘> HARDWARE AGE. 

“I might say at this time that we 
investigated our tion locally, 
and found mere of our customers in 
favor of having a young lady in our 
store than those <i were not. 

“I want te thank you for your ad- 
vice in this matter. Trust that I 
may do you a favor some day.” 


feel about 








cently received an interesting letter 
from a reader in which the question 
was raised. As stated in the letter, 
the reader is a merchant in a town 
with 7000 population. He writes as 


follows: ances are sold. 


“We recently employed a sales- ours, which 


lady in our store, and have met with 
some criticism from our customers, 
both men and women. Does the 
hardware trade in general use wo- 


men as clerks with success? advice.” 





“It has been the writer’s opinion 
that a saleslady should be employed 
in every hardware store where 
kitchenware and_ electrical 


“Possibly in a town the size of 
is about seven thou- 
sand, this is not the case. 

“When we receive criticisms of 
this kind, we feel as though we 
must go to higher authority for 


This question is worthy of discus- 
sion. With the evolution of hardware 
merchandising to the use of open top 
display fixtures, explanatory signs, 
visible price cards and the simplifying 
of consumer buying, women on the 
sales staffs of hardware stores must 
be considered. 

Please send in your opinion and ex- 
periences, stating the population of 
| your town. 


appli- 





Enjoys Hardware Age 


J. Vion Papin of St. Louis writes as follows, express- 
ing his appreciation of HARDWARE AGE: 

We always enjoy Harpware AcE, finding it bright, 
superlatively edited, and with content designed to interest 
the trade as well as persons having nothing to do directly 
with merchandising hardware, as is the case with ourself. 
In short it is one trade paper which is not dry with the 
drought of shop. Among its most engaging features 
we find the weekly articles of our friend Saunders 
Norvell, and particularly excellent was the one on George 
Washington in the March 1 issue. Perhaps this would 
not square with the ideas of Bill Thompson, Chicago’s 
uncouth mayor, but for us it sums up the great national 
hero and first president more accurately and intimately 


than long volumes might. Winding up with Kipling’s 
“If—,” appropriately rounded out a per- 
Than this and Walt Whitman’s “Magic 
Trumpeter,” we believe there are few greater poems in 
modern English. Its appearance in a trade paper speaks 
highly of the literary taste of contributors to such 
publication. 

There is a quality of ozone in Mr. Norvell’s con- 
tributions which furnishes fresh air enough to make 
reading of routine hardware news and even advertise- 
ments pleasing entertainment. 


master poem, 
fect essay. 


9’? 


J Vion Papin, 
Manager Statistical Division, 
Federal Reserve Bank, St. Louis. 















































ACH season brings forth 
kK, its opportunity for sales 
of toys. Just as the 
grown-up shifts from his 
woolens to lighter clothing 
when spring arrives, so the fancy of the child changes to 
toys which fit the season. 

With the advent of warmer weather there is more out- 
door play. The child who has been more or less housed 
up through the winter senses the freedom of spring and 
his restless activity demands some new sort of toy outlet. 

Just now every youngster in town is eagerly peering 
into the windows of those 
stores whose proprietors 
are wise enough to recog- 
nize the seasonal urge for 
new toys to fit new condi- 
tions. Parents are being 
importuned to buy this or 
that toy which the young 
hopeful says is in “How- 
ard’s” window. 

So if you would pro- 
mote your toy trade with 
the children —and_ they 
are the only part of the 
population that it pays to 
popularize it with—stock 
and display the toys that 
fit the changing seasons. 
Here are some sugges- 
tions for a late spring and 
early summer- display: 
Automobiles, balls, bats, 
balloons, boats, chickens, 


. 





Summer Toys Are Good 
Health Builders 


ducks, coasters, scooters, etc., 
dolls and doll carriages, ex- 
press wagons, gardening tools, 
hoops, skipping ropes, kites, 
marbles, rabbits, sand toys, 
see-saws, slides, stilts, swings, tops, velocipedes, wheel- 
barrows, windmills. 

Wheel goods have always been hardware store mer- 
chandise and suggested points in these sales are to talk 
quality (and not to stock the flimsy kinds) and then to 
call to the attention of parents the value of these toys 
as muscle builders, if the right kind is selected. Parents 
are naturally interested in 
raising strong, healthy chil- 
dren and readily accept the 
sales talks which take health 
points into consideration. 

A suggestion made w:th 
the sale that the children be 
encouraged to learn and 
observe traffic rules and to 
play at games that recognize 
regulated traffic movement, 
is likely to impress parents 
as personal safety today is 
so largely dependent upon a 
practical knowledge of traffic 
regulations. 

A wheel goods stock should 
include automobiles, veloci- 
pedes, auto coasters, kiddie 
kars, scooters, doll carriages, 
wheel-barrows, and express 
wagons. 
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Children’s Day—sove 16 


make it a happy day for your store 





Recognition of Children’s Day as a national event prov- 
ing profitable for hardware stores selling toys, juvenile 
vehicles and all lines of merchandise for the youngsters. 


HILDREN’S DAY is not a few toy manufacturers, contributed enough money to 
new. For more than thirty make an effective publicity campaign. In more than 700 
years churches and other cities and towns throughout the country organized efforts 
social and Christian organi- by merchants, playground organizations, newspapers and 
zations have conducted other public-spirited persons recognized the day. More 
Children’s Day exercises as than 1000 newspapers printed notices of the day. 


a Sunday service feature, 
; ——_——_—A National Event, 
about the middle of June, 


usually the Sunday after 2 * 
the closing of schools. Be- dren 8 Day 


hind this movement was the 





thought of preparing the to be observed 
children for the summer Saterday, June 18th 
vacation — different _life Aponsered By Chiidhood Leapuss Everyutere) 
The desire for toys is felt in al) 170m that of the school sea- Tih ing eg bead Gnd 


classes of the community. Impro- son. 
“yherever ‘real toys are chmer” Several years ago the a Saree See 
Childhood League, for 
which Dr. Seline Caldor, the psychologist, is a leader, 
undertook to bring order to the movement. The League 
met with some success but failed to make the progress 
desired. The League idea was that the third Saturday 
in June and the Sunday following should be the dates 
for a national children’s event. 
Last year the American Association of Doll Manufac- 
turers decided to finance the movement and, aided by 
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This poster for window use is supplied by the Children’s 
Day Promotion Committee, 10 West 23rd St., New York 
City. Send for it and use it to call attention to your 
displays 
Here are a few of the hundreds of advertisements that 
announced last year’s event. They were used by 
hardware stores with good effect 
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In most of the 
communities hard- 
ware dealers took an 
active part in the 
promotion. In Cha- 
nute, Kan., the mer- 
chants organized un- 
der the leadership of 
t he Chamber of 
Commerce to make 
a worth-while event, 
and succeeded. This 
year the same mer- 
chants have enlisted 
the aid of the school 
organization, the 
playground advisor 
and city officials in 
the movement. It is 
planned to give sou- 
venirs to 10,000 
children who will 
come to Chanute 
from nine counties 
in that part of the 
State. 

Charles Smith, a 





These window displays arranged 9 last year’s Children’s Day offer suggestions, but 


Store, Torrington, 
Conn. These stores 
are on record of hav- 
ing been pleased with 
the efforts made last 
year. Last year’s 
date was June 18. 
This year the third 
Saturday is June 16. 
which is the 1928 
date. 

As a merchandis- 
ing feature, this year 
$1,500 is offered as 
prizes to merchants ; 
$1,000 for the best 
window displays and 
$500 for the best 
newspaper advertise- 
ments. The rules of 
the contests are ex- 
tremely simple. Any 
merchant who sells 
toys at retail is eli- 
gible for either or 
both prizes. The 


window display must 
that may be used that will attract both piay 





. there are countless arrang 
hardware dealer, is 


active in this event 
and gave his regular advertising space to its pro- 
motion. 

E. K. Owens Hardware Co. of Susquehanna, Pa., 
writes: “We featured Children’s Day last year with a 
nice window of dolls and toys. Also a good ad. The 
results were not very large, which shows that the public 
must be educated to the idea of giving toys for Children’s 
Day. We are planning to go into it this year and look 
forward to better results.” 

Among other stores that took active part in last year’s 
celebration are Hollister Hardware & Plumbing Co., 
Cortland, N. Y.; Treat Hardware Co., Lawrence, Mass. ; 
Phelps-Dodge Mercantile Co., Dawson, N. Mex. ; Ogden 
Hardware Co., Ashland, Ky.; Mohr, Jones Hardware 
Co., Racine, Wis.; Bolomey’s Hardware and Variety 


children and aot to the hardware store selling toys 


be on display the 
week including June 
16. The advertisements must be printed on or in advance 
of the date. 

The photographs of show windows must be in the 
hands of the committee by July 10. The full page of the 
newspaper containing the advertisement entered for one 
of the four prizes must be in the hands of the committee 
by the same date. Advertisements clipped from pages 
will not be considered. 

Last year’s roster of prizes reveals that a number of 
prizes went to hardware stores. The competition of the 
big stores is not so terrible as many merchants think. 
The first prize went to Grand Rapids and New York 
does not appear in the list until the fourth class is 
reached. Full details of these competitions can be ob- 
tained from the Children’s Day Promotion Committee, 
10 West Twenty-third Street, New York City. 


Window displays, coupled with store arrangements will be among the most potent stimulants to the success of Children’s Day 


TOYS FOR CHILDRENS: DAY. 


JUNE 18% 
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‘N UPPOSE you, 
as a merchant, 
ask yourself 

this question : 

W ould you open 
a store in a town 
without children? 

Having answered 
this question to 
yourself frankly, 
ask another : 

What do you 
believe is the 
prospect of a 
store without 
friends among 
the children? 

If you have 
answered these 
questions to your 
own satisfaction, 
we would like to 
ask just one more: 

W hat is a regu- 
lar family cus- 
tomer worth to 
you? 

This may seem to you a bit unusual for an introduc- 
tion to a story under the heading “Small Toys Lead to 
large Sales” and so here is the explanation: 

We were discussing chain stores and similar develop- 
ments with a rather prosperous hardware merchant 
recently and he remarked that the chains were not so 
much his individual trouble as the small variety and 
notion stores that exist in his trade community. Each 
of these stores, he said, reached into what he regarded 
as his legitimate trade for one or more items. One had 
developed from a school ruler trade to a line of good 
mechanic rules and measuring tapes, even the steel ones. 

Another sold some tools that took trade away from 
the hardware man’s lower priced line. Still another was 
reaching into sporting goods. 

So we visited five or six of these stores, made a small 
purchase and loitered as long as possible over a con- 
versation as to how best to find an imaginary family. 
These keepers of little shops were friendly people and 
talked of many things, including the police dogs of the 
neighborhood, as we had pictured a police dog as a part 
of the identification of this family. 

And as we talked, we looked over the stocks and 
noted the purchases. Chiefly the customers were chil- 
dren. It seemed to be a dime and nickel trade. Some 
of the shopkeepers told us “trade is better in the evening. 
The men come in then, often.” 

One thing we did observe. Each of these stores had 
stocks of rubber balls and it seemed that a sale of a 





rubber ball was 
about the most fre- 
quent incident. So 
we talked with the 
shopkeepers about 
rubber balls. 

Yes, there was a 
fine trade in them. 
The prices were 
higher than form- 
erly and the balls 
were better. 

The children of 
this community had 
developed many 
real games’ with 
rubber balls. They 
had rules, acces- 
sories and every- 


m a 1 Vi Toys. . ’ ‘J | , _ ee 


_build Lars ed Sales 


seemed to be the 
keenest of the shop- 
keepers offered this 
suggestion: 
“You see, we get 
SA the children coming 
here for rubber 
balls, marbles, tops, penny dolls, candy and other child- 
ish things and they get the habit. The children like us 
and want to buy things here, so we add to our stock the 
things they want us to buy. Indeed, some of the boys 
who play with rubber balls and marbles in season are 
working and they buy pencils, rules and other things 
they need.” 

So we looked up the rubber ball trade a bit. We found 
that at jobbers’ prices, the traffic measures about $2,- 
500,000 a year or, perhaps, about 40,000,000 balls. 
Some of these sell up to $1 each—these are the large, 
well colored balls. 

Suppose you figure this out as an exclusive hardware 
trade. About 1000 balls to the store or, say $80 a year, 
jobbers’ prices. 

Add to this the trade in marbles, tops, and other 
things that attract the juveniles and then remember that 
in a few years the children who are buying these things 
are going to work and will need tools and other equip- 
ment; then they will get married and perhaps settle 
in the community. Then they become regular family 
customers good for, say, an average of a minimum of 
$100 hardware purchases a year. 

If they were your customers for rubber balls and you 
treated them right, is there any reason to doubt that they 
will continue to be your customers, even after their 
parents have ceased to be customers? 
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Follow the Trail of the Automobile and 
Get the Outdoor Sports Goods Business 


AVE you thoroughly analyzed your market for 
outdoor sports goods and camping outfits? 

Do you fully realize the importance of cater- 

ing to the families of automobile owners in your town 

They are the outdoor pleasure seekers. 

Follow the trail of the automobile during the spring 
and summer months and you will find fishing, camping, 
swimming, boating, golf, tennis, baseball, target and trap 
shooting the sports of the day. 

The automobile is doing more to stimulate interest 
in outdoor life than any other one thing, creating for you 
constant sales possibilities. 

Every owner of an automobile in your community is 
a potential customer of yours for a wide variety of out- 
door sports goods and camping equipment, as well as 
for automobile tools and accessories. 

Statistics show that about one out of every four fami- 
lies that own automobiles. have developed a craze for 
life in the open, auto-touring and outdoor sports. 

The requirements of these modern nomads for out- 
door sports goods, camping accessories, lunch kits, 
vacuum bottles, hot and cold jugs, flash lights, sheath 
knives and athletic goods, amounts to millions of dollars 
annually. 

But the automobile is not the only influence that is 
expanding your market for goods of this character. 

The ever increasing number of summer homes by the 
sea, lakes, and streams offers to you another large and 
undeveloped outlet for outdoor sports goods, cooking 
utensils, housefurnishings, porch and lawn furniture, 


hammocks and lawn swings, as well as outdoor play- 
things of every variety for the youngsters and grown- 
ups, wheel goods, toys, croquet sets, baseball, tennis and 
golf goods. 

Every owner of a summer cottage located near water 
is also a live prospect for a canoe, boat, outboard motor, 
fishing tackle, swimming outfits, beach accessories, and 
sport clothing. 

With this constant and growing demand for outdoor 
sports goods and camping equipment, there can be no 
doubt as to your success in building a profitable business 
on this class of merchandise, if you will establish in your 
store a department to sell it. 

Display the goods out in the open, on the counters or 
aisle display tables and display racks, where your cus- 
tomers can see and examine them, and the trail of the 
automobile will lead many new customers to your store. 

It is a well-known fact that open displays have made 
the modern chain store an outstanding success. 

Fight your business battles with modern merchandis- 
ing methods. Get away from the old idea of expecting 
the customer to ask for what he wants if he doesn’t see 
it. He wants a lot of things that he doesn’t know he 
wants until he sees them. He’s apt to forget some things 
he knows he wants until an attractive display reminds 
him of his needs. Let your counters and cases and aisle 
tables supply these renfinders and your business will 
prosper. 

Here is a list of some reminders for spring and sum- 
mer months. Feature and display the items in this list 
that are salable in your locality. 





Fishing Tackle 
Hooks, Lines 
Rods, Reels 
Lures, Baits 
Bait Assortments 


Tackle Assortments 


Tackle Boxes 
Minnow Buckets 
Dip Nets 
Seines 
Landing Nets 
Creels 
Wading Pants 
Rubber Boots 
Trout Baskets 
Frog Baskets 
Fish Knives 
Fish Scalers 
Fish Scales 
Bass Flies 





Goggles Salmon Flies 
Safety Razors Trout Flies 
Safety Razor Blades Fly Books 


Lather Brushes Bait Boxes 
Shaving Cream Reel Cases 
Shaving Soap Rod Cases 

Scout Knives Leader Boxes 
Camp Furniture Gaff Hooks 

Air Mattresses Boats 

Lanterns Outboard Motors 
Camp Stoves Padlocks 


Cooking Utensils | Canoes 

Lunch Kits Paddles 

Can Openers Cushion Seats 
Corkscrews Canoe Pillows 
Vacuum Bottles Swimming Outfits 
Hot and Cold Jugs Bathing Suits 
Drinking Cups Bathing Caps 
Harvest Kegs Water Wings 
Canteens Water Balls 


Water Bags Beach Accessories Gun Cases 
Flasks Camp Axe Sweaters 
Match Safes Boy Scout Axe Sport Clothing 
Camp Knives Camp Shovels Sport Boots 
Sheath Knives Camp Packs Leggings 

Air Rifles Tents Baseball Goods 
Air Rifle Shot Knapsacks Tennis Goods 
.22 Rifles Camp Baskets Golf Goods 
.22 Cartridges Compasses Hammocks 
Revolvers Pocket Watches Croquet Sets 


Automatic Pistols 
Pistol Ammunition 
Trap (Shot) Guns 
Trap Loads 

Recoil Pads 

Gun Oil 

Gun Grease 
Powder Solvent 
Rust Remover 
Holsters 


Wrist Watches 
Alarm Clocks 
Pedometers 
Dog Collars 


Dog Collar Padlocks 


Dog Leads 
Dog Muzzles 
Field Glasses 
Binoculars 


Roller Skates 
Bicycles 

Boys’ Wagons 
Toys 

Wheel Goods 
Water Buckets 
Auto Accessories 
Camp-Auto Tools 
Archery Equipment 
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Mr. Lewis is indicated here by the arrow. This represents his activity in the open lot games. 


He Organizes Playing and Buying 


W. W. Lewis scores a 300 per cent increase in Sporting Goods 
through his interest in players 


HREE hundred per cent increase in sport- 
ing goods sales in one year! 

If W. W. Lewis had proposed to do that 
for the Beeson Hardware Co., the owners 
probably would have deemed him crazy 
and refused to hire him, for the Beeson 
Co. had a nice sporting goods business and the people of 
High Point, N. C., as well as the partners, thought this 
department about the best in the country for a growing 
city of 15,000. The people knew they could get almost 
anything they wanted in the store and the partners knew 
they advertised sporting goods and met all demands. 

What more could anyone ask? 

Then Lewis came to town. He came from a hardware 
store in a little town down in middle Georgia. The job 
was a promotion for him and if he had merely carried 
on in a “safe and sane” way, showing an increase as the 
population and appreciation of sports increased, prob- 
ably the owners of the store and the people of the com- 
munity would have counted him a success. 

But Lewis is an organizer. He realizes the possibili- 
ties for more business and pleasure if people work to- 
gether. And so he organized and the 300 per cent in- 
crease resulted. 

“We expect an even iarger increase this year,” was 
his comment when asked late in March how his plan of 
selling is working out. 

Lewis has sold four dollars’ worth of goods where only 
one was sold before, by organizing people for sports and 







a 





showing them that, to get the most fun out of the game, 
they must have the best equipment. 

With the coming of the first warm days of spring, 
Lewis made a round of the stores, cotton mills, furniture 
factories, schools—wherever it occurred to him that he 
could find red-blooded young men who were feeling the 
urge to get out from the four walls and be boys again— 
and talked baseball to all who were interested. 

He was enthusiastically received everywhere and he 
quickly picked out those who were interested in and who 
really wanted to play baseball. The suggestion was made 
to each group that they meet at a convenient ground, or 
on some vacant lot, after work hours, and do a little 
practice playing. Lewis met with them whenever pos- 
sible, often umpired and always proved himself a good 
fellow. He offered his aid in organizing a team to rep- 
resent them in the commercial, industrial or other leagues 
which, he promised, would be in operation during the 
season. 

Lewis was, of course, invited to attend all these meet- 
ings and his personality and knowledge of the game and 
organization was always a big factor in reaching the 
objective. A committee to purchase uniforms and sup- 
plies was appointed and Lewis placed his knowledge of 
equipment at the service of the committee. It had been 
agreed at the meeting, perhaps on the suggestion of Mr. 
Lewis, that the team should have the best in the way of 
uniforms and supplies to make it in every way a credit 
to the organization it would represent. 





One of the preliminary meetings that resulted in a well organized industrial team. 
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The method of financing the outfitting of the team was 
one thing that Lewis always insisted on having settled 
in every detail in advance. The team, he realized, might 
not be a financial success and the store could not afford 
to sell good outfits on uncertain credit. In many cases 
the firms employing the players assumed obligation and 
in other cases the payment was guaranteed by respon- 
sible persons. 

In no case were goods sold without a guarantee, and 
as a result, there were no losses on team supplies. 

The Beeson store has on its books, if they have not 
heen charged off, accounts against defunct teams of pre- 
vious years. But by 


“mob psychology”; that any movement seldom gets 
anywhere without leadership. 

This point is illustrated in the vogues that sweep the 
country from day to day. The florists made Mothers’ 
Day, the neckwear manufacturers created and made suc- 
cessful Fathers’ Day. A merchant by giving away a 
few marbles can start the marble season and a gift or 
two of better marbles will often start a profitable com- 
petition among the buyers for this kind of merchandise. 

The foregoing will suggest to other hardware mer- 
chants a way to further their sporting goods sales. 
Every town has such possibilities. 





taking precautions, 
Mr. Lewis has kept 
the credit of his 
teams 100 per cent. 

When the 1927 
baseball season 
opened, there were 
five baseball leagues, 
composed of thirty- 
four teams and more 
than 500 players 
ready for the field. 
These had been or- 
ganized by Lewis or 
with his aid, and out- 
fitted by the Beeson 
store. 

Never before was 
baseball so popular 
in High Point as in 
1927. General in- 
terest in local con- 
tests all but eclipsed 
interest in  profes- 
sional baseball. 
Everybody had 
friends on one or 
more of the teams; 
every team had its 
boosters and the rel- 
ative merits of the 
various players and 
organizations and 











their chances of win- 
ning the_ several 
trophies offered by the Beeson store were talked about 
whenever and wherever people met. 

The 1928 baseball season it is already assured, will be 
even greater. More diamonds for practice and match 
games have been provided and there will be more teams 
in the field. Lewis’ preliminary organization work was 
well under way before the end of March. 

Next to baseball, Lewis has been most successful in 
promoting basketball. Last season he organized seven 
teams and would have organized more if there had 
been more courts available. Well before the opening 
of the season he had a list of sixty prospective teams. 

The interest-in sports aroused during the last year, 
however, has shown the people of the city, the civic 
organizations and the employers of labor the desirability 
of more and better facilities for healthful recreation, and 
assurance is given that in the future far greater facili- 
ties for play will be provided; which means that more 
people will go in for sports and more sporting goods 
will be required. 

What Lewis knew that many other merchants do not 
recognize as applying to their business is what is termed 











Mr. Lewis is pic- 
tured here in 
company with a 
team that he or- 
ganized and 
which won a tro- 
phy given by the 
Beeson Hard- 

ware Co. 
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Row and Troll with The Lazy 


A new device that may be used to great , 
advantage in localities where anglers use 
more than one rod at a time, is manufac- 
tured by Kelgie Mfg. Co., 952 Mulberry 
Street, Kansas City, Mo. The Lazy, as the | 








device is called, can be clamped onto the 
boat and when trolling alone, the fisher- 
man can operate his boat and troll as ef- | 
ficiently as if the rod were held in the | 
hands. 

To release the rod when having a‘run” | 
or a “strike” the fisherman merely grasps 
the handle of the rod and raises it. The 
holder automatically releases. 

The Lazy is said to be mechanically | 
perfect, sturdy in construction and simple | 
to use. A Lazy with a stake instead of a | 
clamp can be procured for shore fishing. | 


Baseball Again Under Way 


Big League baseball is now under way. 
Once again the stimulus is provided to help 
retailers in every State and, in fact, all 
over the world to sell more baseball sup- 
plies and equipment. There are many ways 


| formed this season. 


in which the Big League can be tied up 
with retail sales and advertising. It is not 
too late to inquire in your church, club 
or similar organization if a team will be 


to supply equipment to one cr two local 


| teams this year, would you? 





Perfection Tey Oil Range 


A toy oil range made of cardboard is 
now being sent free to readers of the 
advertising of Perfection Stove Co., Inc., 
Cleveland, Ohio. While the coupon used in 
the Perfection advertising offers to send 





' these toy ranges to little girls, they are 
| available in quantities at a small cost to 
| dealers who desire them for special pub- 


licity work. 
The range is mailed flat in die-cut form 
with directions for setting it up. When 


| assembled, it looks just like the new white 


porcelain Perfection oil range and is ap- 
proximately 6 in. long and 2% in. deep. 





Chicago Toy Fair Opens Soon 
Leading manufacturers of toys will be 
represented at the Chicago Toy Fair, 
which will open on April 16. The Morri- 


son Hotel, Palmer House and Hotel Sher- | 
man will be used this year, and buyers | 


will no doubt come early, as the fair closes 


on April 29. 


You would not refuse | 


| than ever before. 
| as well as complete information can be 





Pacific Coast Toy Fair 


The Fourth Annual Pacific Coast Toy 
Fair will be held in the Palace Hotel, San 
Francisco, Cal., from May 21 to 26. All 
indications point to a bigger and better fair 
Reservations for space 


secured from the secretary, Pacific Coast 
Toy Fair Association, 742 Market Street, 
San Francisco, Cal. 





Gendron’s Playground Line 


The Gendron Wheel Co., Toledo, Ohio, 
is manufacturing a new line known as the 
Pioneer Health Builder Playground Equip- 
ment. The line consists of slides for the 
kiddies in three sizes: A Young American 





Gym, which has four distinct features in 
a single unit; a Junior and a Senior Roll- 
a-Coaster; a See-Saw; four sand boxes; 
two garden sets and five baby play yards. 
All of these items are well made and 
attractively finished. 

The Young American Gym is illustrated. 





Great Toy-Making Industry 


The toy industry has made tremendous 
strides since the late war. It is now one 
of the largest and most important indus- 
tries in the country. The peak in toy sales 
hae not yet been reached. Are you going 
to benefit by the continued upward trend? 









In anticipation of the growing demand | 
for miniature electric trains, the American 
Flyer Mfg. Co., 2225 S. Halsted St. 
Chicago, is placing on the market a com- 
plete new line of trains for the 1928 sea- 
son. This new line, to be known as the 
“American Flyer Rainbow Line” includes 
new designs in both narrow and wide 
gage freight and passenger cars, signals, 
bridges, tunnels and stations. 

One of the outstanding new items is the 
Advanced “President’s Special”, a deluxe 





wide gage train, 100 inches long, finished | 


New Miniature Train Heralds 1928 Toy Season 


in a two-tone shade of Rolls-Royce blue 


sprayed-on enamel and brilliantly decorated | 


with solid brass trimmings. 

Some of the more important features of 
this train, which is a reproduction of the 
20th Century of the New York Central 
Lines, are an automatic ringing bell on the 
locomotive, which rings steadily unless 
shut off, a power switch with which the 
current can be shut off from the locomo- 


| tive allowing the lights to remain on when 


not in motion, individual car lighting 
switches, located in the battery box, in- 









dividual window inserts of brass, etched 
nameplates showing train names, car 
names and numbers. There are also such 
touches as steps, journal boxes, battery 
boxes, air tanks, handrails, vestibule 
diaphragms and the like. 

The new line will be distributed through 
the regular jobbing channels. 
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Hardware Boosters Hold Racket 
Fine Dinner—Wonderful Show 


Under the efficient guidance of its very 
active entertainment committee, the New 
York Hardware Boosters held its Annual 
Racket at the Hotel Manger, New York 
City, Feb. 28, in the beautiful Louis XVI 
room with about 210 in attendance. The 
party was an outstanding success from the 
start. Everybody present heartily indorsed 
the affair as the best ever and very gen- 
erously praised the untiring efforts of the 
committee, headed by Past Chief Booster 
Chas. Pincus, Stanley Works, to whom 
much of the credit is due. He was as- 
sisted by Past Chief Bert Conner, Pike 
Mfg. Co.; Oscar E. Watts, E. C. Atkins 
& Co.; Len C. Warager, Brush Bros., and 
Charles J. Heale, Harpware AcE. This 
committee conducted the entire affair from 
the preliminaries a month ago to the good 
night at the close of the racket. 

A fine dinner was served, followed by 
a wonderful bill of entertainment fur- 
nished and supervised by Thornton Web- 
ster, of New York City. Mr. Webster 
also led the singing, and has been quoted 
as saying that the Boosters and their guests 
deserve first prize (if there is any) for 
banquet singing. 

At the guests’ table were the following: 
Chief Booster Fred B. Hinchman, John 
Russell Cutlery Co.; Llew S. Soule, 
Editor, Harpware AcE; R. J. Atkinson, 
president, National Retail Hardware Asso- 
ciation; Carlton Phillips, L. S. Starret Co., 
president The Nutmeggers; Ed G. Swift, 
a director of The Nutmeggers; J. T. Mc- 
Culloch, Robeson-Rochester Co.,  vice- 
president The Nutmeggers; H. M. Dem- 
arest, a Booster and president of the New 
York State Hardware Associates; Joe 
Ringler, president Manhattan and Bronx 
Associaticn; Edward F. Daily, president 
Brooklyn Hardware Association, and Lou 
Schelling, president North Jersey Hard- 
ware and Supply Association. 





H. D. Lee Dies—President and 
Founder, The Lee Hardware Co. 


H. D. Lee, president and founder of The 
Lee Hardware Co., Salina, Kan., passed 
away recently in a San Antonio, Tex., hos- 
pital. His death was unexpected, follow- 
ing a relapse from a severe heart attack. 

Mr. Lee was born in West Randolph, 
Vt., in 1849. At the age of 11 he was left 
to shift for himself and five years later, 
with a capital of $1.50, started for the 
West. He went as far as Galion, Ohio, 
where he became a night clerk in a hotel. 
By saving and economizing, he amassed 
a few thousand dollars and went into the 
oil business, but was bought out by the 
Rockefeller interests. Ill health then forced 
him further west. 

In 1888 he founded The H. D. Lee Mer- 
cantile Co. in Salina, which is now a 
wholesale grocery distributing firm. Ten 
years later he founded the Kansas City Ice 
& Storage Co. The Lee Hardware Co. was 
founded in 1902 and recently celebrated 
its silver anniversary. In 1913 Mr. Lee 
was a prime mover in the establishing of 
an overall factory in Salina. This industry 
has grown to large proportions, till now 








there are several plants devoted exclusively 
to the manufacture of a well known brand 
of overalls. He was also president of the 
H. D. Lee Flour Mills Co. The Lee in- 
stitutions are all separate, each having its 
own financial policy and own_ business 
structure. 





H. D. LEE 


Mr. Lee possessed an unusual ability as 
a builder and an organizer. The four or- 
ganizations of which he was president, 
stand as monuments to his initiative and 





Chicago Radio Manufacturers 
Announce Consolidation 


Announcement has been made of the 
consolidation of two well-known manufac- 
turers of radio receiving sets, the All- 
American Radio Corporation and_ the 
Mohawk Corporation of Illinois, both of 
Chicago. The combining companies are 
both licensees of the Radio Corporation 
of America, Westinghouse Electric Manu- 
facturing Co., General Electric Co., and 
American Telegraph & Telephone Co. 
In addition, the Mohawk Corporation holds 


| several patents of its own. 





perseverance. In his will, he appointed L. C. | 


Staples, vice-president of the Lee Mercan- 


tile Co., Fred S. Abel, treasurer of The | 


Lee Hardware Co. and Frank W. Irvin, 
treasurer of the Mercantile company as 


trustees. They will dispose of his personal | 


property, which is probably worth more 
than a million dollars. 


Clean-Up and Paint-Up Drive 
Opens in Chicago April 28 


Plans have been worked out for the con- 
duct of the annual Chicago, Ill., clean-up 
and paint-up campaign for this 
The date of the campaign has been set 
for April 28 to May 5, and a special com- 
mittee appointed, consisting of John R. 
MacGregor, of the Eagle-Picher Lead Co., 
chairman; William T. Bogon, assistant 


| growth 


The newly formed company will be 
known as the All-American Mohawk Cor- 
poration, with its factories and general 
offices at 4201 Belmont Avenue, Chicago, 
formerly occupied by the All-American 
Radio Corporation. 

The Mohawk Corporation of Illinois is 
one of the pioneers in the radio field, and 
is said to be the originator of the one- 
dial control. The All-American was or- 
ganized in 1919, its first product being the 
Rauland Audio Transformer, from which 
it has steadily expanded as a maker of 
radio receiving sets, power packs, elimi- 
nators, speakers and parts. 

Both companies, since the advent of the 
new A. C. tubes, have been manufacturing 
all-electric sets operating directly from the 
light socket. It is planned that the future 
efforts of the new All-American Mohawk 
Corporation will be centered on the A. C. 
sets, but it will also make sets for bat- 
tery operation. 

The officers of the new company, all 
well known in the radio industry, are as 
follows: 

FE. N. Rauland, president, is one of the 
pioneers in radio manufacturing and has 
been prominently known and_ associated 
with the development of the Rauland Audio 
Transformer in the days when radio was 
in its infancy. 

Gustave Frankel, vice-president, and 
Otto N. Frankfort, vice-president in charge 
of sales, are largely responsible for the 
of the Mohawk Corporation of 


| Illinois. 


spring. | 


| 


superintendent of schools; E. U. Goodman, | 


director of Boy Scouts; Otto 
banker; Ernest Palmer, board of under- 


Kasper, | 


writers; S. F. Jones, of James S. Kirk | 


& Co.; Leonard Vaughan, of the Vaughan 


Seed Co.; T. C. Powell, Chicago & East- ! 


Railroad, and Clifford W: 
of 


ern Illinois 
3arnes, of the Chicago Association 
Commerce. 

Last year the Cleap-Up and Paint-Up 
Committee, which was also headed by Mr. 
MacGregor, reported total accomplish- 
ments of 4,067,000, of which 1,095,102 had 
called for the use of paint or varnish. It 
was estimated that the total value of the 
merchandise bought last year in connec- 
tion with the campaign was $3,811,407. 





Donald MacGregor, treasurer, has for 
the past three years been treasurer of the 
R. M. A. 

Douglas De Mare, secretary, was engi- 
neer in chief of the Mohawk Corporation 
of Illinois, and will have complete charge 
of the production and engineering staff of 
the new company. 


Richards-Wilcox Mfg. Co. 
Issues Catalog No. A-44 


A very complete catalog of distinctive 
elevator door hardware has recently been 
issued by Richards-Wilcox Mfg. Co., 
Aurora, Ill. This book, known as Cata- 
log A-44, is filled with illustrated descrip- 
tions showing in detail the application of 
the Rich-Wil hangers to various types 
of doors. Elevator door hangers, closers, 
interlocks, etc. are all given prominent 
display in this book. 

Catalog N. A-44 will be sent to anyone 
upon receipt of request. 
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McCauley & Gregg Advanced by 
Inland Steel Company 


H. L. McCauley, since 1924 assistant 
district sales manager at Milwaukee for 
the Inland Steel Co., Chicago, has been 
appointed district sales manager for the 
company in that city, succeeding C. M. 
Easterly who has resigned. 

Mr. McCauley became associated with 
the Inland company in 1920, serving in the 
order department before going to the Mil- 
waukee office in 1924. Previously he had 
been associated with the American Sheet & 
Tin Plate Co. at Gary, Ind., Pittsburgh 
and Saltsburg, Pa. 

M. E. Gregg, who succeeds Mr. Mc- 
Cauley as assistant district manager at 
Milwaukee, has served in a similar capac- 
ity in the company’s St. Paul, Minn., 
office since 1925. His previous business 
associations were with the Bethlehem 
Steel Co., the Lackawanna Steel Co., the 
Republic Iron & Steel Co. and the Basset- 
Presley Co. 


Secretary Boyd Writes of 
Western Universal Advertisers 


Secretary H. L. Boyd of the Southern 
California Retail Hardware 
has sent the following letter from his 
office at 508 Spring Arcade Building, Los 
Angeles, Cal., to the members of the asso- 
ciation : 

“You may be solicited by representatives 
of Western Universal Advertisers, 415 
Chamber of Commerce Building, to buy 
coupons, similar to United Cigar coupons 
and others, to be given your customers, 
and to be redeemed by Western Universal 
Advertisers. 

“The representatives who call upon you 
may lead you to believe that Western 
Universal Advertisers are directly con- 
nected with Landers, Frary & Clark, manu- 
facturers of “Universal” products in New 
Britain, Conn. 

“We have a letter from Landers, Frary 
& Clark stating that they have no con- 
nection whatsoever with the above firm.” 





Hardware Boosters Are Hosts 
to National Council Officers 


Eight officials of the National Council 
of Traveling Salesmen’s Association were 
the guests of the New York Hardware 
Boosters at the latter’s regular meeting, 
held in the Hardware Club, 253 Broadway, 
New York City, Saturday, March 31. 
Past Chief Booster Seymour N. Sears, 
Tucker Co., New York City, now presi- 
dent of the National Council, headed the 
delegation and was the principal speaker. 
He reviewed the activities of the Council, 
told of its great work in the interest of all 
traveling men and spoke specifically on the 
“Medical Guide Book,” published for and 
issued to all members, of the absentee vot- 
ing and registration laws fostered and 
passed in New York State, and told of a 
proposed home for salesmen in Winston- 
Salem, N. C. 

With President Sears were Archie Foise, 
treasurer; Robert Smith, second vice-presi- 
dent, and president of the Shoe Travelers; 


Association | 





Arthur Loewe, past president of the Gar- 
ment Salesmen; Sol Wollerstein, secre- 
tary; George Alexander, a_ vice-presi- 
dent, and president of the Garment Sales- 
men’s Association; Arthur Williams, an- 
other vice-president, and president of the 
Piano Salesmen’s Organization, and, last 
but by no means least, our old friend, 
William G. Adams, executive director of 
the council. Each of these brought the 
greetings of their respective organizations 
and agreed to a man that Mr. Sears was 
an outstanding president of the council. 
Mr. Adams augmented the data offered | 
by Mr. Sears. 

There were about 50 present, all told. 
Chief Booster Fred Hinchman, John Rus- 
sell Cutlery Co., presided. Secretary Roy 
C. Schmidt, Stanley Works, and Treas- 
urer George W. Eadie, Harmon & Dixon, 
carried out the duties of their offices with 
their customary efficiency. 

The report of the entertainment commit- 
tee for its recent Racket, reported else- 
where in this issue, was not complete and 
so was held over for the April meeting. 
The members were very outspoken in call- 
ing the Racket the “best ever.” 

Recognizing the very definite cigar pref- 
erences of their pal and Council president, 
Seymour N. Sears, the Boosters and their 
guests smoked “Blackstones.” 





} 


Niagara Metal Stamping Corp. 
Issues Valuable Tent Book 


“Getting the Most in Your Tent and 
Out of It” is the title of an attractive 
new book recently published and distrib- 
uted by Niagara Metal Stamping Corp., 
Niagara Falls, N. Y. Among the subjects 
discussed are the selection, use and care 
of a tent, how to choose camp sites, how 
to pack a tent, and many other features of 
interest. Another section is devoted to the 
various kinds of tents now on the market. 

The Niagara Metal Stamping Co. fur- 
nishes many manufacturers of tents with 
adjustable Premax tent poles and rust- 
proof steel stakes. The book is a handy 
manual, designed to serve the camper, tour- 
ist and dealer. It will be sent to all who | 
request a copy. 





Walter J. Bunce Dead 


Walter J. Bunce, a member of the 
Adams Center, N. Y., hardware firm of 
Bunce & Withington, died at his home in 
that place recently. He was 60 years of 
age, and his death was unexpected. 


Henry H. Harris Leaves 
U. S. Hardware Co. 


Henry H. Harris recently resigned as 
a member of the board of directors of 
the U. S. Hardware Co., 389 Broadway, 
Bayonne, N. J., and has severed all con- 
nections with the company. 

Mr. Harris has made no definite plans 
for the future, and may be reached at his 
home, 74 West Fifty-fourth Street, Bay- 
onne, N. J. 





Western Implement Association 
Appoints New Committees 


The following standing committees were 
appointed by the board of directors of the 
Western Implement and Hardware Asso- 
ciation at a recent meeting: 

Legislative—A. A. Doerr, Larned, Kan., 
chairman for Kansas; Tom N. Witten, 
Trenton, Mo., chairman for Missouri; 
George H. Brett, Ponca City, Okla., chair- 
man for Oklahoma. Each of these chairmen 
was empowered to appoint committeemen 
to work with him as occasion arises. 

Trade Relations—Henry W. Fly, chair- 
man; J. F. Goodman, John C. Long and 
Jack Watson. Finance—E. C. Hood, chair- 
man; Clayton Lehman and Jack Watson. 
Freight Audit—E. C. Hood, chairman; 
Frank S. Travis, George H. Brett and 
H. J. Hodge. Insurance—H. J. Hodge, 
chairman; M. M. Smith and Fred L. 
Taylor. 





F. Baackes, Jr., Sales Agent 
American Steel & Wire Co. 


F. Baackes, Jr., has been appointed sales 
agent at Cincinnati for the American Steel 
& Wire Co., succeeding S. A. Felix, who 
has retired after 25 years of active service 
with that company. Mr. Felix started to 
work for the American Steel & Wire Co. 
in its St. Louis office. In 1915 he was 
transferred to the St. Paul, Minn., office 
and in 1918 took charge of the Cincinnati 
office. 





H. B. Maguire Will Assist 
D. A. Merriman 


H. B. Maguire, formerly assistant mana- 
ger of the Detroit office of the American 
Steel & Wire Co., Chicago, IIl., has been 
appointed assistant to D. A. Merriman, 
general manager of sales of the company. 





R. K. Greaves District Manager 
for Disston Co. in Detroit 


Robert K. Greaves has been appointed 
Detroit, district manager in charge of 
sales of tool and special steel and metal 
cutting saws for Henry Disston & Sons, 
Inc., Tacony, Philadelphia, Pa. His head- 
quarters will be at 620 East Hancock 
Street. 





W. J. Bruce Will Manage New 
Cyclone Fence Co. Plant 


W. J. Bruce, of Worcester, Mass., will 
have charge of the plant of the Bromwell 
Wire Goods Co. at Greensburg, Ind., 
which has recently been acquired and will 
be operated by the Cyclone Fence Co., 
Waukegan, III. 





Sommer Representing West 


Bend Aluminum Co. in N. Y. 


A. G. Sommer, who for several years 
was connected with the Duluth Show Case 
Co., Duluth, Minn., is now the New York 
State representative for the West Bend 
Aluminum Co., West Bend, Wis. His of- 
fice is at 708 James St., Syracuse, N. Y. 
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Norwalk Lock Co. Names 
V. H. Whiting, Sales Manager 


Victor H. Whiting has been appointed 
sales manager of the Norwalk Lock Co., 
South Norwalk, Conn. Mr. Whiting was 
connected with Sargent & Co, New 
Haven, Conn., for several years and for 
the last ten, has been in charge of door 
closers, padlocks and automobile specialties. 


Pratt & Lambert Advances 


C. J. Spaulding, who for the past three 
years has been the assistant to J. C. Roth, 
sales manager of the Central Division, 
Pratt & Lambert, Inc., Buffalo, N. Y., 
and in charge of the Architectural Service 
Division, has been appointed assistant to 
R. W. Lindsay, treasurer and general 
sales manager. 


J. C. Gillette Elected by 
Cleveland Engineers Society 


J. C. Gillette, works manager National 
Carbon Co., Cleveland, Ohio, has been 
elected chairman of a plant engineers’ 





division recently organized by the Cleve- | 


land Engineering Society. 


McRae Parker, chief engineer Cleveland | 


Worsted Mills Co., has been named vice- 
chairman, and Paul H. Voth, equipment 
engineer Willard Storage Battery Co., re- 
corder. These officers will serve until the 
annual meeting in May. 


Charles H. Dwinell Dies 


Charles H. Dwinell, proprietor of a re- 
tail hardware store in Waltham, Mass., 
committed suicide in his store on March 31. 
No reason for his act was made known, 
but his death came as a shock to his many 
friends and customers. 


United Hardware & Tool Corp. 
Distributes Graham Latches 


United Hardware & Tool Corporation, 
74 Reade Street, New York City, has been 
appointed a distributor for the Graham 
Night Latches, manufactured by the Reli- 
able Mfg. Co., New Haven, Conn. These 
latches are featured in the new United 
Hardware & Tool catalog, recently issued. 





Artistic Bronze Co. Interested * 


in Rustic Well Foundry 


The Artistic Bronze Co., Bridgeport, 
Conn., together with Howard G. Selden, 
of New York City, recently purchased a 
considerable stock interest in The Rustic 
Well Foundry, Inc., formerly of New 
York City, but now located at 2050 Fair- 
field Avenue, Bridgeport, Conn. This 
company manufactures modern brass crea- 
tions, such as lamps, book-ends and hard- 
ware articles. 

At a recent election the following offi- 
cers were elected by The Rustic Well 
Foundry, Inc.: Howard G. Selden, presi- 
dent; Garret. Thew, art director and 
founder of the company, vice-president ; 





William Winthrop Wright, treasurer, and 
Ernest V. Shaw, secretary. 

All manufacturing of the Rustic Well 
company is done in the plant of The 
Artistic Bronze Co. and a sales office is 
maintained at 225 Fifth Avenue, New 
York City. 


H. S. Wherrett, New President 
Pittsburgh Plate Glass Co. 

H. S. Wherrett, who has been vice-presi- 
dent and chairman of the commercial de- 
partment, Pittsburgh Plate Glass Co., 
Pittsburgh, Pa., has been elected president, 
succeeding the late Capt. Charles W. 
3rown. H. B. Higgins, who has been 
general manager of sales, has been elected 
a director of the company and advanced 
to vice-president and head of the commer- 
cial department, succeeding Mr. Wherrett. 

Mr. Wherrett’s elevation to the head of 











H. S. WHERRETT 











the company is a popular one. He is a 
Hoosier, 52 years old, and went to work 
for the old Diamond Plate Glass Co., 
Kokomo, Ind., in 1891 following the com- 
pletion of his high school course. That 
company in 1895 became a part of the 
Pittsburgh Plate Glass Co. and in the fol- | 
lowing year Mr. Wherrett was trans- 
ferred to the general offices of the com- 
pany in Pittsburgh. In 1901, he was 
promoted to assistant sales manager, hold- 
ing that position until 1905 when he was 
made manager of plate glass sales, re- 
maining in that position until 1916, when 
he was made chairman of the commercial 
department. He was elected a director 
and vice-president in 1919. 

Mr. Higgins has been with the Pitts- 
burgh Plate Glass Co. since 1904, the year 
he was graduated from Harvard Univer- 
sity. His connection with the company 
finds its explanation in the fact that he is 
a native of Newburyport, Mass., also the 
birthplace of the late Capt. Charles W. 
Brown, who was a very close friend of his 
father. He started at the Minneapolis 
warehouse of the company and from 1910 
to 1912 was assistant manager. For the 
next five years he was manager of the 
company’s Kansas City branch, for the 
next eight years manager of plate glass 
sales. Since 1925 he has been general 





manager of sales. 


M. C. Hermann, Western Mgr. 
for Aluminum Goods Mfg. Co. 


M. C. Hermann, who for the past several 
years has represented the Aluminum Goods 
Mfg. Co., Manitowoc, Wis., in New York 
and the States in the New England terri- 
tory, has been appointed the manager of 
the Pacific Coast office of the company, 
located in the Phelan Building, San Fran- 
cisco, Cal. 

Mr. Hermann has beeen with the com- 
pany for 17 years, starting in the. sales 
department when the company was newly 
organized. He is well posted on the alu- 
minum business, and his many friends in 
the East will miss him, but wish him suc- 
cess in his new position. 

He succeeds the late A. Rannie, who was 
in this territory for many years. 


Swedish Hardware Catalog 


Catalog No. 31 has recently been issued 
by the Scandinavian-Western Importing 
Co., 109 Lafayette Street, New York City. 
This concern does a large business each 
year in Swedish hardware through its 
offices in New York, Minneapolis, Seattle 


| and Montreal. 


The catalog contains illustrated descrip- 
tions of many products, including chisels, 
plane irons, auger bits, pliers, files, saws 
and saw blades, razors and knives. 


Bayonne Bolt & Nut Co. 
Suffers Loss Through Fire 


The five buildings comprising the plant 
of the Bayonne Bolt & Nut Corp., Bay- 
onne, N. J., were seriously damaged by 
fire on April 5. The fire started in the 
basement of the main building and spread 
to the four other structures. The office 
building of the plant, across the street 
from the factory, was not damaged. 

The damage is estimated at $250,000. 


New Aluminum Company 
Formed 


The Lincoln AJuminum Corp., Roches- 
ter, N. Y., has recently been incorporated 
and will manufacture a line of kitchen- 
ware. Among the directors are: Oney D. 
Hunsinger, Sea Breeze, N. Y.; Harland 
M. Jackson and H. Earl Miller, both of 
Rochester, N. Y. 


C. B. Chancellor Representing 
Skelton Shovel Co. in South 


Charles B. Chancellor has been ap- 
pointed the sales representative of the 
Skelton Shovel Co., Dunkirk, N. Y., for 
the fourteen States south of the Ohio 
River, west of Pittsburgh and Washing- 
ton, including Texas, Oklahoma and 
Arkansas. 

Mr. Chancellor is well known in his ter- 
ritory. He was formerly connected with 
the Baldwin Shovel Co. and the Union 
Furnace Mfg. Co. 
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Attractive Reznor Orthoray 


Reznor Mfg. Co., Mercer, Pa., has pro- 
duced a new model Reznor Orthoray gas 
heater, which has been patterned after an 
early English coal basket heater and its 


lines and proportions are of great beauty. | 


Model 1210, as it is known, has the 


regular Reznor Orthoray burner and comes 
double 


five radiants. The main front 


in 





bar is of grey iron, curved outward at the 
center and with ends meeting andirons or 
front legs. The andirons, lower rail bars, 
vases, perforated apron, are all made of 
solid brass. The heavy backwall is made 


of the best refractory clay. Furnished in | 


hard baked ebony black with a trim of 
solid in statuary bronze with 
solid brass trim. Weight 95 Ibs. 


brass, or 


Portable Electric Hand Saw 


Type B, “Wodack” Portable Electric 
Hand Saw, manufactured by Wodack Elec- 
tric Tool Corp., 4627 West Huron Street, 
| Chicago, Ill., has two advantageous fea- 








tures. In addition to vertical sawing, it 
can be used for bevel sawing at any angle 
up to 60 deg. This is accomplished by 
a tilting saw base which can be set and 
locked at any angle within this range by 
means of a slide and locknut. There is a 
width gage for vertical sawing, which can 
be set for any width up to 6 in. With it 
various widths of strips can be sawed 
without marking the wood. 

Type B has a specially designed motor 
operating on either A. C. or D. C., and 
is furnished in 110, 220 or 250 volt. Each 
saw is furnished complete with one 11 and 
one 9-in. blade. 


Alaska Firm Wants Catalogs 








Harris Hardware Co., Juneau, Alaska, | 


is in need of catalogs from manufacturers 
and jobbers of household supplies, hard- 
ware, wheel goods and electrical supplies. 





The Ladapak Stepladder 


The Ladapak stepladder, manufactured 
by Dierks Lumber & Coal Co., 700 Gates 
Bldg., Kansas City, Mo., comes in a dust- 
proof carton which keeps it clean until de- 
livered to the consumer. By shipping this 
ladder knock-down in a carton, the com- 
pany claims that 75 per cent of the storage 
space formerly required for other types 


of stepladders is saved and that four 
Ladapaks can be stored where before one 
ladder was kept. 

The Ladapak stepladder is made from 
kiln dried stock and has a full bolted con- 


struction. A wrench takes up all the slack. 





PAST, 
fORAIN 





American Stove Co. Sends New Window Trim to Dealers 


The various divisions of the American | 
Stove Co., Lorain, Ohio, are sending a 
new window trim to retail dealers through- | 
out the country. 
This new trim has three panels and two 


separate cards. A large mounted wheel | 


with easel hangs from the top of the trim, 
setting out to the front and emphasizing 
the Lorain Oven Heat Regulator. The 
three panels depict a housewife setting 
the wheel of her stove before she leaves 


| 
| 


the house in the morning, at the theater in 
the afternoon and the whole meal on the 
table at 6 p. m.; the meal having cooked 
in the oven while the housewife was away. 
The trim is lithographed in eight colors. 
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Balloon Type Vehicle Wheel 


Standard equipment on the automobiles, 
scooters and coaster wagons manufactured 
by The American National Co., Toledo, 
Ohio, includes a new type Balloon Disc 





Wheel. It is made of two heavy steel discs, 
firmly interlocked by spinning discs and 
forming a true, perfect tire rim. Either 
plain or caged roller bearings are fur- 
nished. The wheel is finished in tire gray. 
Attractive nickel plated hubs which can 
be easily detached complete the wheel. 
The illustration shows the wheel and one 
of the new scooters. 


Zima Red Head Hoe 


Farmers in Nebraska have for many 
years worked with the Zima Red Head 
Hoe and because of its success in that 
state, The American Fork & Hoe Co., 
Cleveland, Ohio, has placed ‘it before the 
trade. 

The odd shape and dished face of this 
hoe enables the user to get up close to the 
plants and still not cut the roots. It is par- 





ticularly adapted to mulching, trenching, 
digging and hilling. The keen edge cuts 
both large and small sprouts. 

A special short handle is firmly fitted to 
the head. Weight 2 Ibs. 





Giant Jr. Hose Nozzle 


One of the smallest hose nozzles ever 
manufactured is now being produced by 





the Clarke Manufacturing Co., 427 North 
Thirteenth Street, Philadelphia, Pa. The 
Giant Jr. is a small nozzle, machined 





| spirally, the effect being to transform it 





from solid brass. It can be operated with | 
one hand and throws a powerful full 
stream, coarse spray, fine spray, trickle, 
or can be positively shut off. Each Giant 
Jr. is equipped with a rubber washer. 
Twelve Giant Jr.’s are packed in an at- 
tractive counter display box. 


“Rex” Automatic Locking-Nut 


Mechanical Devices, Inc., 260 Tremont 
St., Boston, Mass., is manufacturing the 
patent “Rex” Automatic Locking-Nut. 

The nut, made of spring steel, is slotted 


to a large lock-washer, having all the 
strength and solidity of a solid nut, to- 
gether with the resilience of a spring 
washer. 

The nut is cut off the bar slightly from 
the vertical position, causing one section 
of the surface to engage before the other. 








To bring the whole face of the nut into 
engagement, the nut is turned forward 
still further, which closes up the slot, 
making the threads of the nut grip firmly 
the threads of the bolt. 

This compression is at seven different 
points, all equi-distant and extending from 
the front to the back of the nut, and all 
around it, every thread being affected. 

The company states tuat all spring- 
washers, check nuts or other aids are 
abolished by this device and that it is im- 
possible to strip threads on the nut or bolt 
as the slot takes up all the strain. 


New Gendron Wheel Catalog 


The new 1928 catalog covering the en- 
tire line of Gendron vehicles for the chil- 
dren has recently been issued by The 
Gendron Wheel Co., Toledo, Ohio. 

It is a very attractive book and has 
many illustrations in color. It lists, de- 
scribes and illustrates the many types of 
automobiles, velocipedes, scooters, coaster 
wagons, aeroplanes, sidewalk cycles, etc., 
which the company manufacturers. The 
feature of the juvenile vehicle equipment, 
the new balloon type disc wheel is also 
shown. The catalog also describes a line 
of playground equipment, Samson toy 
trucks and doll carriages. 





Plumb’s Attractive Axe Rack 


An efficient axe rack has been developed 
by Fayette -R. Plumb, Inc., Philadelphia, 
Pa., for displaying the line of Plumb axes. 

The rack stands 34 in. high, and when 
completely filled with 15 axes occupies a 





flocr space not exceeding 3 sq. ft. The 
rack comes knock-down in a corrugated 
container weighing less than 14 Ib. In- 
cluded in the container are four bolts and 
nuts to assemble the rack, a metal box to 
hold 50 Axe Sharpening booklets which 
have been prepared by Peter McLaren, a 
champion axeman, and a cardboard poster 
showing how to sharpen and hone an axe. 

The rack can be assembled in a very few 


| minutes and holds nine axes in the top 


and six displayed horizontally in clips. 
Any pattern axe, either single or double 
bit, and in size, from a man’s chopping axe 
to a house axe, can be displayed on this 
rack. It has a Duco finish. 


A Plastic Tile Cement 


The Addison-Leslie Co., Canton, Mass., 
manufacturer of Plastic Wood, has re- 
cently introduced a new product for home 
use called Plastic Wood White Water- 
proof Tile Cement. This new tile cement, 





like Plastic Wood, can be easily handled 
and moulded with the fingers or with a 
putty knife. It is of practical value for 
replacing loose tiles and filling cracks and 
holes in tiled surfaces. It can also be used 
for cementing cracked porcelain. This 
tile cement dries a flat white and has 
strong adhesive qualities. Plastic Wood 
White Waterproof Tile Cement is packed 
in % Ib. cans. 











~ 
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Whenever a housewife stops to examine the sidewalk display, a salesman is ready to answer questions or stage a 
demonstration 

















Sidewalk Demonstration 
Boosts Gasoline Stove Sales 


N spite of the rather general impression among 

dealers that gasoline pressure stoves are an item 

which sells best in strictly rural communities, where 
there is no city gas, J. A. Kerr, located at Niles, Mich., 
a city of 8000 population, is successfully selling them to 
his city customers. Last year Mr. Kerr sold sixty-three 
of these stoves, of which about 60 per cent were sold to 
customers residing in Niles, most of whose homes had 
public gas service available. 

The explanation of this seemingly unusual fact is 
‘simple—the cost of operation of a gasoline pressure 
stove is less than the cost of gas service in Niles, and 
the Kerr organization is not backward in driving this 
fact home to its customers. In order to obtain prospects, 
on each day that the weather permits one of the stoves is 
placed on the sidewalk in front of the store with the 
‘burner lighted and a kettle or two of water boiling or 
some coffee percolating. Whenever a housewife stops to 
examine this sidewalk display, one of the clerks will 





slip out of the store, ready to answer questions or stage 
a demonstration. Incidentally the use of highly colored 
enamelware utensils in this outside display attracts addi- 
tional attention to it and materially increases the sale of 
that kind of kitchenware. 

Mr. Kerr’s experience has been that in selling gasoline 
pressure stoves, as well as such items as heaters, washers 
and the like, the large majority of the transactions are 
made on the partial payment plan. He has adopted the 
policy, in selling such items to a customer whose credit 
standing is doubtful or unknown, of requiring a down 
payment of at least 25 per cent of the purchase price, 
with the balance spread out in not over twelve equal 
monthly installments. With customers whose credit is 
established, a $10 down payment and $10 installments 
are accepted. However, in all cases a carying charge of 
$1 per month, over and above the purchase price, is 
added until all payments are completed. 
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Washington News Letter 


Gorton James Addresses Credit Men on Importance of Analyzing Dis- 
tribution Costs—Tax Reduction Looked for at Present Session of Congress 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 

The importance of analyzing distri- 
bution costs as a beginning to the solu- 
tion of distribution problems was em- 
phasized by Gorton James, chief of the 
Domestic Commerce Division, Depart- 
ment of Commerce, in a recent address 
to the Association of Credit Men, Roch- 
ester, N. Y. Mr. James described ac- 
tivities of the department in endeavor- 
ing to make the elimination of waste in 
distribution as successful as previous 
efforts to eliminate waste in production. 

Mr. James pointed out that the im- 
provement in production methods dur- 
ing the past quarter century has not 
been accompanied by similar improve- 
ments in distribution methods, so that 
today the opportunity to discover real 
savings lies in the distribution of prod- 
ucts rather than in their manufacture. 
Mass production was declared to have 
added to the complexity of distribution 
problems. 

It was stated that there are already 
many evidences of experimenting in 
the field of distribution. There are, said 
Mr. James, chain stores, cooperative 
buying and selling, chains of depart- 
ments in various separately owned de- 
partment stores, direct selling, mail 
order selling, installment selling and 
so on. 

“As has often been the case, these 
changes tending to upset habits of long 
standing have aroused strong antago- 
nisms,” he added. “There are proposals 
for legal steps to prevent some of these 
developments. It would seem reason- 
able to suggest that sound analysis 
should precede any drastic action.” 

The view was expressed by Mr 
James that there could be a great sav: 
ing if there was elimination of duplica- 
tion sales efforts of many salesmen try- 
ing to sell equivalent articles to the 
same retailer. Apparently, also, he said, 
there is saving possible if selling in 
unprofitable territories can be elimi- 
nated. Increasing gross sales, he 
pointed out, does not necessarily mean 
increasing’ profits. 

“We must develop methods of cost 
analysis in the field of distribution by 
the same method of trial and error by 
which factory costing methods were 
evolved,” said Mr. James. “Our hard- 
ware wholesale cost study is as full of 
assumption’as the first factory studies 
were 25 years ago. We have already 
made several forward steps in our sec- 
ond study, of grocery wholesaling. In 





this latter study... it was found 
that four classes of commodities made 
up 42 per cent of the firm’s total sales 
but accounted for only 14 per cent of 
the inventory. Four other groups ac- 
counted for only 17 per cent of sales 
and constituted fully 49 per cent of the 
inventory.” 

The chain store was cited as one in- 
stance of the newer schemes of distri- 
bution which have been making rapid 
headway. It is heard, said Mr. James, 
that the old type stores cannot com- 
pete with the chain store but he in- 
quired as to who has measured the 
actual advantages of distributing 
through this new agency as compared 
with the old. 

“In what respects can the chain beat 
the old type of store when the latter 
is run on the new principles being 
evolved today?” Mr. James asked. “One 
element of saving is claimed in cash 
selling, yet the economies of cash sell- 
ing have been disputed. The cost of 
credit extension to retail customers is 
apparently a few tenths of 1 per cent. 
Certain cash stores report inventory 
shrinkages that mean losses greater 
than that. Thievry, careless handling, 
spoilage, and work under pressure of 
crowds add their mites. More retail 
selling time is required in a cash and 
carry store. Business comes in peak 
loads and the entire selling transaction 
must be finished at once. This adds to 
the congestion of the store. In a store 
which gives delivery service, the order 
can be taken and set aside to be packed 
for delivery after the rush. Thus the 
work of the sales force can be divided 
more evenly and customers disposed of 
more promptly. The final answer re- 
garding chain stores cannot be given 
without further analysis, but there is 
enough to indicate a place for both 
types. 

“The cost of credit extension needs 
verification. In the experience of the 
credit man are many valuable sug- 
gestions as to the cost of financial 
troubles. The Dun reports attempt to 
classify failures by causes, but it is 
evident that more fundamental facts 
could be learned if conditions which 
have led up to each failure could be 
analyzed. It is hoped that such an- 
alyses can be carried out in sufficient 
number to give a more accurate sta- 
tistical summary of underlying causes. 

“There are still other steps toward 
the solution of distribution problems, 








important among which is the proposed 
national census of distribution. Manu- 
facturers, in studying production prob- 
lems, early felt the need of nation-wide 
statistics on production. A _ national 
census of manufacturers was called for 
and is now taken biennially by the De- 
partment of Commerce. . . . A 
national census of distribution such as 
is provided for in the authorization bill 
for the fifteenth decennial census pend- 
ing before Congress would provide for 
the first time comprehensive data upon 
which to begin the study of distribution 
problems on a large scale.” 


Tax reduction at the present session 
of Congress once more seems likely. 
That prospect has been held out previ- 
ously only to be shadowed by dark 
clouds. It has been a case of off-again, 
on-again. But since the Treasury has 
figured up receipts and checked them 
against expenditures a_ slash looks 
probable. Yet the Treasury has pared 
its original estimate of $225,000,000. 
Secretary Mellon told the Senate Cim- 
mittee on Finance last week that the cut 
should not be greater than $182,115,000if 
there is an appropriation of $30,000,000 
for flood control, while if such an appro- 
priation is not made the cut should not 
be greater than $201,115,000. The Re- 
publicans of the committee are support- 
ing the Treasury but the Democratic 
members are holding out for a cut of 
$300,000,000 as against the House bill 
cut of $289,000,000. The Democrats, 
too, are insisting on a corporation tax 
cut to 11 per cent as against the pres- 
ent rate of 13.5 per cent. The Republi- 
cans of the committee have voted to 
make this cut down to 12 per cent as 
against the House bill cut of 11.5 per 
cent. They sustained the Treasury in 
voting against the automobile tax 
elimination while the Democrate mem- 
bers are supporting its elimination. 
Other tax cuts also are being sponsored 
by the Democrats in opposition to the 
Republicans. So it has become a politi- 
cal fight with the vote close, slightly in 
favor of the Republicans, but should 
any of the latter switch in the final 
vote the administration would be de- 
feated. It is likely, however, that there 
will be a compromise between .°the 
House and the Senate with the admin- 
istration sharing the greater victory 
though not a complete one. 
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Weather Conditions Continue 
to Govern Trend of Hardware 


Sales—Prices Firm 


NEw YorK, April 11.—The general trend of market reports from 
important market centers indicate that sales in seasonal hardware 


items are following closely the variations of the weather. 


Eastern 


jobbers and retailers are reporting a good average of sales, while 
some of the Western and Middle Western markets are noting a 


temporary slowing up of trade. 


The price situation continues its firm tone and little change is 


looked for at this time. 


Countrywide conditions in the hardware trade point to a satis- 


factory average for the first half of the year. 
advanced season, jobbers and retailers look for a good volume of | 


With a somewhat 


trade during the coming months, particularly in the agricultural 


districts. 





Week’s Prices Average 98.1 P. C., 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced April 1 that the previ- 
ous week’s wholesale commodity prices, 
based on Dun’s quotations, averaged 
98.1 per cent of the 1926 level. The 
purchasing power of the dollar was 102 
on a 1926 basis of 100 cents, says the 
Journal of Commerce. 

Crump’s index for the week on the 
revised 1926 level was 94.4. 

The Italian index on the revised 1926 
level for the week ended March 24 was 
75.1. 


Car Loadings Show Gain for 
Week Ended March 24 


Revenue freight loaded 950,428 cars 
during the week ended March 24, an 
increase of 6342 cars over the previous 
week, but a decrease of 53,108 cars 
from the corresponding week last year. 

Miscellaneous freight loaded 369,888 
cars; increase of 8604 cars over the 
preceding week, but 6389 cars less 
than the same week a year ago. 

Coal loadings totaled 157,077 cars, 
a decrease of 3288 cars from the week 
before and 49,309 cars less than the 
same week in 1927. 

Grain and grain products required 
46,599 cars, an increase of 2181 cars 
over the preceding week and 9642 cars 
more than the corresponding week last 


year. 
‘Live stock filled 28,055 cars, a de- 
crease of 1157 cars from the previous 
week, but an increase of 958 cars over 
the same week in 1927. 
Forest products loaded 69,290 cars, 
an increase .of 2154 cars over the week 











before, but 1603 cars below the same 
week a year ago. 

Ore used 8548 cars, a gain of 410 
cars over the previous week, but 2809 
cars less than the corresponding week 
last year. 

Coke loaded 10,330 cars, a decrease 
of 764 cars from the preceding week 
and 1728 cars below the same week in 
1927. 


Farm Bankruptcies Fall Sharply 
In 1927, Federal Statistics Show 


Farm bankruptcies in the United 
States declined sharply in 1927, al- 
though the proportion per thousand 
farms remained much higher than be- 
fore the war, according to figures com- 
piled by the Department of Agricul- 
ture. These statistics show the bank- 
ruptcy rate in 1927 was .99 per 1000 
farms, compared with 1.22 in 1926, 1.23 
in 1925 and 1.22 in 1924. The number 
of farm bankruptcies per 1000 farms 
in 1913 was only .15, or slightly more 
than the average for the decade 1905 
to 1914. 

Apparently financial difficulties in 
agriculture since the war, says the de- 
partment, have been associated not 
with abnormal advances in land values 
alone, but also with uncertain, highly 
variable and generally depressed farm 
receipts and with the persistence of 
relatively high and inflexible costs of 
production on the farm. 

“The numerous farm bankruptcies of 
the last three or four years are a de- 
layed reflection of the depression of 
1921-22,” the department explained. 
“In like manner the decline in the bank- 
ruptcy rate in 1927 may be considered 
evidence both that the job of clearing 














General Market News 


im) 


away the wreckage of the depression 
period is nearing completion and also 
that the last few years have been on 
the whole a period of agricultural re- 
covery. 

“Farm bankruptcies do not fully re- 
flect the financial difficulties of agricul- 
ture. The number of farmers who re- 
sort to the bankruptcy courts is rela- 
tively small, even in hard times. A 
survey based on 69,000 owner farmers 
and: 26,000 tenant farmers in fifteen 
States of the Middle West for the 
period January, 1920, to January, 1923, 
showed that the proportion of finan- 
cially distressed farmers who lose their 
property without foreclosure on bank- 
ruptcy is larger than the proportion 
who lose it through such proceedings. 
Moreover, many insolvent farmers re- 
tain their farms through the leniency 
of creditors. Thus, the fact that the 
rate of business bankruptcies is much 
higher than the rate of farm bankrupt- 
cies is not a measure of relative farm 
and business conditions.” 





Week’s Bank Debits Drop But 
Increase Over Year 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended March 28, aggregated $15,577,- 
000,000, or 13.7 per cent below the total 
of $18,051,000,000 reported for the pre- 
ceding week and 17.8 per cent above 
the total for the week ended March 30, 
1927. 

Aggregate debits for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $14,868,630,000, as compared with 
$17,252,334,000 for the preceding week 
and $12,535,829,000 for the week ended 
March 30, 1927. 





Bank Failures Decrease in First 


Quarter of 1928 


The record of banking failures in 
the United States for the first quarter 
of this year, compiled by R. G. Dun & 
Co., reveals a decided improvement 
over the returns for the corresponding 
period of 1927. Such failures in the 
three months recently ended numbered 
109, with liabilities of $36,802,098, and 
these totals are well below the 174 
similar reverses, involving $66,619,- 
286, last year. Reduced to percentages, 
the numerical decrease is 37.4 per cent, 
while the falling off in the indebted- 
ness is 44.8 per cent. The current 
statistics also disclose a substantial 
betterment in comparison with those 
for the first quarter of 1925 and 1924; 
in 1924 the banking failures numbered 
265 for the first quarter, and involved 
more than $100,000,000. 
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Pittsburgh Reports General Improvement— 
Seasonal Goods Doing Well 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, April 10.—Several days of real spring weather have made 
a wonderful difference in hardware business in this area, and while 
jobbers still are talking rather pessimistically, it is admitted that 
seasonal goods are doing better and there is evidence on all sides of 
additional improvement in the activities seen about the gardens and 


lawns. 


Even the steel business seems to be better with the advent of 


spring. There has not been much reason for complaint over sales, pro- 
duction and shipments this year, but the price situation has been un- 


certain and disturbing. 


In that direction it develops that where the 


test of higher prices has been applied there has not been nearly as much 


resistance to them as manufacturers feared. 
more clearly defined as to prices in the past week or ten days. 


The market has become 
While 


a good deal of steel will move this month at the low prices of the first 
quarter, there is much less talk of concessions from the present quota- 
tions than there was recently. Producers seem to have suddenly come 
to the conclusion that the anxiety they have been showing about keep- 
ing their mills running full was uncalled for and also was costing high. 


Galvanized tubs and pails have been advanced 5 per cent. 


Sash 


weights have dropped a little in price and a slight reduction is reported 


in air rifle shot. 
change. 


Hardware prices otherwise are without important 
Collections still are poor in this district. 





AUTOMOBILE TIRES AND TUBES. 
—Business still is slow in this district. 
The motor car dealers are driving hard 
for orders for new cars and that cuts 
into replacements of old tires on old 
cars. The weakness of crude rubber ob- 
viates the possibility of higher tire 
prices and that is another reason for 
cautious buying. Prices to retailers of 
the popular sizes of tires and tubes 
sold through hardware dealers: 


Casings.—High pressure, cord, 30 x 
3% in., ee re 10 each; same ex- 


tra size, $8.30; x 4 in., $13; 32 x°4 
in., $13.80; xt in, sii 32 x 4% 
in., $20.20; 33 x 5 in., $25 50; Gelloun 


29x 4.40 in., $9.16; 30 x 5 in., $13; 31 
x 5 in., $13.55; 30 x 5.25 in., 20 in 
rim, $15.15; 21 in. rim, $15. my? 30 x 5.57 
in., $20.85; 30 x . an, $20 40; 32 x 6 
in., 20 in. rim, $21. : 31 in. rim, ay 80 
Tubes.—High Src Sg tan, x 
3% in. clincher, $1.60 each; 31 x j ‘in. * 
$2.40; 32 x 4 in., 2.50; 33 B 
$2.60: 32 x 4% er 4% in _ “s 
$3; 34 x 4% in., $3.1 + a 3.7: 
gray tubes sell ee. ‘te me less; bale 
x 


loon, gray, 29 x 4.40 in., 

Bie $2.25; 31 x 5 in., $2 30: 30 x 5.25 
, 20 in, rim, $2.55; 21 in. rim, $2.65; 

30 "x 5.77 in., & 10; 32 x 6 in., 3.10: 


33 x 6 in., $3.5 
AXES.—Light uae axes are selling 
fairly well here. Jobbers quote: 


Red ‘Warrior, 3% to 4% Ib., han- 
oe. eae bit, $18.85 per doz.; double 
c 5 


BATTERIES.—Demand for dry cell 
radio batteries is only fair in this area. 
Jobbers quote: 


Broken Unit 

Packages Packages 
DN CD: ys dae ee sackville Se $2.53 33 
| RRR ERE 3.33 
BU EE oles ied co Whee 2.06 1.92 
Ie. 3.00 2.80 
| ere 1.32 1.14 
. NER oe 42 .39 
DE o-oo > oes 4 8 eo 1.05 97 
OS error oc 1.40 1.30 
SS ~ RAR ae 1.40 1.30 
SS eres er et rere 2.06 1.92 


No. 6 dry cells, ignition type unit 

packages, 321%4c. each. 
Flashlights.—-No. 935, 9%4c. each; 
zo. a 9%4c.: 0 790, 1814c.; No. 705, 
: No. 750, 18%c.; No. 761, 25c. 





Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 
BOLTS, NUTS AND RIVETS.—Job- 
bers report demand to be steady rather 
than active. They quote: 
Bolts.—All styles except stove Pn 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list 
Nuts.—All aie 60 to 62% per 


cent off list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 


ets, 60 per cent off list. 
BUILDERS’ HARDW ARE.—More open 
weather is helping construction work 
and there has been a considerable quick- 
ening in the demand for this line, prices 
of which are very firm. Jobbers quote: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
3% in. x 3% in., $19; 4 in. x 4 in., $30. 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., P 10 in., ; 
— heavy, T, 6 $2.30 p Lg 
3 in., $3.40; 10 in., 36. 40; light strap, 
with’ screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 pair; 


4 in., $12.6 
Hasps.—Haneger, taney screws, 
C 


single dozen KH 3 in r doz.; 
4 in., 79c.; $1.05; Rh 3 in., 
97c. per ee: "4 in., $1.1 6 in., 
$1.60. 


Garage Sets.—Swinging hinges, 10 
in., $3 per set. 
CARPET SWEEPERS. — Continued 
good demand is noted for this line, 
which jobbers quote: 


Bissel’s Grand Rapids, japanned 
trim, $44 per doz.; nickel-plated trim, 
$48. Universal, $42; standard, $36: 
Junior, $16: Little Gem, $4; Sterling 
Sweepers, $24 per doz. 


FARM, GARDEN AND LAWN.—Here 
is where there has been real improve- 
ment in business, in which everything 
except watering supplies has shared. 
Jobbers quote: 

Rakes and Hoes.—Manure 


$15.24; 
per doz.; No. 72, $14.28; garden rakes, 








No. 014, $5.64 per doz.; 
No. 514, $9; lawn rakes, No. 124R, 
$5.50 per doz.; field i. $6 per oe. 
Barrows. — Garden, 7 if 
each; No. 82, $4.75; No. $5; No. 34, 
$7.75; No. 45, $4.50; No. es, $5. 75; No. 


25, $6.25. 

Trowels.—Gardens, No. 7, $1.40 per 
doz.; No. 803, 90c.; No. 809, $2; No. 
100, $3.50; No. 85, 80c.; No. 02, 75c. 

Grass Hooks and Shears — Hooks, 
No. 7, $2.50 per doz.; No. 450, $4; Ger- 
man, $3.60; English, $7; Shears, No. 
360, $3 per doz.; No. 380, $3.60: No. 
520, $5.50; No. 525, $7: No. 540, $6. 

Shears. — Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.25 to 
$1.75 each; 9 in., $1.40 to $1.90; 10 in., 
$1.60 to $2 
— Tree, 


Pruners. Water, $1.30 to 
$1.60 each; Division, $2 to $2.10; Rock- 


No. 512, $8.64; 


dale, $1.35 to $1.65; McKinney, $2.60 
to $3.60. 
Hose, Reels and Nozzles.—Garden 
hose in ft. rolls, % in. Se. per ft.; 
in., 9%c.; % in, 11c. nozzles, 
$4. 60 to $6 per doz. reels, e4 to $4 
each. 
Sprinklers.—Ring, 50c. each; Rain 


King, $2.35; Giant Rain King, $7.50 
Pluvius, $1.15. 

Sprinkling gt ey 4 at., 
$6 per doz.; 6 , $6.60; 8 qt., $7.50; 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8.75 
each; 14 in., $5.25 to $13; 16 in., $5.75 
to $13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays.—Bordeaux mixtures, 1 Ib. 
papers, 25c. per lb.; in 100-Ib. drums, 
15e. per Ib.; arsenate of lead, 1 Ib. 
papers, 25c. per Ib.; in 100-Ib. drums, 


16c. per Ib. 

HOUSE - CLEANING SUPPLIES. 
Are jobbers moving many mops, 
sponges, cleaners, etc.? Well rather, 
and about everything that goes with 
these annual wars of winter house ac- 
cumulations. They quote: 

Mops.—O-Cedar, 33% per cent off 


list; Cotton, best grade, No. 12, $4.20 
per doz.; No. 20, $6; No. 30, $10; No 
36, 13.50. Second grade, No. 12, 
$2.75: No. 20, $4.50; No. 30, $6.75; No. 
36. $8.40. 

Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 


7.50; 15 x 20 in., $9.20. 

Waxes.—Johnson paste ae. 1 Ib 
cans, 75c.: 2 . cans, $1.7 4 Ib. 
cans, $3; 8 Ib. cans, $6; Old Senaten, 
1 Ib. cans, 85c.; 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; liquid wax, Johnson, pints, 
75e.; quaetn $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealer's discount, 
3314. per cent. 

Sponges. — According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners. — Smoky City and 
Cleveland, 85c. per doz. cans: Climax. 
$1 per doz, cans: Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per ft. 

Floor Polishers.—Johnson’s electric. 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.: No. 4, $1.20. 


INCUBATORS AND BROODERS.—No 
letup yet is noted in the demand and 
there probably will not be for a while, 
as the market is strong for chickens 
and there is money in them. Jobbers 
quote: 


Incubators, No. 1. $26.2 
2, $31.15; No. 3, $40.43: No. 
No. 5, $75.90; No. 14E. $11.55; 
$19. 25: No. 17E, $25.73: brooders, 
portable, No. 20, $8.23 each: No. 21, 
$10.85; No. 21, $13.30: blue flame, No. 


5 eget: No. 
$47.60: 
tne 16F., 


80, $14: No. 81, $15.75: coal burning, 
No. 117, $15.05: No. 118, $18.55; No. 
119, $21. 








sittibinatuliiinaainin 











88 HARDWARE AGE for APRIL 12, 1928 








PAINTING SUPPLIES.—Demand still ; behind and jobbers still report a satis- a. zs vette eee eee eens 4 Lee 

is getting better. Turpentine is down | factory sale. They quote: ou Rhettiabuetieks 5 3.85 

2c. a gallon; prices otherwise are un- Continental ventilators, wooden ro 3 settee eet eeeees Lr} hee 

type, No. 923; $3.65; No. 937, $4.00; Sue BD cover esscocscsrs ; 
changed. No. 949, $5.50; No. 595, $6. 65: No. ye a reer 3.80 4.45 
Prices to retailers: Ready mixed 1537, $5.25; No. 1549, $7.10, and No. Barbed Wire (per 80-rod spool) 

paints, best grades, $2.60 per gallon; 836, 33 35. All prices per dozen. 2-point cattle $2.97 
lower grades, $2.00 (whites and dark Continental ventilators, metal type, CI ee ea ees 318 
greens, l5c. per gal. higher); white No. 833, $4.60; No. 837, $4.75; } i. i pees  pebbebetekauapheekeeed > 
lead, 13%c. per Ib. in 100-Ib lots; 10 1137, $5.30: No. i145, $6.35; No. 1437, Pe meena Tah Neee theses 3°17 
per cent less in lots of 500 lbs. or $6.90, and No. 1445, $7.80. ' All prices Bneiee ttle (special) ........ 9°95 
more and extra 4 per cent less in per dozen. po = = Ewe oe eal - 
lots of a ton or more; turpentine, 75c. Diamond E ventilators, all metal Field Woven Wire Fence (per 100 
per gallon in barrel lots; raw linseed type, No. 01, $4.40; No. 02, $4.80; No. 
oil, 11.6c per lb. in barrel lots. 03, $5.60; No. 1, $5. 20: No. A $5. 60 

SCREEN WIRE CLOTH.—There is| 3, $6.40; No. 4. $7.60; No. 5, $8.40. 

still another item that is active at this 





time. Warm weather brings the flies | 
and also a desire to get a little air | 
through the houses; this develops that a | 
good many of the screen doors and win- 
dows need repairs. Jobbers quote: 


Black, $1.80 per 100 sa. ft.; opal, | more settled. 


WIRE PRODUCTS. — Movement of 
|fence and fencing supplies is running 
well up to the average of other recent 
|years. Fairly good demand is noted for 
|nails. The mill price situation appears 





Steel Fence Posts: 
Galvanized Painted 





$2.10; bronze, $5.5 | the quote from Pittsburgh jobbers’ Tubular Formed 

. stocks: 5 
VENTILATORS.—The fall is usually | (Fence Wire L epeeeeeees oo ee 
the most active period for window ven- “9 ere were —— ft eee 5c. each 40c. each 
° ° ° | No. 9 gage......90. 2 S00 | be FE. cccccivccccoccosezcres tS 5e. eac 
tilators, but the spring is not very far | No. 10 ................ 3.10 3.55 Bright nails, base, per keg, $2.85. 





Screen Cloth Sales Stimulated by Window Displays 





theory that wire cloth is an absolutely staple hard- 

ware item and, as such, it is only necessary to carry 
a stock during the selling season, and any one who wants 
it will come in and buy it. However it has been the 
experience of Cobb, Whyte & Laemmer, Chicago hard- 
ware retailers, that wire cloth sales can be stimulated by 
window and store displays just the same as any other 
line of merchandise. 

While J. E. Laemmer, junior partner of the firm, 
admits that the total distribution of wire cloth in any 
community is fairly uniform, with approximately a 10 
per cent increase, on the average from year to year, he 
maintains that it is very essential that the individual 


A GREAT many hardware dealers apparently have a 


dealer merchandise the item through displays if he is 
to retain his share of the total business. In other words, 
the average customer will buy a staple item of this kind 
more quickly from the store that reminds him of it 
through an attractive display. 

With this thought in mind, Cobb, Whyte & Laemmer 
use considerable window space in the early spring each 
year and the fact that, while the active selling season is 
only about five months long, the firm turns its stock 
of wire cloth about three times in that period, is proof 
that their contentions have merit. 

This display features products manufactured by Gil- 
bert & Bennett Mfg. Co., Chicago, III. 
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Cincinnati Reports Temporary Setback 
in Business Conditions—Few Price Changes 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, April 10.—Business transacted by local jobbers in the 
past two weeks has shown a decrease, which is reflected in the volume 
of sales compared with those in 1927, total bookings since the first of 


the year having fallen behind those 


in the same period last year. 


That the setback is only temporary is the prevailing opinion in the 
market, because conditions are fundamentally sound. Dealers are tak- 
ing a liberal amount of spring stock and are confident that the months 


of April and May will bring them a brisk trade. 


In addition, staple 


goods are moving at a moderate rate. 

Building construction work is getting under way on an extensive 
scale and will be carried on in at least the same volume as in 1927. 
Employment in industrial plants in this district is increasing so that 
the buying power of the public is enhanced, while the agricultural situa- 


tion is regarded as favorable. 


These, with other factors, are expected 


to result in a good retail and wholesale hardware business throughout 


the spring. 


A virtual absence of price changes is noted, quotations in practically 


all commodities remaining the same. 
which have advanced 10 per cent. 


The only exception is stove bolts, 


Collections have been fair and improvement in this respect is looked 


for. 


AUTOMOBILE ACCESS ORIES.— 
Business has picked up somewhat in the 
past few weeks, but has not yet reached 
large enough proportions to be consid- 
ered good. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 


Tires 30x34 29x4.40 
Cheap erade ......... 5.00 $6.30 
Medium grade ......... 6.10 7.55 
eee 8.75 9.65 

Tubes: 
ree 1.00 1.25 
Medium grade ........ 1.25 
BP NO ov vcieeectsacs 1.45 1.85 


Note—30 x 3% unguaranteed cord 
tires, $4.25 each. 

Spark 4 on eereet spark plugs, 
32c. each in lots of 100; Ford 
spark plugs, packed one set of four 
to a box, $1.10 per box. 

Chamois ee —13 x 16 in., 7. 
each; 14 x 18 in., 54c. each; 15 x 
in., 65c. each. The chamois skins ‘ae 
packed one to an envelope and 12 
envelopes in a box. 

Polish.—HLF polish in % pints, 
packed 24 to a case, 50c, per % pint; 
HLF polish in pint bottles, 
12 to a case, $1 per pint; HLF polish 
in quarts, packed six to a case, $1.50 
per quart. On the above prices there 
is a discount of 40 per cent on indi- 
vidual packages, 40 and 5 in cases, 
and 40 and 10 in % gross lots. 


BOLTS AND NUTS.—Stove bolts have 
gone up approximately 10 per cent, but 
otherwise the market is the same as it 
has been for the past few months. 
Sales are only fair at best. 
We quote from Cincinnati jobbers 
Cut thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove bolts, 


20 per cent off list; square, hexagon 
and tap nuts, 60 per cent off list. 


BUILDERS’ HARDWARE.—The mild 
weather which Cincinnati has enjoyed 
on two oceasions fecently has enabled 





outdoor construction work to get un- 
der way, and this activity is expected to 
be reflected in increased sales of build- 
ers’ hardware. Prices have not been al- 
tered. 


We quote from Cincinnati jobbers’ 
stocks: 

Sash Weights.—Sash weights, $1.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 


CROQUET SETS.—Dealers are order- 


ing this commodity at a fair rate. 


We quote from Cincinnati jobbers’ 
stocks: 
No. 5, four-ball i. $1.40; No. 10, 


six-ball set, $1.70; No. A, eight- 
ball set, $2; No. 3, eight-ball ‘at, 
$3.80; No. 1, eight-ball set, $2.80. 


GALVANIZED SPRINKLERS.—Job- 
bers are shipping good quantities of 
sprinklers to the retail trade. 


We quote from Cincinnati jobbers’ 
stocks: 


Four qt. sprinkling pots, $5.25 per 
doz.; 6 qt. sprinkling pots, $5.95 per 
doz.; 8 qt. sprinkling pots, $7.10 per 
doz.; 10 qt. sprinkling pots, $7.90 per 
oo: 12 qt. springling pots, $9 per 

oz. 


GARDEN HOSE.—Retailers’ stocks are 
being built up to good proportions at 
the present time, and a normal season 
is looked for. 
We quote from Cincinnati jobbers’ 
stocks: 
Rubber Hose.—5 ply, % in., 7c. per 
ft. in 50-ft. lengths; 6 ply, % in., 8%c. 
per ft. in 50-ft. lengths; 7 ply, in., 
10%c. per ft. in 50-ft. lengths; double 
braid in % 500-ft. coils, 8%4c. 
per ft. 


HOES.—In this line business has been 
fairly good. 


We quote from Cincinnati jobbers’ 
stocks: 

First grade true-tempered socket 
garden hoes in 6 in.. size, $9.84 per 
doz.; 6% in., $9.96 per doz.; 7 in., 
$9.96 per doz. 


in., 








True-tempered cotton hoes in 6 in. 
size, $7.44 per doz.; 6% in., $7.68 per 


doz.; 7 in., $8.40 per doz. 
Black finish hoes in 6 in. size, $6.36 
per doz.; 6% in., $6.72 per doz. 


HOSE ATTACHMENTS.—Here sales 
have been about normal. 


We quote from Cincinnati jobbers’ 
stocks: 


Diamond nozzles, $3.60 per doz.; 
Pet nozzles, $4.90 per doz.; Gem 
nozzles, $5.50 per doz, 


HOSE REELS.—Shipments from ware- 
houses have been going forward at a 
moderate rate. 

We quote from Cincinnati jobbers’ 


stocks: 
Wooden hose ree ~*~ $14.50 per doz.; 





Victor iron hose root $2 each; No. 
10 iron hose reels, $3.55 each. Donley 
Alsteel hose reels, $1. 65 each. 


ICE CREAM FREEZERS.—It is a lit- 

tle early for this line, but inquiries give 

promise of a steady business ahead. 
We quote from Cincinnati jobbers’ 


stocks: 

White Mountain.—1 qt. $2.43 each; 
2 qt., $2.83 each; 3 qt., $3.38 each; 
4 qt., $4.13 each; 6 qt., $5.33 each; 
8 qt., $6.75 each. 

Arctic.—1 qt., $2 each; 2 qt., $2.30 
eachy 3 qt., $2.78 each; 4 at., $3. 40 
each; 6 qt., $4.30 each; 8 qt., $5.55 
each. 

Peerless.—1 qt., $2.95 each; 2 qt., 
$3.45 each; 3 qt., "$4. 10 each; 4 qt., $5 
each; 6 qt., $6.30 each; 8 qt., $8.20 
each. On all sizes of Peerless a dis- 


count of 25 and 10 per cent applies on 
the above prices. 


JUVENILE VEHICLES.—Business has 


been well maintained in the past 
month. 
We quote from Cincinnati jobbers’ 
stocks: 
« Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 
Sidewalk Cycles. — No. 11, $11.50 
each; No. 12, $12.75 each. 
Velocipedes.—No. 6K, $2.90 each 


No. 7B, $3.30 each; No. 46, $7.40 each. 


LAWN MOWERS.—The retail trade is 
taking a liberal quantity of lawn 
mowers, and indications are that sales 
this season will be fully equal to those 
in 1927. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap Grade.—12 in., $4.85 each; 
14 in., $5.15 each; 16 in., $5.45 each. 

Ball Bearing.—14 in. medium grade, 
$8.15 each; 14 in., good grade, $9.25 
each; 14 in., best grade, $11 each; 
16 in., medium grade, $8.50 each; 16 
in., good grade, $9.75 each; 16 in., best 
grade, $11.50 each: 18 in., medium 

ade, $8.85 each; 18 in., good grade, 
~~ + each; 18 in., best grade, $12 
each, 


LAWN RAKES.—Sales have been good 
in the past two weeks. 


We quote from Cincinnati jobbers’ 
stocks: 

Wire lawn rakes, $6.75 per dozen; 
wooden lawn rakes, $6.50 per dozen. 
NAILS.—The volume of nail business 
has fallen off slightly in the last ten 


days. 
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We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 


POULTRY NETTING.—In this line or- 
ders have been placed at a good rate 


with local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 

Poultry netting, galvanized after, 
0 per cent off list; poultry netting, 
a before, 60 and 10 per cent 
re) ist. 


RAKES.—tThe spring call for this item 


has been up to normal. 


We quote from Cincinnati jobbers’ 
stocks: 

True-tempered = grade 12 - tooth 
rakes, $9.12 per doz.; 14-tooth, $9.84 
per doz.; 16-tooth, $10.56 per doz.; 
competition grade, 12-tooth rakes, $5 
per doz.; 14-tooth, $5.25 per doz.; 16- 
tooth, $5.85 per doz. 


ROOFING MATERIAL.—Improvement 
is noted in the demand for roofing ma- 
terial, and the next two months are ex- 


pected to bring forth a good volume 
orders. 


We quote ftom Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light~ standard, 
$1.10; medium standard, $1.35; heavy 
standard, $1.60; light Holdfast, $1.35: 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal., in 
half-barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib., 12c.; in 5-lb. cans, 9%c. per Ib.; 
in 10-lb. cans, 9c. per Ib.; in 25-Ib. 
cans, 8c. per lb. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c per Ib.; in 10-lb. cans, 6 
cans to the box, 7%c. per Ib. 


ROPE.—There has been no change i 
prices. 
We quote from Cincinnati jobbers’ 
stocks: 
Manila rope, 23%c. a lb.; sisal rope, 
144c. a 


of 


SANITARY PRODUCTS.—Jobbers are 
well pleased with the demand from the 


retail trade for these items. 


We quote from Cincinnati jobbers’ 
stocks: 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz., case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 


REAT men are men who achieve greatly in a simple 
They do not sham, they do 
not bluff, their methods are so simple and direct that 
they confuse us by their very simplicity. Most of us 
have the feeling that it must be by some mighty effort 
at achievement that enduring fame is to be won, but 
It is the capacity for being 


and direct manner. 


really such is not the case. 


our own very selves that brings out what is in us of 
value to our generation, if we are inspired to do our 
very best while trying to achieve all that we are capable 
of. 








lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $12 per qt., 
and dozen quantity, $1.75 per at. 

Presto Products.—Oil soap, 16 oz. 

size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
1.20 per doz.; Met-L-Shyn, 8 oz. size, 
3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.00 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 

Economy plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-lb. 
size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 


SCREEN DOORS.—Retailers are be- 
ginning to move their stock, now that a 
few warm days have appeared. 


We quote from Cincinnati jobbers’ 
stocks: 

Screen Doors. — No. 241, $18 per 
doz.: No. 281, $19 per doz.;: No. 314, 
$25.30 per doz.; No. 355, $34.90 per 
doz.; No. 315. $32.10 per doz.; No. 
315, galvanized, $32.60 per doz. Note 
that all of the above quotations are 
on the size 2 ft. 10 in. x 6 ft. 10 in. 


SCREWS.—Business has been about 
normal, and prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 60 and 7% 
off list: flat head blue screws, 60 and 
2% off list; flat head brass screws, 
50, 10 and 10 off list: round head 
blue screws, 50, 10 and 10 off list, 
round head brass screws, 50 and 10 
off list; bright wire goods, 85 and 25 
off list. 


SHEARS.—The call for this item has 
been exceptionally good. 


We quote from Cincinnati jobbers’ 
stocks: 

Pruning Shears.—No. 1091S, $4.20 

per doz.; No. 25, $2 per doz.; No. 
bo92V, $7.25 per doz.; No. 2192, $11.45 
per doz.; No. 4192F," $15.20 per doz.; 
No. 4155F. $31 per doz. 

Hedge Shears — 8 in., $1.10 per 
pair; 9 in., $1.20 per pair’ a in., si3 30 
per pair; ‘lady’ s size, 100L, 80c. 
per pair. 


SPADING FORKS.—There has been no 
change in this commodity. 


We quote from Cincinnati jobbers’ 
stocks: 
Light weight spading forks, $10.80 


Great Men 


bestow upon us. 





per doz.; heavy grade steel D forks, 
$15.84 per doz.; heavy grade wooden 

.80 per doz.; Jumbo forks, 
$21.12 per doz. 


SPRAYERS.—Business is holding up 
to a good standard. 


We quote from Cincinnati jobbers’ 
stocks: 

Paragon sprayers, 30 and 5 off list; 
in lots of 5 or more, 35 off list. 


VENTILATORS.—Sales have been of 
fairly good volume, and prices are un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: 


Continental ventilators, wooden 


$5.25; No. 1549, $7.10, and No. 836, 
$3.35, all prices per doz. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
yA $5. '30; No. 1145, $6.35; No. 1437, 
$6.90 and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 


No. x 
$8.40." All demand E prices are per 
dozen. 


WATER COOLERS.—Some sales are 
being made to retailers, although the 
bulk of the season’s business has not 
been placed. 


We quote from Cincincati jobbers’ 
stocks: 2 gal. cooler, $1.80 each; 3 
gal. cooler, $2.05 each; 4 gal. cooler, 
$2.40 each; 6 gal cooler, $2.90 each; 
8 gal. cooler, $3.90 each; 10 gal. cooler, 
$5 each; Twentieth Century cooler 
with bottle, No. 50, in mahogany fin- 
ish, $10.80 each; Twentieth Century 
cooler with bottle and stand, No. 500, 
in mahogany finish, $13.75 each: 
Twentieth Century cooler with bottle 
No. 50, in white finish, $11.25 each; 
Twentieth Century cooler with bottle 
and stand, No. 500, in white finish, 
$14.50 each. 


WINDOW SCREENS.—There has been 
a definite upward turn in this line. 


B. quote from Cincinnati jobbers’ 
stocks: 

Window Screens.—No. 1833, $4.10 
per doz.; No. 1833 galvanized, $4.25 

r doz.; No. 24383, $4.85 per doz.; 
No. 2433 galvanized, $5 per doz.; 
No. 3037, $6.55 per doz.; No. 3037 gal- 
vanized, $6.85 per doz. 


WIRE CLOTH.—Jobbers report that 
the number of orders received in the 
last two weeks has been good. 


Pa quote from Cincinnati jobbers’ 
stoc 

12-mesh black cloth, $1.75 Fert 100 
sq. ft.; 12-mesh opal cloth, g 10285 
100 sq. ft.; 14-mesh opal cloth 50 

per 100 sq. ft.; 16-mesh opal cloth, 
$2. 85 per 100 sq. ft.; ey bronze 
cloth, $5.15 per 100's Ss — 
bronze cloth, $5.55 per 00 sq. 


Lincoln is our great illustration of the simple great 
mari. But what is true of him in so pronounced a measure 
is also true in large measure of all men who truly attain. 

An ambition to be useful in a simple and unostenta- 
tious manner, and to do our duty as we see it, to our 
utmost entitles us to whatever rewards the world may 


Our circumstances may never demand of us any great 
and outstanding service for the public good, but each 
of us may serve his generation greatly if only he does 


his best in the highest and most unselfish manner. 
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Jobbers Encouraged by Improved Business 


in Metropolitan Territory—Collections the Same 


NEW YoRK, April 10.—Jobbers are greatly encouraged by the im- 


provement in business in this market during the past ten days. 


A few 


warm days was a great help to the sale of spring goods such as steel 
goods, seeds, etc., and pretty well offset the loss of retail business due 


to religious holidays. 


Machine screws have a new list and discount which is said to repre- 


sent an advance of more than 10 per cent. 


unchanged. 


Otherwise prices are 


Collections are about the same but should improve with better de- 


mand for seasonal lines. 


A continued stretch of warm weather would 


be a big help to the hardware business. 





BATTERIES—Following a very active 
season, local jobbers report less inter- 
est in radio batteries. Some early de- 
mand has been found for ignition type 
dry cells particularly along the water 
fronts. Prices are the same. Stocks are 
satisfactory. 


JOBBERS’ QUOTATIONS a RE.- 
TAILERS, F.0O.B. NEW YOR 


Dry cells, No. 6, failed “type, 
32%c.; No. 7111, same type, 35'c. 
each. 


Hercules, No. 6 ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $3. 44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3.00 each; in units of 5, 
$2.80 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33; New Layerbilt, 
a $2.53 each, in units of 5, $2.33 
each. 


BOLTS AND NUTS.—Sale is normal 
with prices unchanged. Stocks are in 
good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 
Carriage bolts, 55 off list. 
bolts, 69 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
= per cent off list; 14% to 1%, 30 off 
ist. 

Coach screws, 55 off list. Cast 
bolts, 60 per cent off list. Step bolts, 
50 per cent off list. 


CARPET SWEEPERS. — More active 
demand reported with prices the same. 
Stocks locally are considered adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK. 

Carpet sweepers, ue $3 each; 
Universal, japanned, each; 
Universal, nickel plated, $3 83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 
and American Queen, $4.50 each; 
Sterling, $2.10 each. 


CLOCKS.—Demand is fairly good with 
prices the same. Stocks are in good 
condition. 


JOBBERS’ ppt sags hig RE. 
TAILERS, F.0O.B. NEW YORK 

Alarm clocks, Big Ben, $2. 29: same 
luminous, $3.16: Baby Ben and Baby 
Ben luminous take same respective 


Cast 


prices. Ben Hur, $1.76; same lumin- 
ous, $2.46. 

Blue Bird, luminous dial, $1.76. 
Blue Bird, $1.22. Sleepmeter, $1.40. 
Sleepmeter, luminous dial, $2.10. 
American, 5. 


Auto clocks, Westclox, plain, $1.76; 
same luminous, $2.46. 
Prices Are Each 





HOSE REELS. — Demand starting. 
Prices are uniform and stocks ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 

Hose reels, Donley all metal No. 2, 
$1.55 and No. 10, $2.50 each 


NAILS.—Prices fairly steady in this 
market. Demand is pretty good. Stocks 
are adequate. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK. 

Common wire nails, bright, 4d, $4.25 
per keg; 6d, $4 per keg; 8d, $3.85 per 
keg; 10d, $3.75 per keg. Common wire 
nails, galvanized, 4d, $6.75 per keg; 
6d, $6.50 per keg; 8d, $6.35 per keg, 
and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishifig nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg; 8d, 6.60 per keg, and 10d, 
$6.50 per kee. 


SASH CORD.—Jobbers have not yet 
announced that they are following the 
recent advance by manufacturers. 
Stocks are ample and demand steady. 
JOBBERS’ ee va hg RE- 
TAILERS, F.O.B. NEW Y 


Sash cord, Samson spot ng 8. 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands, 


SCREWS.—Machine screws have a new 
list and discount which is said to repre- 
sent an advance of more than 10 per 
cent. At press time definite data were 
not available. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK. 

Wood Screws, flat head, bright iron, 
50-10-10; round heads, blue, 45-10-10; 
round head, iron, nickel plated, 2714- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 

Machine screws, flat and round 
head, brass, 70 per cent off list. Same 
fillister head 70 per cent off list. 


SANITARY PRODUCTS. — Fair sale 
reported with prices the same. Stocks 
are adequate. 


JOBBERS’ tad Be ie RE- 
TAILERS, F.O.B. NEW Y' 


Economy plumber, pany pipe 
ae $2 per dozen 1-Ib. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-lb. 


size is phcked one, two and three 
dozen to a carton. The 2-lb. lize is 
packed in one and two dozen cartons. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 





doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Vesolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, 2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 


Tubola, 12 oz. cans, less than case 


lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 


Chaco boiler liquid, single quarts 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; 
size, $9 per doz.; window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5. 40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Garden Hoes 


hoes, 5 in. 
4 ft. 


forged 
handle, 


Ladies, garden 
steel blade, solid shank, 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze _ socket 
shank, 4% ft. handle, 93c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
81144c. each. 

Onion hoes, 
forged steel blade, 
finish, 4% ft. handle, 814c. 


square top, polished 
7 x 1% in. bronze 
each. 


Garden hoes are packed 12 in a 
bundle. 

«Warren type hoes, 86c. each. 
Scuffle type hoes, 81lc. to 92c. each. 
Mortar Hoes 
Polished forged steel blade, bronze 


finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and.10 in. polished steel 


blade, $1.09 each. 
Mortar hoes are packed 12 in a 


bundle. 
Steel Rakes 

Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50c. each; with 16 teeth, 51%4c. 
each. 

Medium bronze ffinish straight 
teeth, 5 ft. ash handle, 12 teeth, 
77c. each; 14 teeth, polished, 83%c. 
each; 16 teeth, 8714c. each. 


curved teeth, pol- 
5% ft. ash handle, 
with 14 teeth, 


Steel bow rakes, 
ished bronze head, 
16 teeth, $1.09 each; 


$1.02 each. 
Rakes packed 6 in a bundle. 
Cultivators 
Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 


socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85\4c. eac 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handle, 5 round 


same, 5 qt. ° 


SPRING GOODS.—A few warm days 
recently helped stimulate consumer in- 
terest in gardening and the fixing of 
laws. Lawn rollers are among the most 
active lines. 
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tines, $1.03 each. Same, with bent 

head, polished and bronze finish, 4 

angular black tines, 96%c. each. 
These are packed 12 in a bundle, 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 56-12% in. tines, $1.891%4 each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 5-12% in. tines, $1.90 
each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 








$2.17 each. All of these manure 
forks are packed 6 in a bundle. 
Hay Forks 


Strapped ferrule, selected ash han- 
dies, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.154% each, and with 6 ft. 
bent handle, $1.39 each. 


Hay forks are packed 12 in a 
bundle 
Five per cent off all prices on 


spring goods in bundle lots. 


Lawn Rollers 


Dunhams, waterweight rollers, 
2, $9.00 each; No. 4, $10.76 each. 


No. 


VENTILATORS. — Fairly substantial | 





demand continues with prices the same. 


Stocks are satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4.00; 
No, 949, $5.50; No. 959, $6.05; No. 
1537, $5. "25; No. 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 
Continental ventilators, metal type, 
No. 8338, $4.60; No. 8 1, vO. 
1137, $65. 30: No. 1145, $6.35; No. 1437, 


$6.90, and’ No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No, 01, $4.40; No. 02, $4.80; No. 
03, $5.60; No. 1, $5.20: No. 2, $5.60; 
No. 3, $6.40; No. 4, $7.60, and No. 5, 
$8.40. All diamond E prices are per 
dozen. 


Spring Business Well Advanced in Northwest 


—Collections Better—Prices 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., April 10.—Business is well started for spring in 


the territory tributary to the Twin Cities. 


Roads are beginning to be 


passable, off from the main highways, or pavements, and this is acting 


as a stimulus to trade in general. 
ties. 


Seeding is under way in many locali- 


Building operations have been started for the year and new struc- 
tures are showing up, both in the cities and through the country. It 
is predicted that this year will show larger totals in this line than last. 

Collections are slightly better, with prices holding firm. 


AXES.—Demand is fair, with ample 


stocks on hand. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught 
single bit, unhandled axes, $14.50; 


double bit, $19.50; handled single bit. 
$19.25; double bit, $24.25 per doz., net. 


BOLTS.—Sales show a slight increase 
as spring business develops. Shops and 
factories are buying at a better rate. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 

BRADS.—Demand is increasing, with 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 

BUILDING PAPER.—Sales show some 
slight increase with the beginning of 
the building season. Prices are un- 
changed. ; 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Rosin sized build- 
ing paper at $2.75 cwt., and tarred 
felts at $3.10 cwt., net. 

BUILDERS’ HARDWARE.—Deliveries 
of finishing hardware have started, and 
dealers are having many calls for esti- 
mates on this line of materials. Prices 
are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19¢. pair, in less than case lots; 
18c. pair, in case lots; 4 x 4 steel 
butts, - es and dull brass fin- 

less than case lots 
25c, pone 


in case lots; broad bevel 


steel inside sets, old copper or dull 
one piece knobs, 


brass finish, less 





than case lots, $7 doz., sets; case lots, 
$6.75 doz. sets; steel bit-keyed front 


door sets, $1.85 per set; cylinder 
brass outside trim, bit-keyed front 
door sets, $1.85 per set cylinder 


front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 


doz. pair; ‘light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 


doz, pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair, net. 


CHAINS.—Skid chains are still selling 
well, with a good demand for other 


lines. Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, 4 x 
14, $13.85; % x 14, $10.80; % x 4 
$10.20; proof coil chain, % in., $12; *% 
n., $8.95; % in., $8.35; % in., $9. 20 
ewt., net. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Demand is increasing 
as spring repair work gets under way. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
ga., 5 in., S.B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz., net. 


FILES.—Sales are fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—Garbage cans 
and tubs are selling fairly well. Deal- 
ers are stocking up for spring business. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 10-qat. 
galvanized pails at $2.55; 12- 


$2.70; 14-qt., $3; 16-qt. stock pails, 





Holding Firm 


$4.70; 18;qt., $5. mM standard galvan- 
ized tubs, No $7; No. 2, $7. 
No. 3, $9. "20; Rate galvanized tubs, 
No. 1, $12.85; No. 2, $14.05; No. 3, 
$15.26 ’doz., net. 

GLASS AND PUTTY.—Sales are in- 

creasing, with stocks being filled ac- 

cordingly. Prices are firm as quoted. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Single and double 
strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 Ib. containers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—Small 
tools are selling better than a few 
weeks ago. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers, $12.60; Plumb 
No. HF81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50, 
and claw, No. 2, $13.75 doz., net. 


HOSE REELS.—Dealers are filling 
their stocks for the coming demand. 
Prices are as follows: 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Donley All-steel 
hose reels, No. 2, $2.00 each, net. 

LAMPS AND LANTERNS.—Demand 
for lanterns is fair. Those used for 
camping and touring purposes are be- 
ing displayed in many stores. Prices 
have mot changed. 

We quote from jobbers’ 
f.o.b. Twin Cities: Coleman lamps, 
No. C329, $6.25; No. C318, $7; No. 
C317, $7.40 each; lanterns, No. L327, 
$5.25; No. L427, $6; No. "L227, $6.10 
each; tubular, long or short globe 
lanterns, $13 doz., net. 

NAILS.—Market is improving, with 
stocks being filled for the building sea- 
son. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.20 per keg, 
base. 

PYREX OVENWARE.—Call is steady, 
with stocks ample. Prices are un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 aneere $1.33; No. 
634 casseroles, 
pans, 60c.; 
No, 209 pie pa Ding nse sa 
ity dishes, 67c.; No. 12 tea Dots, ist oni 
No. 26 tea pots, $2.33, and 
percolator tops, 7c. each, net. 


REGISTERS.—Call is improving as 
building opens up. Stocks are well 
filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Cast iron regis- 


stocks, 
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ters, 20 per cent, and wrought steel » 
registers, 40 per cent from lists. 


ROPE.—Demand is fair, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Best grade manila 
rope at 23c. per lb., base, and best 
grade sisal rope at 17ec. per lb., base. 

SANDPAPER.—Sales are improving 
rapidly, with stocks being filled accord- 
ingly. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sand- 
paper, No. 1, 85c. per box of 75 
sheets; second grade, No. 1, 77c. per 
box of 75 sheets; garnet No. 1, $16.75 
per ream, net. 

SANITARY PRODUCTS.—Sales are 
showing good business in this line, with 
stocks being kept well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
Presto Products—Oil soap, 16 oz. 


size, $2.60 per doz.; bowl cleaner, 22 
oz. size, $1.85 per doz.; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 


celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz, size, $3.60 
per doz.; Silvershyn, 4% oz. size, 


$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 6 


oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 


$3.60 per doz. 
Desolvo special pipe cleaner, 10 oz. 


size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 


triple strength, 16 0z. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less 
case lots, $2.25 per doz.; case 
doz. cans, $2.15 per doz.; gross 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross. lots, $2 


per doz. 
Chaco boiler liquid, single quarts, 


than 
of 2 
lots, 


Fiber Board Bird Houses 


A new type of bird house has been in- 
troduced to the trade by the Crosman 














$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, oz. cans, 1, 2 and 3 
dozen cans to the carton, $4.50 dozen; 
Hercules boiler compound, quart 
cans, $2.00 each. 

Economy Plumber, drain pipe 
cleaner, 1 lb. cans, $2 per doz.; 2 Ib. 
cans, $3.90. The 1 lb. size is packed 
1, 2 and 3 dozen to the carton, and 
the 2 lb. size is packed 1 and 2 dozen 
to the carton. 


SCREWS.—Sales are increasing. De- 
mand is good from shops and factories. 


Stocks are well filled and prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 50 per cent; flat head 
japanned, 374% per cent; round head 
blued, 45 per cent; flat head brass, 
45 per cent, and round head brass, 
40 per cent from new lists. 


SK ATES.—The harvest season is on for 
roller skate sales. Dealers are keeping 
their stocks well filled. Prices show no 


changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys’, 
$1.85 pair, and girls’ Speed King, 
$1.30 pair, net. 


SOLDER. — Demand is 


Prices are firm as last quoted. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Strictly half and 
half solder at 34%4c. Ib., and war- 
ranted half and half solder at 35'4c. 
Ib., in 100-Ib. boxes. 


STEEL SHEETS.—Call is better, with | 


stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 


and black steel sheets at $3.95 cwt., 
base (24 ga.). 
TIN.—Demand is_ showing 
ment. Prices are unchanged. 
We quote from _ jobbers’ stocks, 
. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
, 20 x 28, 8 Ib. coating, $15.50 
net. 


improve- 


box, 


Arms Co., Rochester, N. Y. These 
Friendly Bird Houses are made of heavily 
paraffined fiber board and finished to look 
like wood. Each house is packed in an 
attractive envelope package with full di- 
rections for putting together. No nails, 
clips or pins are needed, as all the neces- 
sary material is included in the envelope. 
Friendly Bird Houses are guaranteed to 
last one season. 

The caring for birds is being 
stressed throughout the United States by 


song 


various societies and these houses ought 


to meet with popular acceptance. 


Small Laminated Padlock 


Master Lock Co., 918 Juneau Avenue, 
Milwaukee, Wis., has placed before the 
trade the Master Junior Padlock No. 500, 
which is somewhat smaller than the regu- 
lar size Master padlock. 

This lock, made under the same proc- 
esses as the larger lock, is built up from 
17 plates of steel forged together with 6 
rivets under 50 tons pressure. There is 
a %-in. high carbon steel shackle and two 
milled flat keys. 

The Master Junior padlock is individu- 





improving. | 
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WINDOW VENTILATORS.—tThere is 
still a good demand for this line. Stocks 
are ample for the call, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 


window ventilators, $4.80; No. 2, 
$5.60; No. 3, $6.40, and No. 4, $7.60 
doz., net. 

Continental ventilators, wooden 
type, No. 923, $3.65; No. 937, $4; No. 
949, $5.50; No. 959, $6.05; No. 1537, 
$5.25; No. 1549, $7.10, and No. 836, 


$3.35, all prices per dozen. 
Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80 doz., net. 


WIRE.—Fence wire is selling well, with 
dealers watching their stocks closely. 
Wire for construction purposes is be- 
ginning to move also. Prices have not 
been changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 


galvanized hog barbed wire, $3.39 per 
80-rod spool; painted cattle barbed 
wire, $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool, No. 9 (base) smooth galvanized 
wire, $3.65 cwt.: No. 9 (base), smooth 
back wire, $3.20 cwt. 
WHEELBARROWS.—Call is showing 
much improvement, both from home- 


owner and contractor. Prices are un- 


| changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted barrel 
type tray wheelbarrows, $34 doz.; 
No. 2 tubular, $7.33 each, and No. 1 
garden, $6.25 each, net. 

WRENCHES.—Sales are _ increasing, 
Garages are buying for spring business. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 


ally packed in an attractive three-colored 
display box holding six padlocks. The box 





has a sturdy easel which tilts the display, 
and the cover folds into a striking dis- 
play stand. 
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New England Retail Dealers Still 


Complain About Business Conditions 


(Boston office of HARDWARE AGE) 


BosTon, April 10.—New England retail hardware dealers, almost with- 
out exception, still complain about business conditions. Some attribute 
the lack of public interest in their stores and merchandise to weather 
conditions; others to the chain stores, and a majority to conditions they 
know nothing about. As a matter of fact, a personal investigation of 
stores by the local representative of this paper showed more people buy- 


ing than was the case two weeks ago. 


In a local store, on one of the 


busiest street corners, there were 10 buyers in the store in 15 minutes 
of investigation this week contrasted with two buyers two weeks ago. 
People have not started to buy heavy as yet, but some real warm spring 
weather is almost certain to improve conditions. 

People are painting houses, there is a great deal of building going on 
outside Boston, particularly to the south of the Hub, and farmers are 
beginning to work the land on those days there is no frost in the ground. 
That retail business is better, although not greatly so, is substantiated 
by larger bookings by jobbers. Jobbers say spring and staple hard- 
ware is moving much better than a week ago. A jobbing house credit 
man yesterday called on 11 retailers. At each store he was shown 
sizable amounts of winter goods carried over. He believes this heavy 
carry-over accounts in a large measure for the pessimistic attitude of 
the average retail dealer. Retailers in some instances are cutting prices 
on standard hardware lines in an effort to bolster up business. 





AUTOMOBILE ACCESSORIES. — A 
reduction of about 10 per cent has been 
made in the Westclox automobile 
clocks, the plain dial now being $1.50 
each net and the luminum dial $2.10. 
Tires and tubes are moving in better 
volume, and other accessories steadily, 
but in small quantities. 


We quote from Boston jobbers’ 
stocks: 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 
5 per cent discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns. — Klaxon, quantities less 
than $50 in list value, 35 per cent dis- 
count; in $50 to $199 value, 40 and 5 
per cent discount; in 200 value, 50 per 
cent discount. 

Tires.—Mansfield line, fabric, clin- 
cher, 30 x 3 in., each net; 30 
x 3% in., $7.25. Heavy duty cord, 
straight side, 30 x 3 in., $10.95 


$14.50; 33 x 4 in., $1 4 x n., 
$16.00; 32 x 4% in., $19.75; 33 x 4% in., 
$20.50; 34 x 4% in., $ 5 x 
in., $22; oe Sy $22.75; 33 x 5 
in., $26.85; 35 x in., $28 


28.85. 
Truck—Cord, 32 x 4% in., $24.75 


each net; 33 4% in., $25. .i 34 x 
1% in. $26. 85; 130 x 5 in., $29.85 33 x 
$32 x, 5 in., $35.45; 35 x 5 


in. $38 25: Oe x 6 in., $45.90; 36 x 6 
in., $50.40: 38 x 7 in., $70.65. 
Tubes.—Inner, tan, in small lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
n., $1.70; 32 x 3% in., $1.90; in lots 
of 12 or more deduct 10c. each tube; 
31 x 4 in., $2.40; 32 x 4 in., $2.50; 
33 x 4 in., : 


a in., $3.75; 34 x 5 in., $3.85; 35 x 5 
$4; in lots of ys hae or more 
hee 10c. per tube; x 6 in., 20; 
36 v 6 in., $6.15; ty 7 in., $9.40 
Tire Chains.—One to nine sets, 30 
per cent discount; 10 to 49 sets, 35 
per cent discount: 50 to 99 sets, 40 
per cent discount; 100 to 149 sets, 
40 and 5 per cent discount: 250 sets 
and more, 40 and 10 per cent dis- 
count. 
Auto Clocks.—Westclox line, plain 
ie $1.50 each net; luminum dial, 





BASEBALL GOODS.—Sales of base- 
ball goods have taken a big spurt and 
conditions are the opposite of a week 
or ten days ago. Sales of baseballs 
have forged ahead of those for 1927; 
those of bats are about on a par, and 
those of gloves slightly better. 


We quote from Boston jobbers’ 
stocks: 

Catchers’ Mits.—Youth’s model, $8 
to $14.50 per doz. net; amateur model, 
$14.50; full size, $28. 50 and $40; semi- 
professional, $64. 

First Base Mits.—Youth’s model, $8 
per doz. net; full sized, $13 to $36; 
speed model, $44; Stufiy McGinnis, 
$50; professional model, 

Baseball Gloves.—Boy’s, $5.50 to $11 
per doz. net; Tris Speaker (brown 
horsehide) $14.50; G. C. Alexander, 
ae ak speed model, $40; speed 

e 

Baseball Sete.—Bibe Ruth, $16.20 
per doz. net; Eddie Collins, $16.20; 
Harry Heilman, $16.20; Babe Ruth 
Jr., $7.20; Bin-Go, $12; burnt oil fin- 
ish, $10.80. 

Baseballs. — With rubber center, 
$14.50 per doz. net; with cork and 
rubber center, $14.50; Professional 
League, $8: Boy’s League, $3.50; 
niga od League, $2.75; Dollar Lively, 

oO. 


BATTERIES.—B battery No. 767 now 
lists at $2.75 each, and in less than unit 


packages cost $2.06, and in unit pack- | 


ages, $1.92. No. 770 lists at $4, costs 
$3 in less than unit packages and $2.80 
in unit packages. No. 772 lists at $2.75 
and costs $2.06 in less than unit pack- 
ages and $1.92 in unit packages. These 
are reduced prices. There are five bat- 
teries in the unit package. 
+ quote from Boston jobbers’ 


Batteries. — Columbia, dry cell, in 
lots of 50, 32%c. each net, freight al- 
lowed. Hot S ot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M 5. 

Radio. —Dry cell, in lots of 50, No. 
7111, 35¢. each net; in smaller lots, 
40c. each net. B batteries, in units of 








five, No. 767. less than unit packages, 
$2.06 each net, unit packages, $1.92. 
No. 770, less than unit packages, $3, 
unit packages, $2.80. No. 772, less 
than unit packages, $2.06, unit ‘pack- 
ages, $1. 92. Storage batteries, 6 to 9, 
$9.75 each net; 6 to 11, $11.10; 6 to 
13, $13.05. Radio, No. 486, $5, list. 
Bare, A’s, 6-9, $8.50 each net; 6-11, 
$9.50; 6-13, $11.50. 


FENCING.—Some improvement in the 
movement of fencing out of jobbers’ 
stock is noted. Sales so far this year 
are somewhat behind those of 1927 to 
date, but retail stocks are said to be 
small, consequently jobbers are optimis- 
tic regarding the future. 


We quote from Boston jobbers’ 
stocks: 

Fencing. ornamental, in 
10 rod roils, 364 ig "$1. 81% per rod; 
42 in., $1. 98; 8 in., $2.31. Style Zz, 
$1.32 per rod; 42 in., 

$1. 48%; 48 in., $1.65. 

Fencing. — Fieid, from store, $4.15 
per cwt. net. Factory shipments, in 
car lots, plain, $3.30 per cwt.; in less 
than car lots, $3.55. Smooth, gal- 
vanized, sizes No. 6 to No. 9; in car- 
lots, $3. 20 per cwt.; in less than car 
lots, $3.45. 

Gates.—From store, style F, 36 x 3, 
$3 each net; 42 x 3, $3.12; 48 x 3, 
$3.24; 36 x 3%. $3.12; 42 x 3%, $3.24; 

48 x 3%, $3. 

FORKS, HOES. ‘ETC.—The average re- 
tail orders placed in Boston calls for 
small quantities of merchandise, yet 


the weekly turnover is quite satisfac- 


tory. 
We quote from Boston jobbers’ 
stocks: 
Forks.—Coke, Union Fork & Hoe 
Co. goods, No. K112, $31.86 per doz. 
net; No. K114, $36. 12. Manure, No. 
S6D, $19. 68; No. 64, $18.61; No. S40, 
$16. 66. Hay, No. 35, $11.10. Fish, No. 
3F, three tine, $11.10. 
Hoes. —Mortar, Union Fork & Hoe 
Co. goods, No. MR10S, $14.07 per doz. 
net; No. Mr10, $12.59. Street, No. 
SH12, $15.50. 
INSECTICIDES.—Now is the time for 
the retail dealer who has not covered 
his insecticide requirements for this 
sprjng to do so. Public consumption 
should increase rapidly during April. 


We quote from Boston jobbers’ 
stocks: 

Hellebore.—Powdered, white, % hw 
pacece 48c. per lb. net; % Ib., ; 


Ib 
Pine Tar.—In cans, _— $1.10 


. doz. net; pints, %. quarts, 

Crow Repeilent. — Stanley's, small 
containers, 70c. each net; large con- 
tainers, $1.05. 

In-A-Minute. — Insecticide, $3 per 

doz. net. 

Bug Death.—One Ib. packages, $1.44 
er doz. net; three Ib., $3.75; five Ib., 
— 12% lb., $13.50; 100 Ib., $7.50 

each. 


PYREX WARE.—Through a _ typo- 
graphical error it was stated last week 
that the Pyrex plant at Baltimore was 
badly damaged by fire. Instead of 
Pyrex it should have read Pyrox. The 
Pyrex people have no plant in Balti- 
more. The Pyrex people have placed 
on the market a new assortment of 46 
pieces, which has a retail value of 
$35.65, and costs the dealer $23.77. 
With the assortment is given free a 
highly desirable display stand suitable 
for window and store displays. Boston 
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The Remington Weekly Letter 


LANDING 500 CASH REGISTERS IN ONE ORDER 

















J. J. O'Donnell, Mgr. 
New York Branch of Remington Cash 
Register Co. 
Every reader of this magazine is interested in 
selling. We all like to hear about the big 
sales. We're glad to give a hand to the fellow 
who puts one over, and to lend an eager ear 
to the story of how he did it. 


Well, Jack O’Donnell has just landed an order 
for 500 Remington Cash Registers of various 
models. Stop and think what this sale means 
in thousands of dollars. 


The purchaser was Isaac Silvers 5-10-25c 
Stores; and whatever our friends in the hard- 
ware trade may think about chain-stores, we'll 
all have to admit that their business methods 
are effective. The up-and-coming indepen- 
dent dealers ‘lost no time in adopting the 
modern methods which have made the chain- 
store business so successful. 


We have had a number of requests 
for reprints of these oe Let- 
ters, to be distributed to salesmen 
and others. We shall be glad to 
supply any of our customers with 
copies, upon request. 


There may be a useful hint for such up-and- 
coming dealers in the story of this sale. Jack 
O’Donnell worked on it for over a year before 
he closed it. That means that Isaac Silvers’ 
organization was studying the cash-register 
situation for more than a year before they 
made a decision. 


They were using cash registers of another 
make. It was up to Jack to convince them 
that the change to Remington Registers would 
bring decided advantages that they couldn’t 
get elsewhere. Even when you’ve got the best 
machine, it’s a real selling job to get a big 
organization to make such an important 
change. 


I asked Jack what were the deciding factors 
that finally turned the trick. “Well, there 
were several,” he answered. “They liked the 
Giant Indication. Right away they saw the 
value of having those amount figures visible 
all over the store. 


“Then the printed record at the end of the 
day made a hit with them. They liked the 
idea of having the important information 
printed, instead of having a girl copy it off 
and perhaps make a mistake. 


‘Those are the things that appealed especially 
to the Silvers, but of course the machines had 
to stand up on every count to get by. They 
gave them such a test that there was no room 
left for doubt after it was over. Then they 
signed on the dotted line for 500.” 


A Remington Cash Register just fits the needs 
of every hardware and sporting goods mer- 
chant. Those reading this may be interested 
in a Cash Register or know of a friend who 
needs one. Give us the tip by writing to the 
Remington Cash Register Company at Ilion, 
New York. 


President 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 


Telephone, Bowling Green 3392 











| 
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jobbers already have secured numerous 
orders for the assortment. 


We quote from Boston jobbers’ 
stocks: 

Pudding Dishes.—Oval, No. 032, 
qt., 57c. each net; No. 033, 1% at., 
67c.; No. 034, 2 qt., 80c. Shallow oval, 
No. 042, 1 qt., 57c.; No. 043, 1% aqt., 
67c.; No. 44, 2 qt., 80c. 

Platters.—Well and tree, No. 372, 
2 each net. 

Custard Cup.—No. 410, 3 oz., 7c. 
each net. 

Tiles. — Round, No. 723, 67c. each 
net; oval, Nos. 733 and 743, 67c.; 
square, No. 753, 67c. 

Frames.—Casserole, No. 849, to fit 
Nos. 267 or 622, $1.08 each net; No. 
850, to fit Nos. 268 or 623, $1.25; No. 
849%, to fit Nos. 293 or 632, $1.50; No. 

85044, to fit _—, 7 or 633, $1.75. Pie 
plate to fit No. " 


ROOFING MATERIAL.—Roofing ma- 
terial is selling, but not as freely as a 
year ago. There is a need for a tre- 
mendous amount of roofing material 
throughout New England, however, and 
jobbers anticipate a marked improve- 
ment in sales shortly. 


We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Roll, smooth sur- 
face, Continental heavy, $1.80 per 
roll net, extra heavy, $2.20. Apex, 
medium, $1.50. Battle Axe, light, Bee 
medium $1.05, heavy $1. 30. Mineral 
surface, Continental super quality, 
$1.80; Balmar, $1.60. 

Building Papers.—Red Star sheath- 
ing, 25 to 30 Ibs. to roll, $1.15 per roll 
net; Continental black, 35 to 40 Ibs. 
to roll. $2.25; Red Rosin, 20 Ibs. to 
roll; $61 a ton. 25 Ibs. to roll, $61. 
Deadening, $113 a ton. Asphalt felt, 
$64 a ton. 

Shingles. — Hexagon strip, 10-in., 
$3.85 per square net; 12%-in., $5.10. 
Giant individual, $7.15; standard in- 
dividual, $5.70. 


RUBBER BALLS.—Retail dealers are 


| beginning to show interest in all kinds 


| 





and makes of rubber balls. The season 
is opening very encouragingly. Prices 
compare favorably with a year ago. 


We quote from Boston jobbers’ 
stocks: 

Rubber Balis.—Return, white, with 
elastic, 40c. per doz. net. Junior base- 
ball, 80c. per doz. net; league base- 
ball, $1.50; White Star, o. 8172, 
40c., No. 8386, $2; No. 8576, $4; No. 
8775, $8; white educational, $2; fancy 
Star, 3%-in., $2; 6-in., $6; white 
striped, 7-in., $8; assortments, No. 
8010, $2.50 per assortment, No. 8025, 
gi. Inflated rubber toy assortment, 


RUBBISH BURNERS.—Serious grass 
and forest fires already have been expe- 
rienced in New England, many of them 
said to be the result of waste fires. 
Now is the time for the retail dealer to 
push sales on rubbish burners. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net; in smaller quantities, $2.25 each. 


SCOUT KNIVES.—Some retailers are 
beginning to stock up with Scout knives 
in anticipation of a good business this 
spring and summer. It will only be a 
short time before Young America is 
calling for such knives. 


We quote from Bostons jobbers’ 
stocks: 

Scout Knives.—Pocket, $14 per doz. 
net; Boy Scout, imported, $9.50; stag 
awe. $6; outdoor knife with fly lock, 


SHEET ZINC.—Sheet zinc has been re- 
duced 1c. per lb. in price. New prices 


follow: 


We quote from Boston jobbers’ 
stocks: 





Apartment House Mail Box 


The Corbin Cabinet Lock Co., New 
Britain, Conn., has announced a new 
apartment house mail box conforming to 
the Post Office Department’s Orders No. 
9596 and 3979. 

The box is made in units of from three 
to twelve and each battery of boxes is 
equipped with a master door at the top, 
operated with a single master key. The 





master lock and key for use of the carrier 
is installed by the local post office authori- 
ties. Individual doors with locks permit 





the withdrawal of mail at the bottom. 
Two keys are furnished each tenant. Card 
holders on the outside indicate the apart- 
ment numbers and names of tenants, while 
additional holders, visible only to the car- 
rier, show the names of the occupants of 
the apartment. A slot in the front of each 
box is convenient for the inserting of 
calling cards. The boxes can be supplied 
with push buttons and mouth pieces for 
speaking tubes, if desired. The back of 
the box is made from cold rolled steel, 
rustless finish, and the front is of brass 
sprayed brush brass finish. 


Fraim-Slaymaker Hardware Co. 
Issues New Catalog No. 103 


Fraim-Slaymaker Hardware Co., Inc., 
Lancaster, Pa., recently issued a very at- 
tractive catalog devoted to padlocks. This 
catalog, known as No. 103, has been care- 
fully prepared and is well printed, with 
many helpful illustrations. 

The descriptions of each type of lock 
are briefly and concisely expressed, giving 
the reader an accurate idea of the prod- 
uct involved. Among the many types of 
padlocks which are described and _ illus- 
trated are padlocks of cast bronze, cast 
brass, wrought steel, brass trimmed, eight 
lever, pressed steel, and a large line of 
extra heavy bronze metal and general pur- 
pose padlocks. 

The manufacturer has produced a cata- 
log which is both educational and useful 
to the retail hardware dealer. 


| 
| 


Sheet Zinc.—In 300 lb. casks, $10.25 


per cwt.; in 200 lb. casks, $10.50; in 
100 Ib. casks, $10.75; in less than 
casks, $11. 


STEPLADDERS. — Most makes and 


styles of stepladders are having a call. 
Buying is a long way from brisk, but it 


| is better than it previously was. 





We quote from Boston jobbers’ 
stocks: 

Stepladders.—Paris line, a $1. 60 
cnck net; 4 ft., $2.14; 5 ft., $3.67; 6 


: 33 7 Tm $3.73; 8 ft., $4.27; 10 
t 

Nappannee. —No. 211, 3 ft., 30c. 
sacn net; 4 ft., $1. 20; 5 {t.. ai 50; 6 


, $1.80; 7 ft., $2.10; 8 ft., $2.4 
| roy. CANNONS. — At _ the ‘moment 
there is an exceptionally heavy buying 
movement of toy cannons and similar 
toys for the pre-June 17 and July 4 
trade. 


We quote from Boston jobbers’ 
stocks: 

Cannon.—Toy, Big Bang line, on 
two wheels, No. 8F, $1.50 each; No. 
12F, $2.50; No. 16F, $3.67. On four 
wheels, No. 10W, $2. 

Tanks.—Toy Army, No. 5T, 67c. 
each net. 

Pistols.—Big Bang line, with hol- 
ster, $1.34 each net. 

Ammunition.—Baysite, in tubes, 10c 
each net; spark plugs, 6 2-3c. each. 


WIRE CLOTH.—April 19, a holiday in 
Massachusetts, usually marks the active 
opening of the wire cloth season, so far 
as the public is concerned. On that 
day the general run of homeowners re- 
pair screens and doors, and in many in- 
stances these home comforts are placed 
in condition and in use for the summer. 
It is up to the retail hardware dealer to 
be prepared for public buying of wire 
cloth. 


Chanson Shock Absorber 


Illinois Iron & Bolt Co., Carpenters- 
ville, Ill., is now manufacturing a strongly 
absorber, 


constructed shock called the 





Chanson. This product operates with a 
double drum principle—there are two 
brass brake drums, intsead of only one, 
as in many absorbers. This drum and its 
eight foot non-breakable spring affords a 
spring travel of 21 inches. 

It is fast in action, noiseless, does not 
overload the car springs, requires no 
greasing or oiling and is easily installed. 
The company states that the strap will 
never break and the center control spring 
will never wear out. 
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SLIDE THE D00 RS INSIDE 


the best method for doorways of any width 


Think of having garage doors that work as easily as the front door of 
your home! 

This you are sure of when you install Slidetite garage door hardware. 
Because the doors slide inside the garage, they are forever free from 
the elements. 

They can’t blow shut. They are trouble-free the year round. They won’t 
stick. They won’t sag, swell or shrink. 

And because all the hardware is inside, Slidetite will not rust. Remem- 
ber, too, that dangerous center posts are done away with, thus giving you 
an unobstructed, full-width opening. 


Slidetite, with lock-joint brackets, is packed in complete sets for 3, 4, 5, 
6 and 8 doors. To insure satisfaction, buy complete sets only. 
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Farm Activities Increase Rural Sales— 
Chicago Prices Take Firmer Tone 


(Chicago office of HARDWARE AGE) 


CHICAGO, April 10.—With spring farm activities getting well under 
way, hardware dealers in the agricultural sections are doing a fairly 


good business. However, the urban 


dealers report that spring business 


is slow in starting, but are hopeful that a few days of milder and more 


settled weather will stimulate things. 


Naturally these somewhat irreg- 


ular conditions are being reflected in the dealers buying and jobbers’ 
sales are slowing down slightly, although there is a steady increase in 


the demand for the more seasonable 


items. 


Hardware prices continue to show a firming tendency, although no 
actual changes have taken place during the past week. 

After dropping off slightly last week, steel mill production in the 
Chicago area has again advanced and is now running about 95 per cent 


of capacity. 


New buying of finished steel has eased, but the mills are 


so well loaded with specifications placed earlier in the year that the 


small let up in orders has caused no 


uneasiness. Mills are booked with 


enough tonnage to run six to eight weeks. 
Building permits are still running well ahead of last year and the 
fairly favorable weather has allowed actual construction to. progress 


very satisfactorily. 
demand and prices are strong. 


AUTOMOBILE ACCESSORIES. 
—tThere is a steady betterment in the 
demand as the season advances. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 538c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35c per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 8% Libert og 9 10; heavy 
duty over-size, $8.30; 4 Liberty, 
$11.15; heavy duty, 13 0: balloon 
tires, 27 : io. $8.70. 9 x 4.40, 9.15; 
30 x 5, $13; $2 x 6, heavy duty, $21.10; 

n 


cylinder, 


4%, 
gray, 27 x 4.40, * 51180; 29 x 4.40, $1.85; 
$3.60."" $2.25; 32 x 6, $3.10; 32x 6.20, 


BASEBALL GOODS.—There is a much 
larger demand than for many seasons. 
Prices are very firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League ball, $15.00 doz.; Louisville 
Slugger bat, "$16. 20 doz. 


BOLTS AND NUTS.—Sales at this 
time are only fair. There are no price 
changes. 

We quote from. jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 r cent discount; small 
machine bo ts, rolled thread, 60-10 
per cent discount; all stove bolts, 15- 

10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Jobbers 
have not yet followed the recent manu- 








As a result all kinds of materials are in heavy 


facturers’ advance in prices on plated 
butts. Sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots; less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.50 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, B60 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—Sales continue to be very | 


good, especially on coil chains. 


We quote from sot stocks, 
f.o.b. Chicago % in. proof cow 
chains, $8.50 per 100 Ib. Tensco Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-41% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—The 
demand is steady and very satisfactory. 
— are well maintained. 


= from jobbers’ stocks, 
cob hicago: Copper rivets and 
burrs, 40-2% per cent discount. 


EAVES TROUGH, PIPE, ETC.— 
Orders are being placed in a normal 
—— for this season of the year. 


uote from jobbers’ stocks, 
Pa 4 Chicago: 28 gs, sare bead 
lap joint gutter, 5-in., @ per 100 
ft.; corrugated sonmpchaet pipe, 3-in., 
$4.80 per 100 ft.; Ba! ridge roll, 
1%-in., $3,65 per 1 corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE. — 
There is a fair demand and prices are 
ee 


uote from jobbers’ stocks, 
Fy Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, 
$5.80 per 1000 ft. in less than 1000 
ft. lots, $6.30; No. 18 lamp cords, 
$10.25 per 1000 ft.; in less than 1000 ft. 
lots, $12; %-in. brush brass key sock- 
ets; 15%c. each; two-way plugs, 45c. 
each, in lots of 10, 40c. each; two- 
piece attachment plugs, 7%c. each; 


} 
| 
| 





dry cells, boxes of 50, S216. each;. 
less than case lots, 36c. 

Electrical Appligness.—tren, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75;. Per- 
colator, Universal 9169, $16.65. 

Radio Supplies. —Radio B batteries, 
D 779 E, $1.40 each; base lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 772, $2.06 each; pack- 
92; No. 486, $3.58 each; 
packages of 5, $3.33. 

Battery Chargers. —Apco line, lots 
of less than 10, $9.90 each. 


FIELD FENCE.—Prices continue the 
same as last season—though volume of 
orders are ahead. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-4%, $48.98 per 100 rods. 


FILES.—There is a very good demand 
for mill files. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—The dealers are 
getting their stocks in anticipation of 
the fishing season and are requesting 
window display material. 


We quote from jobbers’ oft ake: 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level windin reel, 
4 each; Symploreel No. 752, $4.90 
each. 


GALVANIZED WARE.—Distributors 
are making price concessions on com- 
petitive tubs and pails. 


We .quote from jobbers’ stocks 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $5.75; No. 
$6.50; No. 3, $7.65; 10 at. galvaniied 
after made pails, $2.00; 12 qt., 

14 qt., $2.50; 1 gal. all ‘galvanized. oil 
cans, special, $2.35 doz.; 2 gal. 

doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz. 
1 bu. galvanized baskets, $6.25 doz.; 
No. 26 baled % bu. galvanized meas: 
ure, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The demand is about normal 
for this season although it is a little 
too early to get an accurate line. 

We quote a bbers’ stocks, 


t. 12%c. per ft.; % ig good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., Ang per ft. Lawn sprink- 
lers, Rain K ing, $2 ag Bg -wa original 
fountain sprin doz.; Rain- 
bow, 38-in. high, $24 < cio 


GLASS AND PUTTY.—Prices are firm 
and sales are seasonably active. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Single strength A 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent disw sunt: 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 Ib.: commercial, $3.50 
per 100 Ib. 


GLASS SUBSTITUTES.—There is a 
good spring demand. No recent price 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Cel-O-Glass, 100 x 3 
ft. full rolls, $36 each; Glass-Cloth, 

_ 150 x 3 ft., full rolls, $12 each. 
HAMMERS AND HATCHETS.—There 
is a heavy demand for standard nail 


hammers. 
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Make every lamp ‘ale 


PROFITABLE 


AFTER all there’s not much profit in selling a single automobile lamp, 
and putting it in its socket into the bargain. That’s why we developed 
the Eveready-Mazda Automobile Lamp Kit. Contains four lamps. Stock 
up with a supply of these kits, and every time a motorist asks for a new 
lamp, put it in—and then sell a Kit so he can make the next four 
replacements himself. You thus sell five Eveready-Mazda Lamps and a 
Kit instead of just one. The motorist saves himself the possibility of a 
fine or an accident when a lamp burns out at night. You make greater 
lamp profits. a ieee s happy. Order Eveready-Mazda Automobile 
Lamps from your jobber. 


NATIONAL CARBON COMPANY, INC. 
New York Chicago San Francisco 


Atlanta UE CC Kansas City 


Unit of Union Carbide and Carbon Corporation 


Eveready-Mazda Automobile Lamp Kit 
No. 1742. Handsomely enameled in 
colors, substantially made of metal. 
Can be slipped in side pocket of 
car, or thrown in tool box with- 
out danger of breakage. Con- 
tains two head lamps, and 
two side, tail or instrument 
lamps. List price, 25c, 
without lamps. 

















EVEREADY 


MAZDA 
AUTOMOBILE LAMPS 
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HAMMERS— 


We quote from jobbers stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 0z. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
uality hatchets, No. 2 broad, $16.40 
0z.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL. — As 
the season advances, sales are showing 


some betterment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hay fork handles, 
straight, chucked and bored, X 4 ft., 
2.40 per doz.; 4% ft., $2.70 per doz.; 

X 4 ft., $3.90 per doz.; 4% ft., $4.20 
per doz.; ash fork handles, bent, 
chucked and bored, X 4 ft., $2.90 per 
doz.; 4% ft., $3.20 per doz.; ash hay 
fork handles, bent with strap, fer- 
rule and cap, X 4 ft., $4.90 per doz.; 
4% ft., $5.25 «i rt XX 4 ft., $6.15 
per doz.; 4% f 7.10 per doz.; bent 
manure fork a plain, X 4 ft., 
$3.05 per doz.; 4% ft., $3. ” per doz.; 
XX 4 ft., $4.65 per doz.; ft., $6 
per doz.; bent manure fork) compe. 
with strap, ferrule and cap, X 4% f 
$5.25 per doz.: XX 4 ft., $6.65 naa 
doz.; 4% ft., $7.10 per doz.: garden 
hoe handle, X 4% ft., $2.60 per 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 5% ft., $3.50 per doz. ; 
XX 5% ft., $5.65 per doz.; shovel 
handles, regular pattern, X 4 ee 
$4.25 per doz.; XX 4% ft., $5.9! per 
doz.; D shovel handles, X, $5.25 per 
doz.; XXX, $8 per doz.; wood D 
spade handles, X, as sy er doz.; D 
shovel handles, a & i, ee $4.45 
per doz.; Sturd-E top, Pas 


HANDLES, HICKORY.—The volume 
is seasonably steady, with no price 


eee 
°. ae > jobbers’ stocks, 
PP 4, icago: .% s" (new B. W. 
hickory, $4 doz.; 2 (new B. R. 


$3 fon: Fg ang growth hickory (new 
A. W. 5 doz.; est selected second 
growin A (new A. A.), $6.50 
oz. 

Hatchet and Hammer Handiles.— 
No. 1 (new S. B. R.), 90c. doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—There is a satisfactory de- 
mand and jobbers’ prices are un- 


— 


emma from jobbers’ stocks, 
f. Meg Chicago: Heavy strap hinges 
in bundles, 4 in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in. $2.47; 10 in., $4.00 
per doz. pair; extra heavy T hinges 
in bundles, 4 in., $1.26; 5 in., $1.56; 
6 in., $1.87; 8 in., $2.80; 10 in., $4.50 
per doz. 


ICE CREAM FREEZERS.—Sales con- 
tinue to be steady and prices are un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qat., $4.80 list; 2 qt., $5.60 list; 3 qt., 
6.75 list; 4 qt., $8.25 list: 6 qt., 
10.45 list; 8 qt., $13.40 list; 10 qt., 
17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60; list; 20 qt., $33.20 list: 25 aqt., 
42.60 list. Arctic, 1 qt., $4 list; 2 qt., 
4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alask . 1 at., A, 95 list; 2 qt., 


é i : -, $8. ;: 
10 at. 10.75 list; 12 gt., $14 list; 15 
at., $17 list: 20 at., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
at., enamel, $18 per doz. Above prices 
are net. 


| 
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LAWN MOWERS.—There is some in- 
crease in the demand as the season ad- 
vances. Prices are the same as last 
year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 11l-in., wheels, $12.35 each; 
16 in. ball bearing, 4- kni fe, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9 in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 
each. 


NAILS.—Orders continue on a liberal 
basis. Prices are quite strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 1.c.l. quantities com- 
mon wire and cement coated nails, 
current l.c.l. stock orders, $3.10 per 
keg base, Dec. 1, 1927, extras. 


PAINTS AND OILS.—There is a sea- 
sonal increase in the demand and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 

Linseed Oil, Boiled. — Barrel lots, ° 
—- per gal.; 5 barrel lots, 84c. per 
gal. 


Denatured Alicohol.— Barrel lots, 
5814c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum lots, Tic. per 
gal., net. 

White Lead.—100 Ib. lots, $13.25: 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib lots, $1.75. 

Shellac.—(4% Ib. cuts), — $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red. ate barrels, 
$3.50 to $6.75 per 100 Ib. 

— Paste.—Barrel lots, 7%4c. per 


PREPARED ROOFING.—The demand 
is very active and prices are stronger. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Best grade slate sur- 
faced prepared roofing, $1.75 per 
re: best grade talc surfaced, 
$2.15 per square; medium talc sur- 
faced, $1.30 per square; light talc 
surfaced, 90c. per square; red, rosin 
sheathing, $55 per ton. 


PYREX WARE.—Sales are satisfac- 
tory and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Ap een 212, $7. 20 dozen; 
No. 214, = dozen. 

New Handled Sheserhine--Round, 
No. 622, $12 doz.; No. 623, 
Oval, No. 632, $12 doz.; No. 633, 
doz.; —, Oval, No. 642, $12 doz. ; 
No. ~~ $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, 0 20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pa Pans.—No. 231, $8 doz.; No. 
232, $1 

Iced Tea "sets. —$4 per set. 


ROLLER SKATES.—Sales are holding 
up exceptionally well. Prices are very 
firm. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 


ROPE.—Spring buying is on in full 
force. No price changes at present. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila standard 
brand, 2lc. to 23c. per lb.; No. 2 
Manila, 20c. per lb.; No. 1 sisal, 14%c. 
to 16c. per lb.; No. 2 sisal, 13%c. to 
15c. per Ib. 


SASH CORD.—Sales are showing 
some improvement as the season ad- 
vances. Jobbers’ prices have not yet 





followed the recent advance of the 
manufacturers. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 


$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 


| SASH PULLEYS.—Prices are firm 


and the demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREEN DOORS AND WINDOW 
SCREENS.—There is a good early 
volume of buying for later delivery. 
Prices are considerably higher than 
during 1927. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $20.46 doz.; No. 296, 2-8 x 
6-8, $24.66 doz.; No. "Si, 2-8 x 6-8, 
$29.22 doz. Window screens, No. 1833, 
$4.56 doz.; No. 2433, $5.40 doz. 


SCREWS.—Prices are well maintained 
and the demand.is active. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: (New lists Jan. 3, 
1928.) Flat bright screws, 50 per 
cent, round head, blued, 45 per cent; 
flat head brass, 45 per cent; round 
head brass, 40 per cent. 


SOLDER AND BABBITT.—Prices are 
stronger. Sales are almost normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $35 per 100 lb.; medium 45-55 
solder, $33 per 100 Ib.: tinners 40-60 
solder, $30.50 per 100 lb.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
oe No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.—There is more ac- 
tive inquiry for second quarter pur- 
chases and prices are firm and un- 
— 


=~ from jobbers’ stocks, 
A Mg Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib.; 28 gage 
black sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—With the steady 
seasonal increase in sales prices are 
becoming decidedly firm. 


We quote from is stocks, 
f.o.b. Chicago: No. 9 black wo 
wire, $3.30 per 100 Ib.; No. gal- 
vanized plain wire, $3. 85 per i0o” Ib. 
eatch weight spools galvanized cattle 
or hog wire, $3.80 per 100 Ib. Polished 
fence staples, $3.55 per 100 lb. Wire 
age black, 12-mesh, $1.85 per 100 
sq , galvanized, 12- ‘mesh, $2.05 per 
100 = ft.; bronze, 14- mesh, $5.60 per 
100 sq. ft! Galvanized poultry net- 
ting, galvanized before made, 60 per 
cent discount; galvanized after made, 
50-10 per cent discount. 


WRENCHES.—There is a: good active 
demand and prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers wrenches, 50-10 per cent 
discount off new iist: Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8.80; No. 
608, Crankcase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. 1817, Giant “‘Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 3314 per cent 
discount. 
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6 Cups & Cups 


ALUMINEX 


The aluminum ware with the smooth, bright inside finish 





‘ALUMINEX 
wears the Star of 


Seokasine to: REPEAT SALES ON PERCOLATORS DEPEND While P. P. p. 


signifies approval 


apes ON PLEASING YOUR TRADE oun Weorins 


Plant. 





Every purchaser of an Aluminex Percolator is so well pleased with both its appearance and performance, 
she becomes an animated advertisement, taking pride in showing it to all her friends. 


The simplicity and beauty of Aluminex Percolators appeal instantly. 
The handle is made of Thermoplax, which will not char or burn, even though subjected to direct heat. 


The swell at the bottom not only enhances its appearance, but insures ample surface which gives maximum 
results with minimum amount of heat. 


The spout is welded to the percolator, and made of very heavy aluminum to withstand ‘rough treatment. 


Aluminex Percolators are made in five sizes, ranging from 2 cups to 12 cups, to meet the needs of every 
size family. 


Order the following introductory assortment now if you are not already selling these Percolators. 


2—No. 6450%— 2 cup size, Retails @ $1.00 each 3—No. 64514%4— 6 cup size, Retails @ $1.50 each 
2—No. 6451 — 4 cup size, Retails @ $1.35 each 3—No. 6452 — 8 cup size, Retails @ $1.65 each 
2—No. 6453 —12 cup size, Retails @ $2.10 each 


Dealer Cost $12.30—selling at $18.35—a margin of $6.05. 


Every dealer supplied with our 8 color, easel back, display card, 20”x15”—so attractive as to catch the eye 
of young and old. 


Write today for further particulars of these quick and sure profit makers. 





The Buckeye Aluminum Co. 


THE BUCKEYE ALUMINUM CO. Wooster, Ohio 


i citi iae tie mricniniienteiiiciieeil Aluminex Percolator Asst. @ $12.30 per 


WOOSTER, OHIO Assortment. ‘F. O. B. Wooster, Ohio. 


Send us latest catalog and dealer's price list. 
Makers of fine aluminum ware for more than a N 

RNY sath hi sites dase eventos a 
quarter of a century. 
Address 
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Little yarns that others have laughed 
over culled from various sources. As a 


contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 











In the course of a duel in France the 
parties discharged their pistols without 
effect, whereupon one of the seconds pro- 
posed that the combatants should shake 
hands. To this the other second objected. 
“It is quite unnecessary,” said he, “their 
hands have been shaking for half an 
hour !”’ 


Oculist (handing sight-testing card): 
“I want you to read this, please.” 

Old Lady: “Would you be so kind as 
to read it for me? My sight is not very 
good.”—Answers. 


An Englishman and an Irishman, rid- 
ing together, passed a gallows. 

“Where would you be,” said the Eng 
lishman, “if the gallows had its due?” 

“Ridin’ alone, I guess,” said the Irish 
man. 


He: “Do you remember when we met 
in the revolving door?” 


stright Young Thing: “Yes, that’s when 


we started going around together, wasn’t 
it?” 


“You'd never think this street used to 
be a cowpath, would you?” 

“Oh, I don’t know ; look at all the calves 
on it.” 


“Bridget, didn’t I hear you quarreling 
with the milkman?” 

“Nope, I just inquired after the health 
of his sweetie.” 

“Yes, and how—” 

“I says: ‘How’s the milkmaid?’ An’ he 
got in a temper and said, ‘That’s a trade 
secret !’” 


A colored agent was summcned before 
the insurance commissioner. 

“Don’t you know,” said the commis- 
sioner, “that you can’t sell life insurance 
without a state license?” 

“Boss,” said the darky, “you shuah said 
a moufful. I done learned I couldn't sell 
it, but I didn’t know the reason.” 





| 


A mistress of a boarding house hired a 
young Irish girl who had just arrived in 
this country. 

She was somewhat dubious of the girl's 


ability to wait on the table. So she said, | 
“Norah, do you think you can wait on the | 
table: I have ten boarders, you know?” | 

Norah: ‘Sure, and that's all right, | 
Ma’am. Why, in Ireland I used to feed | 


forty pigs every day.” 


“Does your wife ever pay you any com- 
pliments?” asked Bob of his brother. 

“Only in the Winter,” was the reply. 

“In the Winter? How do you mean?” 

“When the fire gets low, she says, 
‘Alexander, the grate!’ ” 


“Shirts that laugh at the laundry,” are 
advertised by a certain firm. One of ours, 
bought elsewhere, has such a keen sense 
of humor that it arrived home the other 
day with its sides split. 


“Next.”—“Who, me?’—‘“Born?”—“Yes, 
sir.” “Where ?”—“Russia.” “What part?” 
-“All of me.”—“Why did you leave Rus- 
sia?”"—“I couldn’t bring it with me.” 
“Where were your forefathers born?”— 
“I only got one father.” “Your business ?” 
—“Rotten!” “Where is Washington ?”— 
“He’s dead.” “I mean the capital of the 
United States?”—“They loaned it all to 
Europe.” “Now, do you promise to sup- 
port the Constitution?”—“Me? How can 





1? I have a wife and six children to sup- 
port.” 
“I once knew a man who stayed home | 
with his wife every night for thirty 
years.” 
“Ah! that was true love.” 
“No, it was paralysis.” | 


| 


Ruby: “I wonder if it is true that the | 
length of a boy’s arm is equal to the cir- | 
cumference of a girl’s waist?” 

Rube: “I dunno. Le’s git a string and 
measure them!” 


“You probably don’t remember me,” be- 
gan the self-made man proudly, “but 
twenty years ago when I was a poor 
humble boy, you gave me a message to 
carry.” 

“Yes, yes,” cried the busy man, “where’s 
the answer !” 


Hubby (on phone): “Say, Hon, I'll be 
awfully busy at the office and won't be 


| home until late.” 


Wife: “Can I depend on that?” 


In the end the tall, lean man, it seemed, 
took pity on the stamping conductor and 


| the thrilled passengers. : 


“It’s nae use your-r-r fumblin’ any 
longer, Mac G-r-r-regor-r,” he said to his 
friend. “Ye may just make up your-r mind 
to pay the conductor. Both my arms are 
paralyzed.” 


“What kind of a fellow is Smith?” 

“Well, if you ever see one fellow try- 
ing to*borrow money from another, the 
fellow shaking his head is Smith.” 


“T often wondered why the English were 
tea drinkers.” 

“Ves "isa 

“Yep, but I know now. 
their coffee.” 


I had some of 


“How will men look in the future?” 


| ° 
asked a writer. 


“It all depends on how the women 
dress!” 


Ed—“I guess you’ve been out with worse 
looking fellows than I am, haven’t you?” 

No answer. 

Ed—“I say, I guess you’ve been out with 
worse looking fellows than I am, haven’t 
you?” 

Co-ed—“I heard you the first time. I 


| was just trying to think.” 
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Their fundamental 'strength, resistance to fire, 
and imperviousness to wear have a natural 
appeal for hardware merchants. There is no 
warping or cracking, no Car ys doors or 
drawers — they are made of steel. All cabinets 
and bases are standardized sectional design, 
and are interchangeable. De-mounting and 
re-arranging causes no depreciation. 


A totally new idea in 
Hardware Display «4+. 
interpreted in steel y GF 


N°: General Fireproofing Com has 
produced a line of steel fixtures for Hard- 
ware Display! In steel, the obvious caitciial. 
GF has wrought the kind of sectional display Sx. 
tures the hardware men have always wanted. 


Still, with all these advantages, GF Display Fix- 
tures cost no more than wood. 


The free services of GF’s Store Planning Ex- 
perts, are available to any hardware merchant 





The knowledge and experience gained in a 
quarter century of building America’s finest 
business _equipment, has been combined with 
the cpectatloel knowledge of retail hardware 


experts. Result: the finest, most compact, and 
permanent display fixtures you have ever seen. 





F DISPLAY FIXTURES 


who wants to arrange a more inviting display 
of his merchandise. 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio + Canadian Plant, Toronto 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 
ATTACH THIS COUPON TO 

OUR FIRM LETTERHEAD 


THE GENERAL FIREPROOFING Co. 

Youngstown, Ohio 
Please send me complete information on the new Hard- 
ware Display Fixtures of steel. 





Name 
Address 
ee 








State . 
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One-tenth of a Turn Unlatches it! 





No. 330 CUPBOARD CATCH 





Here’s a Fast Selling 


Specialty 
That Nets a Fine Profit 


The No. 330 cupboard catch appeals instantly 
to home owners because of its beauty and ease 
of operation—a one-tenth turn to right or left 
unlatches the catch. Pushing the door shut 
automatically locks it. This catch can be used on 
doors from 14” to 11%” in thickness without 
adjustments. Furnished with beautiful glass 
knob. Mechanism is of steel. Case is solid 
brass and furnished in any desired plating. 


Carpenters and builders like it because of its . 


ease of installation. Just bore one hole, sink 
four screws—that’s all there is to it. No mor- 
tising or chiseling necessary. Slotted screw 
holes in strike allows adjustment to perfect 
latching position should screws be slightly mis- 
placed when installation is made. Strike can 
be installed on the shelf, under the shelf, on 
door stop or any other desired location without 
adjustments of any kind. 


Cabinet set No. 799, comprising a pair of em- 
bossed, ball tipped, full surfaced butts and a 
No. 330 catch is an unusually rapid seller. 
Hinges are made of cold, rolled steel furnished 
in any desired finish. 


Meeting a definite need and priced right for 
quick turnover, these numbers are sure profit 
builders. To show them is to sell them. 
Write for prices, discounts and descriptive lit- 
erature at once. 


FRANTZ MANUFACTURING COMPANY 


Dept. H7, Sterling, Illinois, U.S. A. 


No Hardware is Genuine FRANTZ QUALITY 
Without the Red Label 


RANT 


UAR AN 








Team Work and Better 
Merchandising 


(Continued from page 68) 


the other one-sixth, we sometimes have values of our 
own, and then again, we still have goods that they can- 
not get. Now, why do they get the business? .I am con- 
vinced that it is 90 per cent display and 10 per cent 
price, although I want to repeat that they have been 
clever to make the consumer feel that each item is a 100 
per cent bargain. To substantiate my statement, I would 
like to tell the following experience: 

Last summer I visited one of the well-known tool man- 
ufacturers. When I inquired if he was selling chain 
stores, he replied with the following story : 

In recent years their sales of ratchet screw drivers 
had steadily declined. Their jobbers and retailers told 
them that there was no demand and that the spiral auto- 
matic screw driver had superseded the old ratchet type. 
While they were in the midst of their investigations, the 
buyer from one of the large chains happened to call and 
wanted to get some trademarked article of this manufac- 
turer to sell at a cut price. Now this particular manu- 
facturer (one of the very few that are left) told him 
that he had nothing to sell, but if the chains would main- 
tain the full resale price of 75 cents, they would let them 
have ratchet screw drivers. The result was that in the 
next few months this single chain sold more ratchet 
screw drivers than all of their outlets put together. They 
did not do it by having the goods tucked away in a box 
on the shelf. They did it by display—allowing the cus- 
tomer to handle the article, all the while creating the 
desire to own it. 

Another example of a line they sell in enormous 
quantities at full prices.is Mazda lamps. I am informed 
that they are one of the largest distributors in the 
country and all goods are sold at the full retail price. On 
many items their prices are higher than yours. For ex- 
ample—in some chains they sell nails at 10 cents per 
pound—yet the customer goes away with the impression 
that he has bought a bargain. 

There are no secrets to the underlying principles of 
successful merchandising. All that is necessary is to 
turn your stock frequently at an adequate margin, but 
how many merchants are doing this? According to the 
figures of your national Organization, the average stock 
turn for retail stores all over the country amounts to 
about 2.3 times per year. I am told that the chain mer- 
chandise stores turn their stock seven times per year, 
and the chain groceries reach very much higher figures. 

It has been a perfectly simple matter to prepare my 
address up to this point. I could give you many other 
illustrations in evidence of the various phases I have 
discussed but in a general way. I think we are all in 
agreement upon what I have just said—but what you are 
interested in and the real purpose of this meeting is— 
what are we going to do about it? I am indebted to 
Mr. Homer J. Buckley, past president of the Direct Mail 
Advertising Association of America, for some of the 
following facts in connection with retail merchandising : 

1—It is a fallacy that the public will automatically 

seek the best. 

2—It is a fallacy that the public knows the difference 

between price and value. 

3—It is a fallacy that the public will automatically re- 

ward enterprise and service. 

4—It is a fallacy that the public knows what it wants. 

5—It is a fallacy that the public will demand over any 

great length of time what it is not reminded of. 
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Therefore, we have salesmen and sa'‘es people, but 
these forces need to be supplemented with intensive 
sales promotion and educational methods. 

It is conceded by the most successful retail merchants 
that they should appropriate from 3% to 5 per cent on 
sales for advertising purposes. Sixty per cent of this 
should be spent in local newspaper advertising (if the 
local paper has a good circulation and proper coverage 
of the store’s customers and prospective customers), 40 
per cent should be devoted to direct mail, window dis- 
plays, retail training for clerks, and miscellaneous efforts 
along these lines. 

It is unfortunate that the term “advertising” covers 
such a broad field. Perhaps it would be better for all if 
we could subdivide it into the various phases of merchan- 
dising. Too many dealers unconsciously associate adver- 
tising with cut prices and use it only when they have 
something of this kind to offer. Mr. Buckley tells me 
that, based on the most exhaustive survey that could be 
made, they have concluded that only 9 per cent of retail 
sales made over the counter are made because of price— 
that 91 per cent of the sales are made because the 
people need the goods and are willing to exchange their 
money for the merchandise, not because the article is 
cheap. I think there are very few in this audience who 
would agree with this statement, but if you look through 
a national advertising publication, such as The Saturday 
Evening Post, you will find very few cut price appeals, 
and these advertisers are spending hundreds of millions 
of dollars annually. It is essential that you take some 
means of acquainting the public with the merchandise that 
you carry and the advantages that you have to offer. 
The wholesale hardware houses in this country are just 
as much interested in this problem as you are. If you 
cannot change to meet present day methods, you are go- 
ing to have to step aside for the merchant who can, for 
I for one do not feel that the retail hardware store is 
going to be forced out of the picture. I do feel, how- 
ever, that the inefficient merchant will be and that that 
time is not very far off. 

I have repeatedly said in meetings of this kind and to 
merchants, individually, that there always has been a lack 
of understanding between retailers and wholesalers. 
For some reason we do not know each other as we should. 
You are just as much of our organization as any depart- 
ment that we have within our business. Yet, in the last 
two years I can count on my fingers the number of real 
constructive suggestions that I have received from our 
customers. You are thinking too much about price and 
not enough about selection, advertising or display. The 
price that you pay for an article is of secondary account. 
What you should be interested in is the margin at which 
you are able to sell it. Cooperative buying is not going 
to help the situation. It simply means that there will be 
more skim milk and less cream for the jobber and that 
the jobber’s cost of handling the business that is left is 
increased in proportion to the business that he loses. 

The most discouraging part of my job, or the head of 
any other wholesale hardware house, is the lack of in- 
terest and enthusiasm on the part of the average dealer 
in the new goods that we bring out, in the cooperative 
advertising plans, in window displays, and numerous 
other specialties that we offer. You consult a doctor if 
you are sick; you consult a lawyer on a legal matter, 
but for the most part, you are unwilling to accept sug- 
gestions from your wholesaler. 

This lack of cooperation is particularly distressing to 
the wholesaler when here ‘and there he sees merchants 
successfully carrying out just these things that he is 
recommending. We have a customer in a suburb of 











You Can Sell Wall 
DREADNAUGHTS 


with a clear conscience 





Because they are SAFE— 


Seamless steel tank with bottom and only 
3 connections brazed in with hard brass 
makes DREADNAUGHTS positively fire 
and explosion proof. Doub!e check valve 
on pump. 


Because they are DEPENDABLE— 


Here’s a torch you can fill and pump and 
know it is going to deliver a better flame, 
when and where you want it. Needle 
cleans valve at every operation. 


Because they are designed to operate in 
WINDY ZERO WEATHER. 


The heat-retaining casting and _ wind- 
shield guarantee continuous satisfactory 
operation to the last drop of fuel under 
most severe conditions. An “outside” 
torch. 


Because they fre REAL TOOL VALUE. 


Long in service, economical to operate, 
made to stand abuse, comfortable to 
hold, easy to repair when necessary—a 
torch for every use. 


It’s good business to sell DREADNAUGHTS. Your 
jobber has them or can get them. 


SUPERIOR 
pROOUCTS 





P. Wall Manufacturing Supply Co. 
3126-66 Preble Ave., N. S. 
Pittsburgh, Pa. 

Since 1864 











To Save Time, Write to Nearest Representative 
New York: E. H. Brinkman, 30 Church St., Room 446. 


Philadelphia: Wm. H. Patton & Associates, 2401 Chestnut St. 


oston: Walter C. Gindele, 241 Purchase Street 
Chicago: Henry Tideman, 624-630 West Adams Street 
Cincinnati: L. W. Stewart Sales Co., 327 Dixie Terminal 
Detroit: George E. Oles, 14301 Corbett Ave. 
St. Louis: Hubbell and Sharp, 1712-14 Chestnut Street 
San Francisco: W. R. Voorhees & Co., 417 Market Street 
Waynesville, N. C.: R. N. Barber & Company 
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Chicago who has the most wonderful direct mail pro- 
gram I have ever seen. If you move into his town, the 
day following you get a letter from his store welcoming 
you and suggesting that you come in and pick out the 
things you need to make your household assortment com- 
plete. He soon finds out if you are in need of an electric 
refrigerator, a vacuum cleaner, a radio set, a gas stove, 
or countless other specialties and then he conducts an 
intensive campaign with his clerks after usual business 
hours, interspersed with well-worded letters, and gets 
the business. In fact, the head of the firm who looks 
after our advertising moved into that town and within 
a few months has bought more than $1,000 worth of 
merchandise from this particular customer. We have 
another dealer in a town about 40 miles from Chicago 
who turned his stock nine times last year. He bought 
90 per cent of his merchandise from one house and made 
more money in proportion to his investment than any 
retail store I have ever heard of. He has, as a compet- 
itor, one of the finest retail hardware stores in the United 
States. I want to repeat that there is not any secret to 
retail success if you get the proper turnover at an ade- 
. quate margin. Even in this part of the country where 
you are considerably further from your markets than 
we are, you should turn your stock at least four times 
per year and this can be done if you will consider stock 
turn ahead of quantity discounts and if you will rid your 
stock of the slow-moving items for which there is not 
sufficient demand in your locality to warrant your carry- 
ing them. 

The up-to-date, progressive hardware wholesaler re- 
alizes the need of cooperation with his retail customers. 
Various plans are offered, some better than others, but 
all really directed along the right lines. In your general 
problems and in your specific problems your jobber can 
do much for you if you are willing to meet him half 
way. And so, in closing, may I offer the suggestion that 
you learn to know your jobber better. Work with him. 
I am sure he can do more for you in this situation than 
can anyone else. 


Verified News of Retail Stores 


CENTRAL 


The Beck Co., Canal Wineries, Ohio, has replaced the old W. > 
Beck & Co., of that place. The three owners are W. D. Beck, C. 
Stebleton and Wm. G. Poole. 
H. Ss Schneider purchased the stock of Allen-McNutt Hardware Co., 
eS Ohio, and is conducting it as the Ashtabula Hardware Co., 
ain 
Mayfield Eciter Hardware has moved to 3956 Mayfield Road, Cleveland 
Heights, Ohio. 
ves Bros. Co., recently acquired additional space for expansion. 
Herman Pack has moved to 7002 St. Clair Ave., Cleveland, Ohio, from 
oe St. Clair Ave. 
F. J. Pekoe, Jr., is now operating three stores in Cleveland. They are 
at 11433 Buckeye Rd., 14009 Kinsman Rd., and 11906 Buckeye Rd. 
Williams Hardware Co., 9523 Detroit Ave., Cleveland, Ohio, has recent- 
ly rae. 



































floor space 
Sell 
more 
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mowers 


















ERE is another sales aid 

for dealers in Blair lawn 

mowers, for display in the 

window or on the floor. It is 

light in weight, collapsible 

and easily stored, yet strong 
and attractive. 





Dealers who select Blair lawn 
mowers for their 1928 line 
will have the opportunity to 
secure this display. 








Zimmer Hardware Co. of 12424 Superior Ave., is now located 
at 12427 Superior Ave., Cleveland, Ohio. 

ye ad Co., of 180 S. High St., Columbus, Ohio, has moved to 
200 

Cussins & Fearn Hardware Co., 48 W. Spring St., Columbus, Ohio, 
has succeeded Cussins Co. 

Frank P. Hall Co., Columbus, Ohio, recently opened two branch stores, 
ae at 1457 E. Main St., and also at Longview Ave. and High St. 

. Oo. rker of Rudoiph, Ohio, recently suffered a serious fire loss. 
Conkiin & Irwin have succeeded C. M. Wheaton Co. in Sunbury, Ohio. 
Bain Hardware is continuing the business of Wilson-Marlow in Utica, 


Write for details and prices. 


Blair Manufacturing Co. 





Ohio. 
f - aad at wen Boloh ¢ Sen have succeeded to the business of Wm. Overholt in 
: ng adswort 0. 

Spri _— on J Yates Hardware & Repair Shop in Charlotte, Mich., has taken 


over the business of McGill Hdwe. Co. 
Monroe Hdwe. Co. was recently opened at 200 Monroe Ave., Detroit, 
Mich. 
Chas. W. Kitchen & Son, Hale, Mich., has succeeded Victor Nunn 
of that place. 
Sigler’s Hdwe. & Sport Shop recently opened for business at Manistique, 
Mich. 
Roseville Hardware, Inc., was recently incorporated at Roseville, Mich. 
Holm Bros. of Atwater, Minn., recently opened a branch at Dassel, 
Minn. 
Fy E. Cady has succeeded Cady Bros. in Dover, Minn. 
A. Bergersen of Brady Bidg., Duluth, Minn., is conducting the former 
Kelley Duluth store. 
H. Engdahl is proprietor of the Engdahl Hardware Co. which re- 
ane succeeded C. O. Larson in Minneapolis, Minn. 
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Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JOBBERS’ ASSOCIATION 
Joint ConvENTION, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Avenue, New 
York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
tion, Hotel Marion, Little Rock, May 15, 16, 1928. 
L. P. Briggs, secretary, 815-816 Southern Trust Build- 
ing, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


LouIsiIANA RETAIL HARDWARE IMPLEMENT ASSO- 
CIATION CONVENTION AND ExursiTion, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MisstssipPI RetTaiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, February 19, 20, 21, 22, 1929. Place to be de- 
cided later. Chas. C. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 


NaTIONAL RetaiL HARDWARE ASSOCIATION COoN- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington Street, Indianapolis, 
Ind. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIA- 
TION CoNVENTION, Amarillo, Tex., April 9, 10, 11, 1928. 
Headquarters, Amarillo Hotel. C. L. Thompson, secre- 
tary-treasurer, Canyon, Tex. 


SoutH Daxota Retait HARDWARE ASSOCIATION 
CONVENTION, Sioux Falls, February 5, 6, 7, 1929. Chas. 
C. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
AssociATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Joint Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. John Donnan, 
secretary-treasurer, Richmond, Va. 


Texas HARDWARE JOBBERS ASSOCIATION CONVENTION, 
Houston, April 13, 14, 1928. Headquarters, Rice Hotel. 
LeRoy B. Everett, secretary-treasurer, P. O. Box 117, 
Houston. 




















The 
Season For 


Wren Houses 


Buy f f Now 
; 


Wren House No. 33 


No. 33. This Wren House with 
slanting roof is entirely construct- 
ed of wood. A hole is provided b 
in the back panel which facilitates 
hanging on wall or tree. It is fin- 
ished in brown with a green roof 








Wren House No. 11 


No. 11. This Wren House is de- 
signed especially to fit the crotch 
of a tree. Unusually attractive 
when in position, it makes attrac- 
tive homes for little wrens. Fin- 
ished in brown with a green roof. 





i 


Wren House No. 220 


No. 220. Here is an ideal wren 
house with gable roof, and a metal 
bottom which may be removed to 
take out the old nest. It, too, is fin- 
ished in brown with a green roof. 
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_— your Customer Ve 
Buys His Garden Equipment tS _ 
Be sure he sees your Wren Houses § 


Write us for Catalog - Ask your Jobber for Prices 


ARCADE ="""rovs 


Arcade Manufacturing Co. 
Freeport, Illinois 
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been a defect in the manufacture, it 


(Continued from page 65) 


| any lines, as the privilege is abused 


would, to a certain extent, remedy | too much. 
“You remember several years ago | 
the electric iron manufacturers guar- | 


the evils that creep into business 
through the guarantee. 

“On the other hand, we suspect 
that the manufacturer has taken all 
of this into consideration and figures 
this expense in his cost. 

“Tt is necessary to have a guaran- 
tee with certain qualities of small 
tools and I can suggest no remedy 
for the abuse of the guarantee privi- 
lege except that we have a better 
understanding with the consumer 
and retail dealer.” 

(Signed) A. H. NICHOLS, 
Buhl Sons Co., 
Detroit, Mich. 
Vice-President, National Hardware 
Assn. 





Stay Away from Guarantees 


66 E think the ‘guarantee’ word 

is often used too promiscu- 
ously, and it is our policy to stay 
away from the word ‘guaranteed’ as 
much as possible in making sales on 





anteed electric irons, increasing the 
guarantee from one year to two 
years, then to five and ten years, and 
then to life—they soon saw the error 
of their ways.” 
(Signed) J. L. LAMBERT, Sec.-Treas., 
Lambert-Grisham Hardware Co., 
Henderson, Ky. 


Sometimes a Service 


. “WE feel that in a lot of cases 

the guaranteed goods are of 
a great service, but, on the other 
hand, there is a lot of cases where 
they are a drawback to the merchant, 
that is, that a lot of people abuse 
the guarantee, and, of course, im- 
pose on the three factors of the dis- 
tribution, and for that reason if the 
removing of the guarantee would or 
will effect the price to any noticeable 
extent we feel that the removing of 


More Letters About Tool Guarantees 


| the guarantee would work out to the 





best for everyone concerned.” 
(Signed) C. F. TROUTMAN, 
Troutman Bros., 
Shepherdsville, Ky. 





Guarantee Helps Sales 


66 We: have found that a guaran- 
teed tool will sell quicker, and 
have had very little trouble regard- 
ing returned goods. However, in the 
case of cutlery, the situation is op- 
posite that of tools.” 
WILDER HARDWARE CO., 
Corbin, Ky. 





Should Be Eliminated 


66 7N my opinion, the small tool 

guarantee should be _ elimi- 
nated. Its abuse is something aw- 
ful, and causing a lot of expense 
to all, and increases the cost too 
much compared to chain competi- 
tors.” 

(Signed) H. H. MEYER, 
Shawano, Wis. 





eW SELLING PIAN 


Prix Dealers Greatest Screen Door 
Check Business Theyve Ever Had § 

















= »)} 913) Hundreds tripling screen , 


gets the sales. 


new selling plan. 


tractive 3- 

color ‘weterpesstod card we - 
send you, to door frame, 
above handle. It attracts 
attention to ROSE check. 


Customer opens door. Reads 
sign. Imagines it closing HIS 

door. so silently and securely. 

DESIRES it! Many customers will inquire 
ir A about ROSE check when entering. 
HERE ‘Tell others. 


is THE Show them the novel counter demonstrator. 
N closeup of a real ROSE screen check in etion low price. SALE! 





Put your store’s screen door to 

00 work for you! Bigger, quicker 
screen check profits for you by 

following the ROSE screen door 

check selling plan. Just follow 

the five easy steps outlined below. Sure 


“Greatest plan I ever 
used,’’ writes MEYER of Omaha. Others 
equally enthused. 
doubling, tripling last years orders! Start 
this plan woking for YOU! 
apartments—all need ROSE screen door 
> checks. Quick, silent closing. Beautiful 
Put ROSE if finish. Big barrel. 
screen check \ power for all light doors. 

Big profit. Write for full details of this 
NOW 


Frank Rose Mfg. Co. 


ORDER FROM YOUR JOBBER 








door check profits. covers better. 


Dealers everywhere 


Homes, 


Plenty of checking 


Hastings, Neb. 





US-tro-LAC 
hour DRYING ENAMEL 


An improved quick-drying finish. Easy to apply. No 
objectionable odor. 
An article that fully meets. the present- 
day demand for a successful quick-drying finish—one 








Most economical because it 


that you can sell and 
recommend strictly on 
its merits as an outstand- 
ing quality specialty. 


12 attractive colors. In- 
side and outside use (it’s 
waterproof). 


Co-operative Dealer Sales 
Plan, to meet your indi- 
vidual requirements, at 
our expense. Get our 
proposition to Jobbers 
and Dealers at once— 
territory now available. 


Prices and samples on 











Gives 





I Attractive Ad- * : 
veriving, malir *lntehod to our for quick action. 


COLONIAL WORKS 


225-237 Norman Ave., Brooklyn, N. Y. 
Manufacturers g, COLONIAL PAINTS and 


BRO ee, Permanent Green Paint. 
ADHESIUM—the Remarkable Wall Size. 


request. .Write—or wire 


RNISHES 
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What Would You Do With a Billion 


Dollars ? 


HE above question has been asked. we assume, sev- 

eral billion times back through the years, since the 
time when Joseph’s brethren were obsessed with a desire 
to accumulate wealth; but in the last few weeks a billion 
dollars under the ownership of one man has been forci- 
bly brought to the attention of everybody who reads a 
newspaper. 

As we laid down the paper we asked friend wife just 
what we would do provided we were burdened with a bil- 
lion dollars. After purchasing an expensive home with 
twenty or thirty rooms and as many baths, we decided 
that with the scarcity of help, that would be a big burden, 
so we ditched that idea. We then decided that we would 
give each of our relations a million dollars, but after 
talking that over we decided that it would probably be 
an injury to them, so we thought we would not disturb 
them but allow them to work for what they had and be 
reasonably happy. Of course, we could dispose of a few 
millions via charity, but unless we did more harm than 
good, it would be a big job and would not make a very 
big dent in our billion. 

After spending some time on the pros and cons, we 
finally decided that the easiest way out of it would be to 
invest the whole blamed thing in Government bonds. For 
a minute or two we felt reasonably easy and relieved 
but just as soon as we figured that we would then have 
thirty million dollars every year to dispose of, we finally 
gave up in despair, went out in the kitchen, took a bite 
to eat and went to bed thanking God that we were not 
burdened with too much money.—Tackle. 


Salesman-A fraid-of-His-Job 


THER nations are saying, and sometimes rather un- 
pleasantly, that America has most of the money in 
the world. That is not true, of course, but it does indi- 
cate financial prosperity on the part of the American 
people which is worth taking into account. For while 
some feel the necessity of holding down the cost of 
building construction, it is an undoubted fact that many 
owners are not building as expensively as their circum- 
stances would warrant. This is partly the fault of the 
builder himself. He is sometimes a timid soul, and in 
many cases by reason of fear of losing a contract, he has 
far undersold his prospective client. Instead of showing 
him how various accessories would add to his pleasure 
and increase his satisfaction in his building, the builder 
has too often taken the course of the ordinary salesman- 
afraid-of-his-job and has suggested how the cost can be 
reduced by the elimination of items which, if the matter 
were properly presented, the client would be very pleased 
to have included. 

Overselling in any line is a reprehensible practice and 
returns as a boomerang upon the perpetrator ; but under- 
selling is also an unsocial art, in that it provides the 
customer with something less than that which would give 
him the greatest satisfaction for the amount of money 
which he is able to spend. 

The American householder wants comfort and conve- 
nience and is willing to pay for them.—Allith Bulletin. 













Increase Sales! 
with a 
STOVER PN 
“Red-Spindle” 


DAMPERS 


‘Red Spindle’ Dampers have demonstrated their super: y 

‘Red Spindle’ is better because it is made of one pony phen ga 
not several pieces spot welded or stamped together. Locking device holds 
blade rigid with no wobbling—makes certain blade turns to any position 
wanted. Patented button prevents lost parts while installing. Comes in 
either nickel plated wire grip or with black enameled wood grip. 3 to 12- 
inch sizes with round blades, 5% to 8-inch sizes with oval blades. Increase 
your sales of dampers by carrying 
Stover “*Red Spindle’’—-the most 
popular kind. 


Ask Your Jobber 


STOVER 
REDHEAD Mop Sticks 


(Trade Mark) 
A newer, better mop stick whose bright red head 
attracts customers and helps them to sell them- 
selves. Enables dealer to get his mop stick 


Double line out of the old rut at large profits. Handles 
® 48 inches long, double coat varnished, oak 
Varnished finished. Non-crooking. Heads 6 inches wide. 
Metal parts coppered. Above the ordinary in 
Handles profit to dealer—in_ satisfaction to user. 
your. next order specify Stover ‘‘Red Head” Mop 
Sticks! 


Write Us if Your Jobber Hasn’t Them 


STOVER MFG. & ENGINE CO. 
202 East Street, FREEPORT, ILL. 


Also makere of Waffle Irons, Spring Hinges, Damper Clips, Stove 
Pokers and Lifters, Andirons, and other Hardware Specialties. 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving? 
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GALVANIZED STEEL WIRE CLOTH 
IncAl Grades 


=—, 








The Gilbert & Bennett Mfg. Co. } 


WIRE CLOTH, NETTING and FENCING [@ 
Galvanized Steel Wire Cloth in all Meshes and Gauges [| 


Georgetown, Conn. 
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He Who Stands Still 
ACME ice cusam rneezer aneers 


OMEONE has aptly said that it is true that a final 
Neichor i. eeiliey snpetiliaine spurt often wins a race, but the race of business is 
easy turning, quick freezing, ‘saving in ice, never finished. 
nor smooth, velvety texture Writers more eloquent than we have already written 
“1 the B un _ a, miles of words on the subject, pointing out that, the 
ta ae scods ter ae business man who stands still for the twinkling of an 
dissatisfaction. Sell more this eye often loses forever his chances of keeping up with 
spring than ever. his competitors. 

Retail at: 2-qt. Bright Enam- Reading about chain store methods recently, we came 
hg: Gale, $1. 2s ye" across a graphic illustration of how only the fittest sur- 
$2.25; pint ACME Jr., 60c. vive in the great game of modern business. : 

BEH Some chain store organizations select sites for their 
fee) 140 BROADWAY, NEW YORK.N.Y stores by strictly scientific methods. Others make use 
/” BUY FROM YOUR JOBBER of human nature—and find it an almost infallible guide. 

For instance— 
The location manager, or whatever his designation is, 
calls one of his men to his office and tells him that the 
company intends opening a store in Blanktown. To 


























The highly-efficient and dependable 


Allison Electric Refrigerator is appeal- Blankt : : a 
ing strongly to home-owners the re awe goes the assistant, an unts up a store 
which is in the same line of business as his own firm. 
country over because it keeps foods ; ie 
al ¢ the D Zo He makes a purchase in that store, sizing up the lay- 
ways out o: the Danger Zone. out of the interior, observing the condition of the stock, 


the efficiency and courtesy of the service, and the general 


THE REMARKABLE NEW appearance of the whole establishment. Perhaps the first 


place he hits is a clean, inviting store, with fresh stock 


and pleasant salesmen. He notes the fact carefully, and 
goes to the next store. 
Here he finds a dusty window display, a dingy store, 
incomplete stock and a set of “wiseguys” behind the 


DOMESTIC ELECTRIC REFRIGERATOR CORP. counter. After making a purchase and dropping a few 


Two West 46th St., New York City casual inquiries about “business,” the investigator goes 
out. He examines the neighborhood carefully and then 


scoots back to the office. 


mae Fey 














SKYSCRAPER, The curtain falls, and when it goes up again we see 
on the corner diagonally opposite the latter store, a brand 
‘Known as the best” new competitor. The whole place has been redecorated. 


RUBBISH BURNER The windows are tastefully trimmed. The clerks inside 


are bright, alert fellows. And how the peop!e are stream- 











: Woven from High carbon ; a y 
we _gitec! strips ing into that store! Next week, next month, next year, 
; a the bell on the cash register will have little rest. And in 
ive “veut nag og er time there will appear a “For Rent” sign in the window 
Incinerator. of the store on the other corner. 
; Shigped Knocked down Thus the chain gives a wide berth to neighborhoods 
Sttors , u g ; | neig 
PA ney rae served by clean-cut, up-to-fhe-minute retailers. 
i ‘i iia ateeenes But when a careless, inefficient dealer is found operat- 
Manufacturer and Patentce ing in a good neighborhood, a store is opened near by. 
ate dl I. The contrast between the clean, cheerful store with good 
eis service and the inefficiency of the established retailer 





is so marked that people begin automatically to go into 


| the chain store. The quick sales momentum thus ac- 
B (Patented) Remov quired helps to establish the new store within a short 





VON ELSIE a IT 


able Steel Clothes Posts for time, and it’s only a matter of months before the stagnant 
Wash Day dealer goes out of business. 
> Ast roe Guler fer Rashes  (Eetentes) There’s the story—we leave the moral to you. 
—The Bulls-E ye. 


Clothes Posts. If you buy one set you do 
not have to worry about clothes posts as 
they will last as long as your house—without 
RUSTING. 
They are nationally known and handled by 
Lumber and, Supply Gangway for a Gentleman! 


Progressive Hardware, 


& 
a 


Dealers throughout the country. The steel 

seoene io, toot etslachio’” Brioss senemmabte. It was a wet day, and as the pretty girl entered the 
Fo er ey ce Ciuke Top’ seeatilies. crowded car a man rose to his feet. 

eee ee ee ee “No, you must not give up your seat; I insist,” said 





scriptive folder. 


BANKS STEEL POST COMPANY the young womma. 
128 Wakeman Avenue Newark, N. J. “You may insist as much as you like, miss,” was the 


Telephone: Branch Brook 1218. reply. “Tm getting out here i 
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STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIR- 
CULATION, ETC., REQUIRED BY THE ACT OF 
CONGRESS OF AUGUST 24, 1912. 

Of HARDWARE AGE, published weekly at New York, N. Y., 

for April 1, 1928. 
State of New York, County of New York, ss. 

Before me, a Notary in and for the State and county aforesaid, 
Personally appeared E. P. Beebe, who, having been duly sworn 
according to law, deposes and says that he is the Assistant 
Treasurer of the Iron Age Publishing Co., Publishers HARD- 
WARE AGE, and that the following is, to the best of his knowl- 
edge and belief, a true statement of the ownership, management 
(and if a daily paper, the circulation), etc., of the aforesaid 
publication for the date shown in the above caption, required 
by the Act of August 24, 1912, embodied in section 411, Postal 
eae and Regulations, printed on the reverse of this form, 
o wit: 

1. That the names and addresses of the publisher, editor, man- 
aging editor, and business manager are: Publisher, Iron Age 
Publishing Co., 239 West 39th Street, New York City; Editor, 
Llew S. Soule, 239 West 39th Street, New York City; Managing 
Editor, Llew S. Soule, 239 West 39th Street, New York City; 
Business Manager, George H. Griffiths, 239 West 39th Street, 
New York City. 

2. That the owner is: (If owned by a corporation, its name 
and address must be stated and also immediately thereunder the 
names and addresses of stockholders owning or holding one 
per cent or more of total amount of stock. If not owned by a 
corporation, the names and addresses of the individual owners 
must be given. If owned by a firm, company, or other unin- 
corporated concern, its name and address, as well as those of 
each individual member, must be given). United Publishers 
Corporation, 239 West 39th Street, New York City. Stockholders: 
United Publishers Corporation, 239 West 39th Street; Charles W. 
Anderson, 220 Broadway, N. Y. C.; George H. Buzby, The Well- 
ington, 19th and Walnut Streets, Philadelphia, Pa.; Anna B. 
Frank, Pleasantville, N. Y.; Fritz J. Frank, Pleasantville, N. Y.: 
Mabel M. Griffiths, 165 Montclair Avenue, Montclair, N. J.; 
Lillie Lindsay, 698 West End Avenue, N. Y. C.; James H. 
McGraw, Jr., 10th Avenue and 36th Street, N. Y. C.; Elizabeth 
S. Mekeel, 80 Upper Mountain Avenue, Montclair, N. J.; C. A. 
Musselman, Marion, Pa.; A. C. Pearson, 169 Christopher Street, 
Montclair, N. J.; Lelia C. Pearson, 169 Christopher Street, 
Montclair, N. J.; Charles G. Phillips, Montclair, N. J.; Charles 
T. Root, 2 West 67th Street, N. Y. C.; Franklin T. Root, 32 
Washington Square West, N. Y. C.; G. Eugene Sly, Grove Park, 
Asheville, N. C.; F. C. Stevens, 325 West End Avenue, N. Y. C.; 
W. H. Taylor, 490 Park Street, Upper Montclair, N. J.: *Frederic 
Cc. Stevens Co., 23 Prospect Terrace, Upper Montclair, N. J.; 
Dorothy S. Johnson, 3305 Macomb Street, N. W., Washington, 
D. C. *Frederic C. Stevens Co. Stockholders: Velma S. Stevens, 
325 West End Avenue, N. Y. C.; F. C. Stevens, Jr., 325 West 
End Avenue, N, Y. C.; Velma I. Stevens, 325 West End Avenue, 
N. Y. C.; Frederic C. Stevens, 239 West 39th Street, N. Y. C.; 
Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortgagees, and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages, or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders, and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases where 
the stockholder or security holder appears upon the books of 
the company as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief as to the 
circumstances and conditions under which stockholders and 
security holders who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has no reason 
to believe that any other person, association, or corporation has 
any interest direct or indirect in the said stock, bonds, or other 


securities than as so stated by him. 
E. P. BEEBE, Assistant Treasurer. 


(Signature of editor, publisher, business manager, or owner.) 
Sworn to and subscribed before me this 28th day of March, 
1928 JULIA C. H. ALLEN, 


Notary Public, New York County, Clerk’s No. 49. Register’s 
No. 9020. (My commission expires March 30th, 1929.) 
[Seal] Julia C. H. Allen, Notary Public, New York County. 


Would You Employ Yourself? 


Honest, now— 

Would you? 

Would you employ yourself ? 

Just imagine yourself the “boss” for a minute— 


Then check up your record for the past week, as an 
employee— 

Remember it’s your own money that will pay your 
salary— 

If you applied for a job, would you get it? 

Has your work for a week made a profitable invest- 
ment for the company? 

Have you analyzed what you are doing and why? 

Have you been heart and soul “on the job?” 

And IN your job? 

What does this inventory show? 

You’re “the boss,” now, you know! 

Would you employ yourself ?—Selected. 











Improved Duplex 
va Key Cutting Machine a: 





A NEW LEADER that has gained great favor with 
those who understand key cutting machines and the fea- 
tures to be desired in a perfect duplicating outfit. 


THE OUTSTANDING FEATURES of the IM- 
PROVED DUPLEX are: 

_1. Designed to cut all types of keys; cylinder, flat steel, and 
bit keys. 

2. Separate clamps for each type key noted above (in reality 
a triplex). 

3. Special finger gauges for easy alignment. 
. Balt bearings. 
. Adjustable carriage stops. 
. Bench space 22%” x7”. 
. Motor may be mounted above, behind, or underneath. 

8. Simplicity, long wear, no changing of cutters, no adjust- 
ments necessary. 


CDINDEPENDENTIOCKCO.QD. 


72-80 WINTER ST., FITCHBURG, MASS. 


SN Aun- 











Mark Your Own Streamers, 
Show Cards, Display Cards 











Display your stock with price 
tickets, show cards and signs 
made up-to-the-minute with 


the Stencilor. This simpie, 
inexpensive, easy -to- operate 
equipment makes an expert 
show card man or sign writer 
out of you or one of your 
clerks with- 
out any 
training of 
any kind. 
With mod- 
ern mer- 
chandising 
in the high- 
ly competi- 
tive stage 
that it is 
in you know 
that attrac- 
tive price 
tickets and 
display cards are an absolute necessity. Yet, not every store has 
access to the service of an expert sign writer, nor does every store 
wish to pay the high prices that such work costs. What better 
proof that the Stencilor answers the question of how to get good 
signs at low costs than the fact that the Stencilor is standard 
equipment with chain stores and others? 


We will gladly send samples, prices, and detailed information 
without obligation. 







Attach this coupon to your firm letterhead 
Display Material Co., 
774 Grand Ave., St. Paul, Minn. 
Eastern Agents: Display Material Co., 191 Pearl St., N. Y. 
Canadian Agents: Display Card Co., Ltd., Brockville, Ont. 
Send to your nearest office—Please send me without 
obligation a copy of your book “How to Make Signs!” 
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You make Six Times tho Profit 
on every Sani~Can sale/ 


A Sani-Can is much easier to sell than the 
regular 49c garbage pail because it has so 
many more sales points and appeals to so 
many more people. Housekeepers want it 
for kitchen, bath and nursery. Doctors and 
dentists and business men want it for their 
offices. Its convenience, good looks and 
usefulness appeal to everybody who has 


waste of any kind to dispose of. 


Convenient—press toe pedal oper- 
ated top; closes automatically; 


Check off galvanized inner container easy 
th Sal to empty. 

ese €S Odor Proof and Fly Proof—all 
Points refuse tightly housed inside. 


Compact—holds 4 allons of 
waste, yet is only 2! inches high. 
Good Looking—baked enamel fin- 
ish in Delft blue, mandarin red, 
canary yellow, French gray, apple 


green or china white. 


Infinitely Useful—As odor-proof, 
water-proof garbage can or as 
receptacle for soiled linen or as 
sanitary receiver for waste in 
doctor's office, as fireproof re- 
ceptacle for cigar and cigarette 


butts in business man's office. 


Flyproof—Waterproof—Odorproof—Durable 


Remember, you net as much profit on the sale of one 
Sani-Can as you do on the sale of six ordinary 49c 
garbage pails. Order a dozen now in assorted colors 
at the special offer price of $22 F.O.B. Dunkirk. 


State whether to be sent express or freight. 


SANITARY RECEIVER COMPANY 


DUNKIRK, N. Y. 


Manufacturers of 


Indoor Receiver 





\ ~), 





& HAROWARE 





How much of the rent 


Do Your 


Window Displays 


Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as “Silent Sales- 
men?” You know a real 
salesman is much more 
valuable than a mere 
“Order Taker!” Why 
not put your window dis- 
plays in the selling class? 


Your files ‘of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 
Rent” and bring about 


the 


much sought Rapid 


Turnover. 


Put these ideas to work! 


HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
































HARDWARE AGE for APRIL 12, 


1928 113 





American Steel & Wire 
Company 











When your customers de- 
mand the best in barb wire 
at the lowest cost you will 
find that American Steel 
& Wire Company brands 
successfully meet their re- 
quirements. 

Great tensile strength, 
extra heavy galvanizing, 
regularity of twist and 
firmness of barbs, are out- 
standing features of the 
following brands: 


Baker Perfect 
Waukegan 
Ellwood Glidden 
Ellwood Junior 
American Special 
American Glidden 
Lyman Four Point 





Write for catalogue and prices 























| your jobber’s name. 


American Steel & Wire Company 


Sales Offices; Chicago, New York, Boston, Atlanta, Birmingham, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, Detroit, Cincinnati, Baltimore. 
Wilkes-Barre, St. Louis, Kansas City, Minneapolis-St. Paul, Oklahoma City, 
Memphis, Dallas, Denver, Salt Lake City. 
*San Francisco, *Los Angeles, *Portland, *Seattle. 
*United States Steel Products Company. 











Everyone Needs It 
Everyone Wants It 


TISIT is establishing phenomenal and un- 
duplicated sales records in every hardware 
store where it is shown. 


The reason is that the appeal of TISIT is uni- 
versal. 


TISIT is a liquid solder that is applied with a 
stick, without heat or soldering iron, and dries 
in 20 minutes. 


It is used successfully for repairing aluminum, 
kitchen utensils, radios, milk cans, milk pans, 
gasoline tanks, cracked cylinder heads, steam 
lines, water lines, radiators—any place a solder 
can be used. 


This means that everyone who owns an auto- 
mobile, everyone who owns a radio, everyone 
who cooks, every farmer, every mechanic— 
in fact any person in any walk of life is a pros- 
pect for TISIT. 


Many hardware stores have sold their first 
dozen the first two or three days it was on 
display. 

National advertising in 
Ladies’ Home Journal, 
Woman’s. Home Cortpan- 
ion, Good Housekeeping, 
American Magazine, Pop- 
ular Mechanics, Popular 
Science, Farm and Fire- 
side, and Country Gentle- 
man is creating a tremen- 
dous demand for TISIT. 


Start to get your share of 
these profits NOW by ask- 
ing your jobber’s salesman 
about TISIT. If he can- 
not supply you, write us d'- 
rect for a dozen, giving 


Each dozen of TISIT 
comes in this beautifully 
illustrated, attention-com- 
pelling, display carton 
which costs you $4. Re- 
tails for 50c. per bottle. 
$2 per dozen profit. 


TISIT 


means BIG PROFITS 
and FAST TURNOVER 










TISIT 


COLD SOLDER 
Letellier Laboratories, 
Incorporated 
MANUFACTURING CHEMISTS 


119 Main St. East 
Rochester, N. Y. 
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A wide range of use is 


found for this popular 
GRIFFIN Fleur de Lis 


Hinge that combines 


beauty of design with 


precision in every 


manufacturing detail. 


EAIE, P 


RIFFIN 


SGhe tee 


mae ren 











Sen Frame 700 tasks 


— 














The Taplin Mfg. Co. 


New Britain, Conn. 


TAPLIN 
COLORED 
BEATERS 


The Great Success which has 
attended the sale of these 
1928 Colored Beaters will 
warrant your serious con- 
sideration if you are not al- 
ready handling them. 


These handsome beaters 
have had a great popular ap- 
peal with a correspondingly 
large sale. 


In practical use they beat 
quicker and more thorough- 
ly than any egg beater made 
—certainly an important 
advantage. 

New 1928 Beaters, New 
Toys, Beater and Bowl Sets, 
Can Openers, Cake Turners, 
etc., ete. 














HUNDREDS 
OF 
HARDWARE 
STORES 
Find Lawn 
Mower 
Sharpening 
Profitable 


with the 














“IDEAL” LAWN MOWER SHARPENER 


These stores have come to realize that many first-class 
lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 
by installing an IDEAL LAWN MOWER SHARPENER 
and sharpening the mowers themselves, render a much 
wanted service to their customers, and make liberal 


profits themselves. 


$1.50 to $2.00 PER MOWER—15 Minutes Work 


Any boy can operate the IDEAL. 
Slip the mower into the IDEAL 
without dismantling, make a 
few simple adjustments and in 
15 minutes the mower is per- 
fectly sharpened — every blade 
with a true keen edge. The usual 


charge, $1.50 to $2.50 per 
mower, is mostly profit. 


The IDEAL SHARPENER re- 
quires little space, operates off 
a light socket, and its first cost 
is extremely low. 


Write for prices and full information. 
THE FATE-ROOT-HEATH CO., PLYMOUTH, OHIO 
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| Hand-Forged W, rought Iron 
DOOR KNOCKERS 


571 574 




















557 572 


ERE are four days. All are carried in 
friendly, welcom-_ stock excepting No. 574 
ing Door Knockers that initial design, which has 
will appeal to every home to be made to order. All 
owner. Note the Horse-  hand-forged products. In 


Shoe, “Good Luck” de- three finishes: Half 

sign. The other three Polish; Rust; Dead 
are typical of Colonial Black. Specify finish. 

557—8 14” ee $1.50 Each 

572—7" high i a ciy a8 Sm oe 2.25 Each 

mW 571—6%” high ........ 2.00 Each 

) 574—8%” high ........ 4.00 Each 


Foot Scrapers 


Here’s a Colonial design Foot Scraper 
suitable for most any type home. Can 
he supplied with prongs to push into 
ground or set in concrete, if desired 

556—7” high, 8” wide, Each $2.25 





Request Complete Catalog 


The TREASURE CHEST 
Asheville, N. C. 




















KIMBALL 


HAND POWER ELEVATORS 
Efficient- Quick Rising 


Now, a hand power elevator which 

you can purchase complete in every 
detail, to the sawing and fitting of every 
joint and drilling of every hole, making 
its installation merely a matter of your 
bolting it together. Fitted throughout 
with roller bearings. 
Easy to operate--- 
quick rising, low 
cost. 


Write for Pamphlet 
and Prices 


Kimball Bros. Co. 


1117-41 9th St., Council Bluffs, Ia, 
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ACompleteLaree Capacit: 
peer atic Unit mg 


Country and suburban homes and estates— 
hotels, parks, camps—groups of small residences 
—centralized schools, colleges, sanitariums, 
churches—state and county institutions, cream- 
eries and dairies—and similar installations where 
from five hundred to one thousand gallons of 
water per hour are required. 


A remarkably compact, complete and highly 
efficient unit for shallow wells not to exceed 
twenty-four feet in depth, ‘equipped as follows 
and assembled ready for connection to power and 
water lines. 


















EQUIPMENT ° 


Myers Self-Oiling Shallow Well Power Pump with Silent 
Chain Drive, motor, pressure gauge, automatic electric switch, 
galvanized tank and fittings as pictured in illustration. Two 
sizes, five hundred and one thousand gallon capacities and 
furnished with belt drive if desired. 

This is hut one of the many proven styles of Myers Water 
Systems now available for ers dealers and distributors. 
Write for information and catalog showing the complete line 

ith capacities up to ten thousand gallons per hour. 


THE F.E.,MYERS & BRO.¢S. 
ASHLAND, OHIO. 


Manufacturers for over ‘Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY RAIN UNLOADING TOOLS - BARN. | FACTORY and 
_ GARAGE andar R HANGERS: STORE LADDERS, E 


if Take Off Your-Ha = . 
Oo The 
MYERS 4 
DOOR HANGERS 


PUMPS-WATER SYSTEMS «HAY TOOLS - 
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FORSTNER 


Labor Saving 


AUGER BIT 


Bores Any Are 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. ‘or core boxes, fine 
and delicate patterns, veneers, screen work, 
nein. fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


Superior Hex- 
agonal Mesh 
Netting is fur- 
nished galvaniz- 
ed after weaving 
as heavy as No. 
14 wire, 114” or 
2” mesh, and 1” 
mesh No. 16 
wire. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 








Doultry Supplies 


yh 














MT i 


Moe’s New Peerless Feeder 


for chicks and growing fowl. Made in two sizes, 10 Qt. 
and 18 Qt. capacity, with 30 feeder openings. 
Adjustable for any kind of mash or grain and a perfect 
feeder for large or small flocks. 
Write for Catalog of Moe’s Line, a standard line of 
Poultry Supplies—everything needed, and nothing better 
made. 


OEFT & COMPAN 


2305 Davis St. North Chicago, Iil. 











Here’s the Answer to 
the Leaky Hose Problerr. 


Leaky nozzles and couplings are usually 
caused by washers of poor quality that 
‘@~=6 do not fit tightly. When your customers 
come to you with trouble of this nature 
sell them Mueller ““Neverlose” Threaded 
Washers. The threads keep the washer 
permanently in place. Nozzles and 
couplings equipped with ‘“Neverlose” 
Washers will always be water-tight. 


Let us send you a 





sample. 
Port Huron, Mich. 


Three Generations of 
Brass Making 
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“Free Counter Card” 


The Right Way to sell Crown Caps is 
the “Hold-Tite” Way. 

Put them on the open counter. It’s 
a 10c. package that catches the eye of 
every customer. 


‘Cash in on the Hold-Tite Way”’ 


Apex Stamping Company 


Dept BZ Riverdale. Ill. 


Ask Your Jobber or Write Us for Prices 




















»( CHICAGO) 
SPRING HINGES - 


The “Relax” 


Designed by 











Spring Hinge Specialists 


Hardware dealers will find “Re- 
lax” Spring Pivot Hinges popular 
among architects and contractors 
because of their proven quality 
and many desirable features. 

Noiseless operation and spring 
action release make the “Relax” 


very desirable for Hospitals, 
Churches, Schools, and Residences. 
The “Relax” permits the door to 
be placed open at any desired posi- 
Ty uae tion without the use of a door 
Spring Pivot Hinge holder. 





Send for Catalogue H 42 


Chicago Spring Hinge Compang, 


CHICAGO NEW YORK 
U.S. A. 














Meet Public Demand 
with 
DETROIT 
TORCHES 


LERT and efficient workmen in 
various trades have been quick 
to realize the points of superiority of 
Detroit Torches and Fire Pots and as 
a result the demand for this profit 
building line is increasing at an aston- 
ishing rate. If you are not already 
handling Detroit Torches and Fire 
Pots, write today for a catalog and 
complete information. 


DETROIT 


TORCHES @ FIRE POTS — 


DETROIT TORCH @ MFG. CO., DETROIT, MICH. 
aS AlderCo, - - 


Miiamyp Mote Rt i, Son reine 
S.C farm, A Wasngin i cae 

















Here are the fix- 
tures that did the 


business 


in the store of Harry 
N. Taylor, Westfield, 
N. J. Pivot door dis- 
play wall cabinets 
and Heller Master- 
piece Display Tables. 
Heller equipment and 
Heller service always 


tnake good. 


“equipment increases sales”’ 


Ex. the equipment is satisfactory in every way 





and very satisfactory increases in sales have been 
obtained ***#*,” 
Harry N. Taylor 
Typical of the way all users of Heller equipment feel about 
it. Mr. Taylor’s letter speaks volumes not only for the fixtures 
themselves, but for Heller service and assistance. If you want 
more business, faster turnover and consequently more profit, let 
Heller service help you. 


HELLER 


Business Building Store Fixtures 


Check the items you are interested in, 


tear out this ad and mail it today. ‘ W. C. HELLER & CO. 


O Busi Building Store E 





CO Pennsylvania Metal Saw Rack. 700 Bryant St., Montpelier, Ohio 
Nail Counters. 20 Vesey St., Suite 500. 
O) New Double Duty Display Tables. 
4-12-28 57-A. Kew Tok Cy 
Write name and address in the margin below. 


SS 0 —— 
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Paine Toggle Bolts 


The only spring type toggle 

on the market. 
The wings open instantly 
in any position in hollow 
material. 

Any Style Head 
Any length bolt 
Standard bolts threaded 
to head 





Requires no guiding— 
Just insert—The spring 
does the rest. 


Sam . on request—- 
ge 


THE PAINE COMPANY 


2947 W. Carroll Ave., Chicago, Ill. 
79 Barclay St., New York, N. Y. 








Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


varied and attractive line for the Hardware Trade. Also: 
a Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 
The above tools will please your customers, as well as our 


famous Round and Oval Punches. 
Remember we have had one hundred years of successful manu- 


facturing experience, employ only skilled workmen and use the 
finest quality of materials. 
We stand back of every tool we make. Try us. 
Write for Catalog. 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 




















S$O-BOSS 


Cow — & Tail Holder 


You, too, can make real money 
by selling the genuine So-Boss 
Cow Hobble. In real demand 
wherever cows are milked. 
Attractive counter display now 
available to dealers. Every 
farmer and dairyman is a 
prospect. 


or write us. 


SIMONSEN IRON WORKS 


SIOUX RAPIDS IOWA 


























WIRE PRODUCTS: - 


for every need 


Cambria Fence 
Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 
and Galvanized 
Nails—Cement-coated, Bright 
? Blued and Galvanized 
Wire Rods Staples 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


















CONSTRUCTION 


_ the new SNELL Construction Bit 


Shiffer- stronger - lougher 
Write today for iilus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives : 
John H. Graham & Co., 113 Chambers St., New York City 





QUALITY “LE EN Ox” SERVICE 
DISTINCTION 


ia ast HIGH SPEED 

















Strongest adhd terbu 


Master Lock Co. 
Milwaukee Wisc 








NO 
4 + a 8 


/ HACK SAWS 
“The Tootv in the Plaid Bow” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW DRIVERS ~ GLASS CUTTERS 














ee CHESSER) 
ee SSSR ERE ERE 


ee¢eeeeeas 
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EVERY DAY A 
NEW SIGN 


Brighten up your store— 
liven up business—change 
your window displays 
frequently and use new 
signs daily. 

It Pr pay bia re- 













Make them jguett 


with the NAT 
SHO hy AR RD 
WRITER which is 
a simplified device 
and cuts your card 
writing bills in two. 
Let us send com- 
plete information. 
NATIONAL SIGN STENCIL CO. 
Manufacturers of the National Show Card Writer 
1602 University Avenue, St. Paul, Minn. 
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10 to 30% per pound in 
favor of ATLAS TACKS 


What count do you get when you buy tacks 
or small nails by weight? 


There is often a difference of 10 to 30% in 
favor of Atlas tacks or small nails. Test 
them yourself. And remember—good, 
sharp, clean cut, correctly sized tacks are 
expensive to make. 





Or, when you buy by 
count see that you get 
the weight. There is 
often a corresponding 
difference. 


Either way, you can 
bank on Atlas tacks 
and small nails for 
quality, full count and 
full weight. 





ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 








To-morrow’s 
Sales— 


depend on today’s. When you 
sell a Coes Wrench you are 
making a bid for future busi- 
ness, not only from the pur- 
chaser of the wrench but from 
his friends. 


The satisfaction the customer 
receives from his Coes will 
always work for you—creat- 
ing friends and profits. 


Ask your jobber for the Coes. 


Coes Wrench Co. 


“In business since 1841” 


Mass. 


Worcester 








® SELLING AGENTS 
F. i WROCAI ES CO. se Co cccrces 253 Broadway, New York 


JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 


FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 











TRADE MARK REG.U.S. PAT. OFF. 


Eacu year sees Sun-Red Edge more firmly 
established as the finest screening on the market. 


REYNOLDS WIRE CoO. 


DIXON, ILLINOIS 











The GLANTGRIP 5x« 


OVERSHADOWS ANYTHING ON THE MARKET 
REGARDLESS OF PRICE 
MEANS GREATER PROFIT TO YOU 
—. Heavy Nickel Plated ; 
ball bearing; 10” 
Concealed 





swing. 
moisture and dust- 
proof ratchet, oper- 


jaws, holding bit 
stocks, fag be 
Patent Pending mon drills, —_ 


GUARANTEED TO GIVE PERFECT SATISFACTION 
Send your trial order TODAY, request catalog No, 30 for other money 
making items. 

Several choice territories open to live representatives. 


United Hardware & Tool Corp., 72 Reade St., N. Y. c | 


—> 

















No. 10 Ball-Bearing 
No. 110 Cone Bearing 
(2-inch wheel) 
Beopules numbers from a complete line of Ball 
, Cone Bearing and Axle Bearing pulleys. 


GRAND RAPIDS 
ALL “STEELE 


SASH PULLEYS 


— 


Grand Rapids Hardware 
558 Eleventh St. 








a 
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Robertson “Horseshoe Magnet’ Hammer 


THE HAMMER 
HOLDS 
THE TACK 


The best permanent magnet hammer on the market. 


A PRACTICAL AND SUPERIOR TACK HAMMER 
FOR USE IN MANY TRADES AND IN THE HOME. 


Awarded Silver Medal Panama-Pacific Exposition. 














Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON, 94 Portland St., Boston, Mass. 
Sole Manufacturer 





Cuts Lid Smoothly—Close to 
the Edge—and Removes Lid 


This feature of the VOOS Can Opener is 
appreciated when the housewife desires to 
open a can of pears or pineapple and remove 
the fruit in perfect condition. 

The sharp point pierces the can easily and 
the keen hardened and tempered blade cuts 
smoothly without tearing. When through 
using, the cork screw folds out of the way. 
The attractive white enameled handle fits 
the hand comfortably. Also made with col- 
ored handles, Red, Yellow, Green and Blue. 
Dealers supplied by 

Factory Representatives: 


JOHN H. GRAHAM & CO., INC. 


113 Chambers St. New York City 

















lol 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factery—Ddyton, Ohie 











Satisfied 
Customers 


Profitable 
Sales 


ings Mfg.Co. 


nn. 21-132 


Chester, 





Executive ad 





Quality Wood Turnings 


Specialists in Qt kinds of white birch turnings. We are also expert finishers 
in all colors with enamel paints, stains and lacquers. 
Our new modern comeees o mast will assure you of: 
Prompt Delivery—@ ity Turnings—Lowest Price Obtainable. XY 


Send us samples and sketches for quotations. 


NATIONAL WOOD PROCESS 
NEW BEDFORD, MASS. 


Mill: Farmington, Me. 








Welding Compound is best ye oy 
test. Makes welding of 6 may se 
easy as Iron. St omnes 
your sales. 
Made only by 
AntI-Borax Compounp Co. 


Fort Wayne, Ind. 





TAINTOR POSITIVE SAW SET 
“Natural Grip” No. 27 (New) 
The “Last Word” in Saw Sets. 


Yes, indeed, we still make our No. 7 
and 7% models. 


Taintor Mfg. Co., 113 Chambers St., N. Y. City 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 


" Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


| ——-——- 1), Landreth Seed Co., Bristol, Pa 























Stop i 
We will be glad to help you 


with your sales problems. 


Hardware Age, *8..c%08" 
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SHARK BRAND CHISELS 
FULLY GUARANTEED 


Because of their reputation as dependable 


sure profits to you. Shark Brand Chisels 
are produced from the finest Swedish 
charcoal steel, are sturdy and well made 
and craftsmen and lovers of good tools 
appreciate their quality. 

Butt Beveled Edge, 

Regular Beveled Edge, 
Socket Chisels. 
We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Manufac- 

= Ae Order from your jobber today, or write 

beg SCANDINAVIAN WESTERN 
? ae IMPORTING CO., Ltd. 

Eskilstuna, 107-109 Lafayette St., New York, N.Y. 

Sweden Minneapolis, Minn., Montreal, Can., 





Seattle, Wash. 


\\ tools, sell with little effort, which means 





Have You Ordered 
OATES Precision 


HAIR CLIPPERS 
and 


ANIMAL CLIPPERS 


To meet the Spring demand? 


COATES CLIPPER & MFG. CO. 


Worcester, Mass. 


Your 






























DOOO® 


Moore Push-Pin Co (Wayne let) Pile. Pe 


Window Screen 
and Storm Door 


N asec 
Thumbtacks 


Numbered in sets 1 to 25 - 
26 to 50 - 51 to 75 - 76 to 100 














This oonsens at packing has 
1 


OOHGOG 
OHBO®D 
0288886 


Mounted on board; enclosed in 


25c per set - $10.00 per 
1000 






Send for illustrated folder, 
Price List and discounts. 


Moore Push-Pin Co. 
(Wayne Junction) Philadelphia, Pa. 
Originators of the 
Moore Push-Pins and 
Moore Push-less Hang- 
ers used in ‘‘Nearly 
Every Home”, to 
“Hang Up Things’’. 





transparent envelopes. 


ubled sales. 






















VAUGHAN’S Famous SALES MAKER 
The 100B Can Opener— 


There is nothing else like the 
Vaughan 100B Can Opener. 
It is the only can opener 
retailing for a dime that has 
been nationally advertised. Over 
thirty million now in use. Sold 
all over the world. Its High 
Carbon Tool Steel Blade is 
spring tempered, flexible and 
given a _ remarkable finish. 
Assembled with costly tubular 
rivets. 

Send for details of this attrac- 
tive four-color counter dis- 
play carton. Ask for Catalog 
No. 21. It will make money 
for you. 


VAUGHAN 
NOVELTY MFG. CO. 
3211-25 Carroll Ave., Chicage, U. 8 A. 











AULA) 





hy 


AEs STORE LADDERS | 























ing. Cushioned Tired Trolley and Truck Wheels elim- 
inate noise and prevent vibration. Erection as simple 
as A,B,C. Utilize small space. Make top shelves 
safely available for stock 
neat of design—nicely finished—any height ceil- 
ing. Thousands in use. Circular on request. 


mt FE MYERS & BRO.co. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 


i 


<< - ladder permit mounting or descending 





| 
| 


OTT 


-— Insure perfect shelf service for any 

= line of merchandise. Deep tread steps, }), 
wee peoueety spaced, with convenient full D) 
length handholds on both sides of Hf 


UY, 
A 




















— 


/ 





with ease. Both hands free to remove 
or replace stock without danger of fall- 








urposes. One style— 


ASHLAND, OHIO. 


YS cusnion TIRE 



















The reputation of 
Brown £3 SHARPE 


TOSLS 


for Accuracy and Reliability 
fe bats moat soe! 
a ready market wherever 
metal is used 


ae 





ALLENS 
Parior Furnace 
New modes; greatly enlarged cam- 
paign of dominating advertising; 


tremendous popularity of Allen’s —— 
“Old-time Fireside Cheer’ and 


mm 


Heat Radiating Fins—a combina- _— 


tion of advantages that insures 
satisfactory Dealer profits. Write —~ 
or wire for details. , 


Allen Manufacturing Co. 
Nashville. Tenn. 


Prompt shipmants from stocks in 16 
centrally located distributing points. 


ss 
Se 
SAMSON CORDAGE WORKS 
BOSTON, MASS. 


NY.No) 5 On O10) 23D) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 














i 
i 
; 
/ 
: 
| 
| 
i 
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Classified Opportunities 











Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


SS eer 
Each additional inch 


PER +A S 0% 20 69 0 4.00 Address your advertisements and replies to 


Positions Wanted Advertisements 
$5.00 50% off rates quoted 





Hardware Age, Classified Oppor- 





Set Solid, Minimum of 5 lines... .$3.00 
60 


Average 10 words to a line 
Allow One Line for Keyed Address 








Each additional line...... eee : Discounts for Classified Advertising York City 
All Capitals, Minimum of 5 lines.. 4.00 2 % off: 8 i i a 
Each additional line............ -60 @ Syasetions;, 80% _ . eins, 1% Harpware AcE is published each Thursday. 


Remittance Must Accompany Order publication. 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 


tunities, 239 West 39th St., New 





Forms close Nine Days previous to date of 

















- BUSINESS OPPORTUNITIES 


“POSITIONS WANTED 





VERY EXTRAORDINARY PLUMBING, HARDWARE and electrical 
business, located in Central Illinois. Sell invoice price, stock $35,000, 
established 25 years, good money maker, owners retiring, no time to talk 
unless you mean business and able to purchase either part or whole. 
Address Box H-910, care of Harpware Ace, New York City. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS, in North 
Western Ohio, center of prosperous farming district, doing about $50,000 
business. Up-to-date store with clean stock of merchandise including 
general Hardware line. Address Box H-927, care of Harpware AGE, 
New York City. Will not consider sale unless sold at once. 





FOR SALE—HIGH CLASS HARDWARE BUSINESS on main thor- 
oughfare in New York City. ern store equipment, reputable lines and 
clients, long lease at low rental, price $70,000. An excellent proposition 
for one or more to secure a real substantial business. Address Box H-926, 
care of Harpware Ace, New York City. 





_FOR SALE—NEWLY. STOCKED STOVE STORE in a Pennsylvania 
city of over 75,000 population and the only stove store of its kind in the 
city, good reason for selling and is a good opportunity for 2 men_to 
go into the stove business. Will be sold right for cash. Address Box 
H-915, care of Harpware Ace, New York City. 


§ 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 
PVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


118 W. 42nd Street Bryant 7374-5-6 


oi 


2 











WHITE ENAMELING—We have excess capacity in this department 
of our plant. Can white enamel on contract large quantities of products 
requiring quality white finish. Can also finish work on small parts in 
limited number of, colors. E. H. TITCHENER & CO., 130-136 Walnut 
Street, Binghamton, N. Y. 





FOR SALE—Virginia Hardware business and stock consisting of light 
hardware, paints, wallpaper and housefurrfishings, located in good town of 
five thousand, can reduce stock to $6,000.00 cash will handle. Address 
Box H-908, care of Harpware Ace, New York City. 





_ FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
in thriving central Wisconsin agricultural community for sale to settle 
estate. No bonus asked for reputation and prestige. Investigate. Address 
Box H-897, care of Harpware Ace, New York City. 





RARE OPPORTUNITY—Established housefurnishing, light hardware, 
china and toy store, $4,500 lease guaranteed. Rent $60, terms to quick 
buyer. Address Box H-925, care of Harpware Ace, New York City. 


NEW YORK CITY 
Sales Executive Available 


for manufacturer requiring a representative in 
this territory who has all the requisites of a high 
grade salesman with a productive record. Twenty 
years intimate contact with the housefurnishing, 
hardware and department store buyers. Pres- 
ently conducting the sales of a nationally known 
Western manufacturer with Eastern sales rooms. 
Nihe years with present employers. Reason for 
changing due to their liquidation. Address Box 
H-921, care Hardware Age, New York. 





Hardware and paint store for sale. very reasonable. Good location. 
EDWARD CLAIR, 1669 Sheepshead Bay Rd., Brooklyn, N. Y 


HELP WANTED 


EXPERIENCED HARDWARE SALESMAN, not over 35 years old, 
for busy retail hardware firm in New Rochelle, New York. tate age, 
experience, salary and references, All replies will be held confidential. 
Address Box H-906, care of Harpware Acgz, New York City. 











WANTED—SALESMAN FOR SPORTING GOODS, by prominent 
Eastern Wholesale Jobbing Organization. State age, salary expected, ex- 
erience and all details. Address Box H-923, care of Gasowenn AcE, 
ew York City. 





POSITIONS WANTED 


HARDWARE MAN, 12 YEARS’ EXPERIENCE, thoroughly familiar 
with shelf and builders’ hardware, tools, plumbing, electrical and paint 
supplies. Can schedule and list hardware from blue prints and take com- 
plete charge of Builders’ Hardware Department. refer location in_ or 
near New York City. Married and with A-1 references. Address Box 
H-907, care of Harpware Ace, New York City. 








Position wanted by an experienced Hardware man. Has also had De- 
partment Store experience. uying, selling, displaying. Address, “Hard- 
ware”, 6750 Vinewood Avenue, Detroit, Mich. 











Available— 
Assistant Sales Manager 
Promotion Manager 


A mature executive with a record of substantial results 
with nationally known manufacturers is seeking a perma- 
nent association. Lecturer, fluent writer, correspondent, 
field salesman. Familiar with Paint and Varnish in- 
dustry. An exceptional opportunity to obtain a compe- 
tent associate for your sales department. Address Box 
H-903, care of HARpwArE AGE, New York City. 








te 








ASSISTANT MANAGER—Twenty years’ experience in wholesale and 
retail Hardware. Charge of Office, Accounting, Credits and Collections. 
Assistant Manager in rge of Sales and Purchasing. Desires change 
where above experience will be of value. Age 40. erence. Address 
Box H-918, care of Harpware Ace, New York City. 





























HARDWARE AGE for APRIL 12, 


1928 se oe. 





Classified Opportunities 








POSITIONS WANTED 


SALES REPRESENTATIVES WANTED 








“Manager for Retail Hardware Store” 


Forty-two years old—25 years of hardware. Wide range of 
merchandising. Salary past 10 years $4,000 year. Now open 
to an offer. Will make good manager or buyer for jobber. 
Location makes no difference. Address Box H-924, care of 
Hardware Age, New York City. 








Salesman Calling on Paint and Hardware Dealers 


can earn liberal commission twelve months of the year 
with our line of Decalcomanias as a side line. We are 
now ready with proposition of unusual merit. Write us 
now for details giving complete history of past experience 
and lines now handled—a few territories still open. 


A. THORNE, 5320 St. Clair Avenue, Cleveland 














Salesman, Age 34, eleven years with Hardware Jobber, desires po 
sition, preferably in Southwest, 
of displaying merchandise, capable of managing and buying for any de- 
partment in store, best of references. Address Box H-928, care of 
Harpware Ace, New York City. 





BUILDERS’ HARDWARE MAN, of extensive experience, wants po- 
sition either as manager or estimator for builders’ hardware department. 
Twenty years experience; 40 years of age; married. Good references. 


Address H. L. FATZINGER, 3129 Warren Ave., Chicago, III. 


EXPERIENCED BUILDERS’ HARDWARE ESTIMATOR, with 
executive ability and good knowledge of credits, desires to connect with 
hardware store where he Wan also develop into general hardware, tools and 
mill supplies. Address Box H-929, care of HArpwargz Acz, New York. 


SALES ACCOUNTS WANTED 


Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, hardware, wood screws as well 
as the general line. Commission basis. M. F. FERNANDEZ, P. O. Box 
2002, Havana, Cuba. 


SALES REPRESENTATIVES WANTED 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 




















thoroughly familiar with modern methods | 





EXPERIENCED HARDWARE SALESMEN with established following 
in Westchester, Putnam, Rockland, Orange, Fairficld, Nassau and Suffolk 
Counties, etc., to sell standard lines of builders, shelf hardware and 
tools for a progressive jobbing house featuring price and service. Must 
have a car. State full particulars. Address Box H-912, care of Harp- 
warE Ace, New York City . 





EASTERN MANUFACTURER OF A WELL KNOWN LINE of rim 
locks, padlocks, and builders’ hardware is looking for sales representatives, 
referably residing in Buffalo, Kansas City, Missouri and Columbus, Ohio. 
Drawing and commission to the right men. State experience and qualifica- 
Address Box H-892, care of Harpware Acz, New York. 


HARDWARE SALESMEN to repre- 
sent eastern manufacturer of locks, padlocks, etc. To cover Pittsburgh 
territory and Western New York. Drawing and commission to right 
man. Address Box H-876, care of Harpware Acr, New York City. 


tions. 





EXPERIENCED BUILDERS’ 








SALESMEN WANTED—By a manufacturer to sell full line of High 
Quality Cutlery and Tools to Retail Hardware Trade, State age, experi- 
ence, reference, territory preferred. Would you consider other territory? 
Address Box H-911, care of Harpware Ace, New York City. 





SALESMAN TO COVER BERGEN AND HUDSON COUNTIES of 
New Jersey for wholesale hardware jobber. Must be familiar with line 

















hand tools and hardware specialties. Advise territory covered and houses and territory. hang in detail to Box H-922, care of Harpware Acer, 
represented. Address Box H-638, care of Harpware Acer, New York. New York City 
Are You Looking for The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
. wart to get in touch with. 
REAL Sales Representatives? 
q It costs little to tell them your story. | 








“I Make the best Hammer” 


D. Maydole, 1848 





Cc a 





The popularity of Maydole H ‘s among 











Machinists and Mechanics attests the fact that ‘ve 

maintained the standard set by the founder of this of Pipe Tools, sizes, prices, ete. 

pores Mitr Aa sma doen ARMSTRONG BROS. TOOL Co. 
THE DAVID MAYDOLE HAMMER CO. 314 N. Francisce Ave., 

Norwic York Chicago, U. 8. A. 


ARMSTRONG BROS. 


Stocks and Dies Sell Best 


Handle the Line of Recognized Quality. 
Write for free Catalog showing Complete Line 











Looking for a Hardware Store? 


The place to find Sa is in the rasmus 
Opportunities Section’ of Pr omlnponeg 

watch the FOR 
reasonably sure to rt Mag ag eo cons oy busi: 
ness a price, or better still, 
pee ae ie SS oe see cee ee ee 





Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











- ~GOODELL-PRATT COMPANY 


GREENFIELD, MASS.U.S.A. 


XY, ‘ don waite, 


GOODELL ~ PRATT 


iS0e) GOOD TOOLS 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience and not as a 
m for errors or failure to insert. 


No allowances will be 


of the advertising contract. very care will be taken to index correctly. 





Mem TE hoc csccccisvaue 
Addison-Leslie Co. 
Alabastine Co. 
Alaska Freezer Co.........+++ 
Allen Manufacturing Co....... 121 
Allith-Prouty Co. 46 
Alsteel Mfg. Co....-....cceseee 
Altorfer Bros. 
Aluminum Cooking Utens1 Co.. 
Aluminum Goods Manufactur- 

ing Co. 
Aluminum Products Co........ 
Aluminum Wares Association. . 


American Chain Co........... 
Fork & Hoe Co...... 
Gas Machine Co..... 
Handle Co.......... 
National Co......... 


American 
American 
American 
American 
American 
American 
American 
Sheet & Tin Plate Co. 45 
Steel & Wire Co..... 113 
eS ee 10-11 
American Telephone & Tele- 

graph C6. .cccccccccwcvcves 
American Thermos Bottle 

The 
Ames Shovel & Tool Co....... 3 
Anti-Borax Compound Co...... 
Apex Stamping Co............ 
Arcade Mfg. Co........cccee0. 
Armstrong Bros. Tool Co...... 
Armstrong Mfg. Co.........-- 
Armstrong Mfg. Co..........++ 
Arrow Electric Co............ 
Atkins & Co., E. C.......++... 
Atlas Tack Corp.......-s see. 


American 
American 
American 


eee eee n ene eerewereree 


B 
Babcock Co., The, 
Banks Steel Post Co........... 
Bartlett Mfg. Co........0ee00. 
Bassick Co. 
Dee @ Cas RE ccs eelesene 
Beisser Key Machine Co....... 
Bemis & Call Co..........0+0- 
eon OSs t SE Spe eae 
Berghman Co. 
Deets Gh; CNG. cs csi vinsdnds 
Berry Brothers, Inc........... 
Bethlehem Steel Co........... 
prea yy peek 
Billings & Spencer Co......... 
Birtman Electric Co.........+. 
Bissell Carpet Sweeper Co..... 
Be Pe Ein. 4s 0 v0.0b ccnedes 
Blaisdell Pencil Co............ 
Bommer Spring Hinge Co...... 





Bates TE; Bsa 
Bowen Products Co............ 
Dine tate, Co. 1. B..2:s0000 
Dratmere Bilg: Cb..5.5000cke0ce 
Bridgeport Screw Co.......... 
Bright Star Battery Co........ 
Brown & Sharpe Mfg. Co...... 
Brush-Nu Co. 
Buckeye Alum. Co............ 
Buffalo Wire Works Co., Inc... 
Burnley Battery & Mfg. Co.... 
| eS ee te 


ee ee weer ewe eene 


Caldwell Mfg. Co............. 
Carborundum Co. 
Corsies Big; Coieev.cccscciss 
Century Electric Co........... 
Chain Products Co............ 
Challenge Refrigerator Co...... -—- 
Chamberlain Co. 
Chamberlain-Haber Chemical Co. - 
Chemey: Ge BAGG Bisse cinc cess — 
Chevrolet Motor Co........... - 
Chicago Flexible Shaft Co...... 
Chicago Roller Skate Co....... ~- 
Chicago Solder Co............. 
Chicago Spring Hinge Co...... 
Glastiada Bite. CO..5. 2. .scc00 — 
Clayton & Lambert Mfg. Co.... 
Clemson Bros., Inc............ 
Cleveland Stone Co., The...... — 
Cleveland Wire Spring Co...... 
Coates Clipper & Mfg. Co...... 
Coes Watch: Ca. icnencrcéinecs 
Coldwell Lawn Mower Co...... 
Colonial Works 
Columbia Tire & Rubber Co.... 
Columbian Rope Co........... 
Congoleum-Nairn, Inc. ........ 
Consolidated Electric Lamp Co.. 
Continental Screen Co......... os 
Cook Company, H. C.......... 
Copper-Clad Malleable Range 
Co. 
Cosbien Pith F....0 95k 8 hie v's +e 
Corbin Cabinet Lock Co........ 
Corbin Screw Corp............ 
Corcoran Mfg. 
Conliiey FW TINGS... os isccccces 
Crescent Tool Co... .cccesscess 
Crown Cork & Seal Co......... 
Cyclone Fence Co........++.+> 


eee eee ee ee ey 


D 


Dazey Churn & Mfg. Co....... 
De Jur Products Co.........+. 
De Laval Separator Co...... a 
Detroit Door Check Co........ 





Detroit Torch & Mfg. Co...... 
Detroit White Lead Works.... 
Devoe & Raynolds Co., Inc..... 
Dexter Co. 
Diamond Calk & Horseshoe Co. 
Dierks Lumber & Coal Co...... 
NS TS a eb ve ceeegee ce 
OE ere re 
Display Material Co.#......... 
Disston & Sons, Inc., Henry... 
Dixon Crucible Co., Joseph.... 
Domes of Silence Co., Inc..... 
Domestic Elec. Refrig. Co...... 
Donley Mfg. Co., The......... 
SER ME ORs i coo vba betes 
SOWGE, TOME, Cis sixacieecens 
Duluth Show Case Co......... 


Dupont de Nemours & Co., 
ie Ay..ce tee tied abede cde «see 


Mee Tate Beis do sik cess ose 0% 
Eagle-Picher Lead Co.......... 
Eastern Tool & Mfg. Co....... 
Eclipse Machine Co............ 
Economy Plumber Co.......... 


Edison Lamp Works of Gen- 
eral Electric Cou... .scceseve 


ee ee era re 
Electric Sprayit Co., Inc....... 


te TO TM, oi6.5 0s ss cadedes 


F 

F. & N. Lawn Mower Co., The 
Fairbanks, Morse & Co........ 
Fansteel Products Co., Inc..... 
Fate-Root-Heath Co. 
Faultléss Caster Co............ 
Federal Enameling and Stamp- 

ing Co. 
Federal Washboard Co., The... 
Fitzgerald Mfg. Co............ 
Folsom Arms Co., H. & D..... 
Fort Wayne Eng. & Mfg. Co... 
Foster Bolt & Nut Co......... 
Peants MigaGaic: 53, 2.260 Gi. 
French Battery Co............ 


Oem teem eee eee 


G 


Geier Co. PEK. Then cick 
Gendron Wheel Co............ 
General Fireproofing Co........ 
General Weatherstrip Co....... 
General Wheelbarrow Co....... 
Geneva Mfg. Co......-...0005- 
Gilbert & Bennett Mfg. Co..... 
Gold Medal Products Co....... 
Gold Seal Elec. Prods. Co..... 


111 


26 
37 
103 
55 
13 


109 
31 





Goodell-Pratt Co. .........--- 123 
Good Housekeeping .......... _ 
Goodrich Rubber Co., B. F., 
WOU tei Netewcdeos eaten wees _ 
Graff-Underwood Co. ......... - 
Grand Rapids Hardware Co.... 119 
GrotaCase, Tees 6 icevciiedices 40 
Greenfield Tap & Die Corp..... 2 


Greenlee Tool Co...........0.: 
Gen Wile: Geis 666 ieee 3 
Griswold Mfg. Co...........+. 
a de a ee eee 


H 


Ber Eo. We Gisihi es eck 
Hercules gChemical Co......... 
Hercules Powder Co........... 
Herschel Mfg. Co., R.......... 
Hibbard, Spencer, Bartlett & Co. 
PUOUEE CE  avicwsine patrmrneesis 
Hollands Mfg. Co...........4. 
Oe, yy Pe ee eee 
Hoppe, Inc., Frank A.......... 
eS eae 
Hotel Gibson 
PENN Tig Bs Mag noes vac on 
Hunter Arms Co...... hasan oe 
Hunt, Helm, Ferris & Co...... 
Hurley Machine Co............ 
Hygrade Lamp Co............. 


eee ee 


I 


Imperial Bit & Snap Co........ 
Independent Lock Co.......... 
Indiana Rolling Mill Co........ 
Indiana Steel & Wire Co....... 8 
Ingersoll Watch Co........... 
International Silver Co........ 


International Toy Corp......... 
(National Wood Process) 
Irwin Auger Bit Co........... 


Even Cai, Tl. Boeri Ads. 
Ives Manufacturing Co......... 
Iwan Brothers 


Jennings Mfg. Co., Russell.... 120 


‘| Johnson Arms & Cycle Works, 


| RPT Pee pend de 0% 40 
K 

Kelly Axe & Tool Co.......... 29 

Keuffel & Esser Co............ - 

Keystone Mfg. Co............. - 

Kilborn & Bishop Co.......... 126 

Kimball Bros. Co..... eich evens 115 


Klein & Sons, M... 
Kohler Die & Spec. Co......... 
Kokomo Stamped Metal Co..... 
Reaveter & Co... cispvevecars 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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THE ADVERTISERS INDEX is published as a convenience and not as a 
No a will be 


llow1nces 


of the advertising contract. Every care will be taken to index correctly. 


for errors or failure to insert. 





L 
Lamson & Sessions Co......... 17 
Landers, Frary & Clark....... -- 
Landreth Seed Co., D......... 120 
Lendzion Leather Goods Co.... — 
Letellier Laboratories, Inc...... 113 
Lewis & Freeman..........+.+ _— 
Libby-Owen Sheet Glass Co.... — 
TRON CORK: oi nisicc in saciues = 
Lowell Specialty Co............ — 
Lucas & Co., Inc., John....... a 
teen Bille COs cescevcnssccs — 
Lupton’s Sons Co., David...... — 
M 

McDougall-Butler Co., Inc..... — 
McKinney Mfg. Co...........- 58 
Magazine Repeating Razor Co.. — 
Malleable Iron Fittings Co..... -- 
Mansfield Tire & Rubber Co... 41 
Marlin Firearms Co............ —_ 
Martin-Senour Co. .........++- -- 
Martin Varnish Co............ —— 
ROM TOE Cbisissccscscwess 118 
Maydole Hammer Co., David.. 123 
Meisselbach Mfg. Co., Inc., 

a De. iednvwasahs bean vee? 36 
Bene Ge. 65 Fecivkayaceee ce — 
Metalcraft Corp. ...-sccceeee ~ 38 
Metal Specialties Mfg. Co...... —~ 
Metal Ware Corp.......seses- —_ 
Milbredt. Mig. eis: 65 cee ceas _ 
perees” Pas Cai... .ccccvcens 14-15 
Milwaukee Circulating Pump Co. — 
Modern Grinder Mfg. Co....... — 
Moline Pressed Steel Co........ - 
Moore Drop Forging Co....... a 
Moore Push Pin Co........... 121 
partie, Tat., CHEB. . 65 0-isexe% a 
Morse Twist Drill & Machine 

NAM Che heed ceca he00setavhees -- 
Mueller Bras Co.........se00. 116 
| a ry rrr ree _ 
Murphy’s Sons Co., Robert..... —_ 
Murphy Varnish Co............ _- 
Murray Rubber Co............ -- 
Myers & Brothers Co., F. E. 

115, 121 
N 
National Carbon Co.......... 30, 99 
National Enameling & Stamping 

Sis sed by devatdavastectintes _ 
National Lamp Works......... oo 
National Lead Co........ssse0. — 
National Mfg. Co.......ccseeee _ 
National Sign Stencil Co...... 118 
New Haven Clock Co.......... _ 





New Jersey Zinc Company..... oe 
New York Wire Cloth Co...... _ 
Niagara Metal Stamping Co.... — 
Nicholson File Co.......+++++- — 
Norcross & Sons, C. S......... -- 
North Bros. Mfg. Co.......... — 
oO 
akon Mile: Cae oo ccckces veces -- 
Oliver Iron & Steel Co......... — 
Oneida Community, Ltd....... 128 
One Minute Mfg. Co........-+ -- 
Ontario Knife Co........see0+: — 
Osborn Mfg. Co.......scccsece —_ 
Osborne & Co., C. S.rccecccses 118 
P 
Packard Elec. Co.........+00+% a 
Page Steel & Wire Co.......... -- 
POIGO CO). a3 iivtg cdenshs teieees 118 
Palm Fechteler & Co..........- _— 
Patent Novelty Co.........+++- _ 
Peck, Stow & Wilcox Co....... 48 
Penn. Lawn Mower Works.... — 
Perfection Stove Co., Inc...... “= 
Peters Cartridge Co..........-- 32 
Phenix Mfg. Co......cccecsess _— 
Philadelphia Lawn Mower Co.. — 
Pike Mfg. Co....:..ccccveccsves -- 
Pitcher Co., Inc., Hugh....... — 
Pittsburgh Plate Glass Co...... —~ 
Pittsburgh Steel Co...........+. 54 
Plumb, Inc., Fayette R......... — 
Plymouth Rubber Co.........+ 126 
Popular Science Monthly....... oa 
Porter, Ine., Ts Bos dsie ccc idcc _- 
Pratt & Lambert, Inc.......... = 
Pressed Metal Prods. Co....... _ 
Progressive Mfg. Co.........-+ 116 
Puritan Soap Co........+ee+0+ od 
Pyrex Sales Division.......... — 
R 
Reading Iron Co..........e00 a 
Reed & Prince Mfg. Co........ — 
Remington Arms Co., Inc...... 4, 95 
Remington-Rand Co. ........+. -- 
Reynolds Wire Co.........00+5 119 
Reser: Wes bss as ae ok cieees -- 
Richland Rubber Co........... -- 
Richards-Wilcox Mfg. Co...... 97 
mixeon 4a, Cotat, Co iicsscacves _- 
Robertson, Arthur R........... 120 
Robeson-Rochester Co, .......- _— 
Rock Island Stove Co......... 12 
Rodale Wt, bis vsvvecdenees oo 





Rose Mfg. Co., Frank......... 108 
Rose & Brothers, Wm......... —- 
RNR WN NIN o bike die ciesiecdte -- 
Ruby Chemical Co............ _- 
MO GRE GGbes i sccicscsces’s -- 
Russell & Erwin Mfg. Co...... 45 
Russell, Burdsall & Ward Bolt 
Se iia es oes esate a. -- 
Russell Cutlery Co., John...... — 
S 
MME BMC) ORAMNNSS Secs i ceeiss 
Samson Cordage Works........ 121 
Samson Cutlery Co............ — 
Sand’s Level & Tool Co........ 
Sandusky Cement Co........... — 
Sanitary Receiver Co.......... 112 
ape CO, ING is snc sc cece a 
Ug ee 
Savage Arms Corp...........4 38, 44 
UNNE ORE GDh csc ecciecs, - 
Schollhorn Co., William........ 
Denreae COtery CO... sci ccs. -- 
Schrader’s Sons Co., A........ 27 
a EEE oa -— 
Segal Lock & Hardware Co.... — 
SOME FONE COiscecccw ccs —_ 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... _ 
Sherman Mfg. Co., H. B....... _ 
Sherwin-Williams Co. ......... _ 
Sidney Archery Co. .......... -- 
Sidway-Topliff Co. ............ 39 
ay a” re re -— 
Simonds Saw & Steel Co....... 
Simonsen Iron Works......... 118 
simplex Radio Co..s.cicccsecs -- 
Smith, Inc., Landon P.:... ae 
Smith & Sons, Inc., Seymour... — 
SNE NN, CMs coe bc sk ene seis 118 
PETES Wir) COis ccccccscicess — 
Standard Electric Stove Co..... — 
Standard Oil Co. of N. J...... - 
INE CE OU iste cceeess _ 
ON WWM Feisin do 0% v0 vibes 51 
Oe a 9 RE: a po -- 
Sterling Wheelbarrow Co....... 6 
Stover Mfg. & Engine Co...... 109 
Stratton Mfg. Co........sc000. 123 
Studebaker Corp. of America... — 
BOON BO CO iss 5.80.0’ cee 126 
T 
MAME DECI OURS eb coc de db ke. 120 
ge OY ee ere 114 
Timken Roller Bearing Co.... 53 





Toledo Metal Wheel Co........ 33 
Toledo Wheelbarrow Co........ oa 
Treasure Chest, The........... 
Trimiont: Mia: GO. vio coc ceicvcess 44 
Trow @ Holdetiscccciccvsccsssse _— 
Tubular Rivet & Stud Co....... 50 
Tucker Duck & Rubber Co..... 43 


Turner Brass Works.......... — 


Ge eee ore -- 
Union Hardware Co........... ~- 
Union Steel Products Co.... .. — 
RM is (IMGs sc cid SF atcceten = 
United Hardware & Tool Corp.. 
U.S. Case GG id as cecxe — 
U. S. Chain & Forging Co..... 16 
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Universal Industrial Corp..... = 


Utah Radio Products Co....... -— 


Valente OB Giiss ccc ciseses cov — 
Vaughan & Bushnell Mfg. Co.. — 
Vaughan Novelty Mfg. Co..... 
VORNRER CO iiss caviendc ctececs — 
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Whee? Biter Caisicccesc cscs -—— 
Wall Mfg. Supply Co., P...... 105 
Walworth Co, .......... 19-20-21-22 
Warren Mfg. Co., J. D........ -— 
Warren Tool & Forge Co...... — 
Waahburs. (oi Theis cccicscs. — 
Western Cartridge Co.......... 
Western Importing Co......... 
Westinghouse Lamp Co........ -— 
Wheeling Steel Corp........... ~~ 
Weeiee , Be. Sin vakicvnséacn 35 
White, Co., L. & I. Ju..s.eeee. -- 
Whiting-Adams Co. ........... — 
Wickwire Brothers ........... 49 
Wilcox, Crittenden & Co...... a 
Winchester Repeating Arms Co. 40 
Wiese | Sone Con Piscs ckcdecss aa 
Witt Conmice Cosas scccvewcess 24 
Wolverine Supply & Mfg. Co.. 36 
Wood Shovel & Tool Co....... 28 
Wooster Brush Co........0000- _ 
Worthington Co., George....... — 
Wright Steel & Wire Co., G. F. 116 
Wyoming Shovel Wks.......... -- 


: 


Yale & Towne Mfg. Co........ _ 
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KILBORN & BISHOP 


SVU UUSUSSSSSUVVSNLLLUSSSSSSA SRR AAR ASS 


New Haven 





HOLDS 
Its Cutting Edge 


This Drop Forged Green Line 
Arch Punch is made for business 
and the business end holds its 
cutting edge because it is made 
in all sizes from one piece of 


KILBORN STEEL 


—the toughest steel 
known. Steel especially 
adapted to tools of this 
character. 

Finished in a pleasing 


Hooks, Drills, Cold Chis- 
els, Screw Drivers and 
many other tools. 
Send for Complete 
Catalog. 


THE KILBORN & BISHOP CO. 


Conn. 


Manufacturers of the 


“GREEN LINE TOOLS” 


Reg. U. 8. Pat. Office 


»S 


DUCO green. : 
Sizes 1” to 3” diameter. will not dry 
They are popular sellers. out, nor de- 
We also manufacture teriorate due 
on and = Saddlers’ to weather 
THE GREEN LINE eel acne te 
includes Punches, Box “1 P 


SSS SS SSS SSS SSSR RRR 





How to Judge Friction Tape 








A tape may 
be “sticky” 
without being 
adhesive. 
SLIPKNOT 
Friction Tape 
sticksand 
holds secure- 


ly. 


It has high 
tensile 
strength and 











holes. 





Slipknot Friction Tape 


Put up in 1, 2, 4 and 8 oz. rolls in Orange and Blue 
packages, 32 one ounce and 16 two ounce rolls in a 


Display Carton. . af 
We also manufacture Rubber Heels and Composition 
Taps. Our prices will interest you. Write— 


Plymouth Rubber Company, Inc. 
1000 Revere St. Canton, Mass. 























The Strongest and 
-Most Durable Steel Sec- 
tions Made for Every Purpose 


Sweet’s line of Steel Posts have an in- and resistance te wind and storm as well 
stant appeal to engineers and farm owners 8 Pleasing appearance. 
alike. Made of high carbon steel and And they ean easily and quickly be driven 
equipped with a special ground anchor into any Kind of soil thus eliminating time 
plate they combine the greatest durability, and labor of digging fence post holes. 


Your customers will buy Sweet’s Steel 
Posts on sight. Available in all 
lengths and for any type of wire fence. 


Deo you have our descriptive catalog? 


My 
ith 
thing 


mg 
mn 
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STEEL COMPANY 


WILLIAMSPORT 


‘SNOW, FENCE © 
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CHAIN 
SFEQGIALR TIES 


Hodell Dog Chain Assortment No. 15, 
as shown in photograph at right, carries 
one dozen Dog Chains and Leads of 
standard high quality, assorted as to 
pattern, color and size, Duco finish, 
with loop or toggle grips. Shipping 
weight approximately 844 pounds. 
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Revealing ENCHANTM 

















A Magic New’ Design in TUDOR PLATE 





She ENCHANTMENT 
is more than just a new pattern 
in this quality- made, low- priced 
silverware. It’s a design with a defi- 
nite ideal back of it, and a definite 


future ahead of it. 


To glorify a dignified Sixteenth 
Century theme in a romantic 
Twentieth Century manner—that 
was the ideal. The biggest buying 
demand in Tudor pattern history 


—that is its future. 


Instantly appealing, this design 
—a polished shield, with pendant 
ornaments adapted from an Old 
English sundial, stands out from 


an exquisitely chased background. 


Dealers can show and sell this new 
Tudor Plate development with 


confidence and results. 


ONEIDA COMMUNITY STUDIOS 
ONEIDA, N. Y. 


TUDOR 
PLATE 


BY THE MAKERS OF 
COMMUNITY PLATE 


Guaranteed for 25 years 











zs 


